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Top Cars 


New-car registrations for two 
months, plus two states for 
March: 

1960 1959 


Make Pos. 
Chevrolet 217,182— 1 
Ford 204,055— 2 

48,012— 5 
44,270— 6 
53,891— 4 


Pos. 
1—232,174 
2—219,208 

- S— 61,816 
4— 57,637 
5— 55,421 
6— 51,576 
I— 47,144 
8— 40,306 
9— 25,829 

10— 23,892 

11l— 17,197 

12— 11,983 


14— 4,504 
15— 2,912 
16— 135 
86,086 


Total All Makes 
942,202 860,533 
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Survey Finds Rising Sales" 


~~ — 


But Most Dealers See No Boom 


By Robert M. Lienert 
Associate Editor 
SPRING boom in new-car sales 
is only a fantasy, according to 
a 2-to-1 majority of dealers polled 
last week by Automotive News. 
Sales are moving upward 
gently, but there has been no 
breakthrough, reported two- 
thirds of dealers in a nationwide 
survey. 
On the other hand, nearly one- 
third said the sales upturn can be 
considered to have boom-like pro- 


Model Run Hits 4 Million; 


Faleon Outbu 


—. production milestones will 
be reached today (April 25). 
They are the four-millionth 1960 
model car and the one-millionth 
compact of the current model run. 
Although assembly of the four- 
millionth car comes a month 
ahead of the corresponding 1959 
car and represents 71.8 percent of 
the total cars turned out during 
the 1959 model run, it is the com- 
pacts that have taken over the 


Imports’ Future 
Big Show Topic 


Executives Confident, 
But Crowds Trail ’59 


'W YORK.—Which way is. the 

import business going? That 
was the big question last week at 
the International Automobile Show 
here. 

Executives of foreign factories, 
importing firms and American 
distributors are sure they have 
the answer: Up. 

Dealers are inclined to. be a bit 
more uncertain about the outlook. 
The dealer view was perhaps best 
expressed by a suburban New 
Yorker who said, “I think it’s going 
to be OK—but I wish I knew.” 

+ * * 
PMaSaE appeared to be good 
reason for those in the industry 


to ask themselves questiong about’ 


the outlook. 

The industry has already 
moved into a hard-sell period, 
competition from American-built 
compacts has been stepped up 
and there have been outcroppings 
of “Buy American” sentiment in 
some areas. 

Then there was the show itself. 
Despite an official announcement 
by the show management that 
opening-weekend crowds exceeded 

last year’s by 14 percent, the show 
floor appeared to be far less crowd- 
ed this ger 


pers or es import in- 
in hashing over the 

appear to agree that sur- 
walt in anantes will be achieved 


(Continued on Page 4, Col. 1) 


ilds Big Ford 


spotlight among United States 
manufacturers. 

It was a record-breaking output 
by the compacts last week that 
helped the industry pull within a 
day’s distance of the two mile- 
stones. 

The industry built an estimated 
147,755 cars last week, of which the 
compacts collected a record 29.6 
percent on an alltime high of 43,760 
assemblies, A week earlier the com- 
pacts turned out 37,043 cars for 27.3 
percent of the 135,588 cars produced 
by the entire industry. 


NCLUDED in last week’s record 
compact output were alltime 

highs in weekly assemblies by Fal- 
con and Comet and near-record 
output by Rambler. 

Two milestones also were reached 
the previous week when, on Thurs- 
day, April 14, Falcon built its 250,- 
000th and Valiant its 100,000th car 
of the mode] run. 

Falcon, with an output of an 
estimated 12,270 cars last week, 
surpassed its former high of 11,- 
893 assemblies a week earlier, and 
for the first time in history out- 
stripped the standard Ford in 
weekly output. 

The standard Ford, with three 
of its plants down the entire week 
and its Atlanta plant idle Friday, 
turned out 11,850 cars last week, 
compared with 14,295 assemblies: a 
week earlier. 

Another make that again last 
week outproduced its big brother 
wag Comet. The Lincoln-Mercury 
compact turned. out a record 5,130 
cars last week, compared with the 
3,000 turned out by Mercury. The 
previous week it. was 4,273 for 
Comet and 1,945 for Mercury. 

- - * 
AMBLER turned out a near- 
record 11,300 cars last week. 
The previous week it assembled 
9,370 cars, 

Valiant, continuing to outpro- 
duce sister-make Plymouth al- 
most weekly, turned out an esti- 

(Continued on Page 45, Col, 3) 


portions, There was a sprinkling 
of “maybes.” 
* + * 

r IS conceivable, of course, that 

the boom will reach other show- 
rooms later. But, as a Missouri 
Buick-Opel dealer put it, “Lots of 
buyers just around the corner, but 
we never quite reach the corner.” 

According to sales figures re- 
ported to Automotive News by 
the surveyed dealers, the rate of 
growth so far in April has been 
at about the same pee as was 
noted for March’s gain over Feb- 
ruary. 

For these dealers; sales in the 
first 10 days of April ran 9.97 per- 
cent ahead of the corresponding 
period of March, although there 
was one less selling day in the 
April period. 

March, these dealers’ figures 
showed, was up 10.75 percent over 
the preceding month. 

Average sales in the opening 
Stanza of this month, however, 
were slightly below the second 
10-day period of March and more 
than 26 percent below the final 
March period (which had two ad- 
ditional selling days). 

* * * 
AT about the dealers who re- 
ported a boom? Their rate of 
gain for March over February was 
almost identical to the figure for 
the entire sampling: 10.95 percent. 

But in the first 10 days of 
April, sales were up a whopping 
36.76 percent—or a rate of growth 
nearly four times greater than 
that of the average reporting 
dealer. For these the first 
10 days of April also ran ahead 
of both the second and third 
10-day periods of March, 

Any boom, then, was definitely an 
April development, 

The no-boom dealers had a small- 
er improvement in March than did 
the average outlet—gaining 8.89 
percent. But in comparing’ the first 
10 days of April with the opening 


period of March, their sales actu- 
ally declined—by 5.81 percent. 

Their first 10-day period this 
month also ran well below the sec- 
ond and third 10-day periods of 
March. 

* * * 

Wwicx dealers are doing best? 

Of those reporting a boom, 60.9 
percent are General Motors dealers, 
with almost exactly half franchised 
for Chevrolet. Slightly less than 22 
percent are Ford Motor Co. dealers 
and the rest are about evenly di- 
vided between Chrysler Corp, and 
Rambler outlets. 

Dealers reporting “no boom” 
Were composed 47.5 percent GM 
dealers (of which one-third were 
Chevrolet outlets); 24.6. percent, 
Ford; 164 percent, Chrysler 
Corp., and slightly over 8 percent, 
Rambler. 

Geographically, dealers reporting 
a boom are centered in the Mid- 
west, Middle Atlantic states and 
Upper Midwest. (And these areas, 
of course, were those hardest hit by 
March storms.) Those who say 
there is no boom are from the 
South, New England, the Southwest 
and West Coast. 

* * + 

OLLOWING are some typical 

comments from dealers who 

said sales have not boomed: 

“Spring boom? Hell, no, Priced 
out of market.”—Texas (Buick). 

“Our weather has been very 
bad, up to and including Easter. 
We feel there is some business 
backed a but if and when we 
got. caine remains to be seen.”— 
owa (Chevrolet-Buick). 


“Poorest 15 days (first half of 
This Issue— 


In Two Sections: 
Section One 


April) this year on new cars.” — 
New Jersey (Oldsmobile-Jaguar). 


“Market steady but lookg like 
trouble in July to September unless 
factories adjust schedules.”— - 
land (Rambler). 

“The bottom.dropped out on the 
first of April.”—Minnesota (Ford), 

“It fell apart in March.”—Illinois 
(Plymouth - Valiant - Chrysler - Im- 
Pperial). 

> ” . 


“Aiacst a complete lack of in- 
terest in new cars in our com- 
munity, except in the hottest of the 
standard automobiles and in the 
hottest compact.”—Georgia (Buick- 
Opel-Studebaker). 


“Auto business is good bu 
sonal spurts seem less Ssimmneen 
than. in the past. The pattern is for 
all months to be quite steady.” — 
Connecticut (Pontiac). 

“No boom. Poor crops last fall 
plus bad weather and late spring.” 
— South Dakota (Chevrolet-Olds- 
mobile-Cadillac). 

“Business off first two weeks in 
April. Profits down, Competition 
keen.”—Florida (Chevrolet). 

“A boom? No. A very definite in- 
crease in new-car traffic ... an 
encouraging increase in new-car 
sales and delivery is a fact, but no 
boom.”—Ohio (Rambler). 

~ * * 
ST a normal, moderate up- 
turn.”—North Carolina (Cadil- 
lac-Oldsmobile). 

“So far there hag been no spring 
beom and I do not think there is 
going to be one, The compact car 
has been selling very well, but our 
regular line has been slow.”—Okla- 
homa (Ford), 

“New-car sales , . . have been 

(Continued on Page 41, Col, 2) 


Outlook for Dealer Legislation 


By William Ullman 
Washington Bureau Chief 
ASHINGTON.— After a brief 
Easter recess—and a day off 
for the opening ball game here— 
Congress knuckled down to work, 
still trying to wrap things up before 
the political conventions next sum- 
mer. 

First move of interest to car 
retailers was. action by a House- 
Senate Conference Committee on 
the Dealer Reserve Bill, H.R. 8684. 


This igs the measure which sets 
up alternate methods by which 
dealers can postpone tax payment 
on finance reserves. It. is backed 


Inside Automotive News... 


Engineering developments, Page 17: Dual-nickel 


plating; the rotary engine. 

Who stole the International? Page 35. 
Profits and proxies, Pages 2 and 4. 
Sales Testing the Comet, Page 26. 
Massachusetts wars on price ads, Page 3. 


by the National Automobile Dealers 
Assn. 
- + * 
| MOST essentials, the commit- 
tee. agreed to the version of the 
bill passed by the House. 

This would permit a dealer to 
refigure the tax that would have 
been due if he had properly re- 
ported his dealer reserve income 
on a year-to-year basis—ag ruled 
by the Supreme Court last summer 
—and to pay tax on it over a period 
of 10 years. 

The version of the bill passed by 
the Senate would have limited the 
payment period to five years. 

NADA Legislative Counsel 
Rowland Kirks called the agree- 
ment on the 10-year version “very 
satisfactory to our association 
and to dealers generally.” 

Approval by both House and Sen- 
ate of the conference. committee 
changes is expected to. be a rubber- 
stamp affair. 

The bill gives dealers the alterna- 
tive of changing to an accrual 
method of accounting, which means 
they would not have to report the 
reserves built up before 1954 for 
tax purposes. 

Income to be reported under this 
calculation could be spread over 


the year of the change and the two 
preceding taxable years for tax pur- 
poses. 
a + * + 
Na on the agenda, as far as 
dealers are concerned, may be 
the “area of responsibility,” or ter- 
ritory-security measure. There’s a 
good chance that the Senate Inter- 
state and Foreign Commerce Com- 
mittee will clear the bil] this week 
for Senate action. 


some of the language of the 
NADA “penalty” bill introduced 
by Senator Andrew Schoeppel, 
Kansas Republican. 

This fusion. hag given it the 

bright, slick appearance of a bi- 

measure, but underneath 
it ig still a “bonus” bill, aimed at 
rewarding dealers who sell in their 
own “areas,” rather than penalizing 
those who do not. 

Whether a busy Congress will act 
favorably on a measure opposed by 
both the Department of Justice and 
the Federal Trade Commission still 
is an ee 

While polls indicate that a major- 
(Continued on Page 4, Col, 3) 











Colbert Denies ‘Improper Interest’... 


Chrysler Bares Profit 
As Critic Hits Brass 


By Kenneth C. Kelley Jr. 
Staff Writer 


HIGHLAND PARK, Mich. — 
Chrysler Corp. President L. L. Col- 
bert came through what could have 
been a difficult annual meeting last 

k colors. 


the past, had announced his in- 
tention to carry on his fight 
against Chrysler management at 
last week’s meeting. 

Furthermore, it soon became ap- 
parent that many in the standing- 
room-only crowd at the meeting 
were willing to hear Dann out. 


Colbert stole a bit of Dann’s 
thunder just after calling the meet- 
ing to order. After greeting the 
stockholders, he gave them some 
good news: Chrysler was “definitely 
in the black in the first quarter.” 
He said the complete report on the 
quarter would be issued this week. 

Dann was soon on his feet with 
what turned out to be an hour- 
and-a-half talk against present 
Chrysler management, Colbert 
heard Dann out with no serious ef- 
fort to silence him. 


Colbert made only one direct 
reply to Dann’s speech. He denied 
that he, members of his family or 
other officers, to his knowledge, had 
any improper interest in any of 
Chrysler's suppliers at the present 
time. 

When it came to stockholder vot- 
ing, Dann did not do too well. The 


Almanac Reports 
Car-Truck Output 
e c 
Tops 180 Million 
DETROIT.—Total alltime car 
and truck production has just 
the 180 million mark, with 
a wholesale value of over $200 bil- 
lion, it is reported in the 1960 
Automotive News AutManac, which 
is Section Two of today’s issue. 
Of this total output, up to April 
25, 1960, cars represent 147,948,000 
and trucks 32,777,000, Still in use 


in the United States are over 70 mil- 
lion of these cars and trucks. 


The new Almanac also notes that 
1959 taxes on automotive vehicles 
rose to $9,328,000,000 compared with 
$8,566,814,000 the previous year. 

A new feature of the 1960 
Almanac is the reproduction, on one 
page, of representative models of- 
fered by U. S. makers this year. 
Also illustrated are models of 52 
ee makes being sold in the 
U. 8. 


The 1960 Almanac, the 24th edi- 
tion put out by Automotive News, 
contains the photos and biographies 
of over 1,200 top auto executives, 
plus a Who’s Who section listing 
products and personnel of more 
than 2,000 automotive firms. 


Nance, Krafve 
Get New Posts 


DETROIT.—Two former Ford 
Motor Co, officials last week were 
named to new executive posts, 

James J. Nance, former M-E-L 
general manager, was appointed 
president of Central National 
Bank, Cleveland. Before joining 
Ford in 1956 as marketing vice- 
president, Nance had been presi- 
dent of Studebaker-Packard Corp. 
He was president of Packard prior 
to the merger. 

Richard E, Krafve, former Edsel 
general manager, was elected pres- 
ident of Raytheon, He joined the 
firm a year ago. 





holdover directors were all re- 
elected with better than 7 million 
votes apiece. A Dann nominee for 
the board drew some 20,000 votes. 

Dann had proposed that Chrysler 
adopt cumulative voting, a tech- 
nical change which would permit 
a minority of stockholders a chance 
to pool their votes and win a voiee 
on the board. 

That proposal was turned down 
by holders of about 60 percent of 
Chrysler’s shares while 7 percent 
favored the plan. Dann had said 
that, if he got as many as 5 per- 
cent of the votes in favor of .his 
proposal, he would have made an 
average showing. 

Two days after the meeting, Dann 
charged that he had information 
that the vote on cumulative voting 
had been improperly counted. He 
asked the Securities and Exchange 
Commission to call for a recount to 
prevent “false reports” of the re- 
sults. 

The vote was roughly 663,000 
shares in favor of the Dann pro- 
posal and 5,264,000 votes against 
and Dann pointed out that he won 
better than 11 percent of the vote 
cast. He also charged that the votes 
of about one million shares were 
not reported at all. 

Dann said that his fight with 
Chrysler management would not 
end at last week’s meeting. He hint- 
ed that court action and even a 
proxy fight might be undertaken. 

Colbert, in his president’s report, 
repeated that the company showed 
a profit in the first quarter. He said 
that Chrysler’s market share in- 
creased from 14.4 percent in Janu- 
ary to 16.1 percent in March. 

He said the market in the 
months ahead would be charac- 
terized by: 1. A heavy emphasis 
by consumers on economy and 
value; 2. More competition than 
the auto industry has seen in 
the last 20 years or more; 3. A 
profit-margin squeeze for auto 
makers. 

Colbert confirmed that there will 
be a new compact car from the 
Dodge Division at the beginning 
of the 1961 model year. 

As an example of consumers’ 
shift to economy in their cars, 
Colbert said 41.5 percent of the 
company’s cars that were sold at 
retail in the first quarter had six- 
cylinder engines. In the first 
quarter of 1959, sixes accounted 
for 17.3 percent of sales. 

Colbert said the company will 
have another line producing six- 
cylinder engines within two months 
to meet the demand. 

Dann closed his remarks by pro- 
claiming himself “Chrysler’s gadfly, 
who will keep buzzing until Chrys- 
ler stock goes from 50 to 150.” 
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Toledo Dealers Launch Spring Sale— 


Toledo dealers launched their spring sale with the theme, “Put Spring in Your Drive 
with a New Car.” The Toledo Blade and Toledo Times published a special section to 
boost the campaign. More than 300 dealers and salesmen attended a breakfast meeting 
the morning of the campaign. Featured speakers included Edward F. Maher, Blade and 
Times general advertising manager, and Wendell D. Moore, Dodge advertising and 
sales promotion director. Among those at the speaker's table are, from left, a salesman; 
Arthur Seltzer (Dodge); Michael J. Damas, Mayor of Toledo; Maher; Moore, and Leonard 





Business Barometer 


Automotive News Economic Index — 


100.5 Percent of Last Week 
102.2 Percent of Like Week Last Year 


Auto Production ............... 135,588 101.7 99.6 
Truck Production ........... ses 25,592 92.3 96.8 
Auto Registrations—yYear to date.. 942,202 Ae ivf" 109.5 
Truck Registrations—year to date. 129,981 yi 101.0 
Steel Production—Tons ......... 2,225,000 92.1 83.7 
Lumber Production—Board feet... 260,035,000 102.0 105.2 
Paperboard Production—tTons.... 324,743 102.5 100.4 
Soft Ceal Output—tons ........ 8,315,000 110.8 102.4 
Oil Refinery Output—Boarrels ..... 51,006,000 101.4 122.6 
Electric ee ee hours.... | 13,263,000,000 98.3 105.2 
Barometer Freight Car Loadings 360,668 98.4 93.3 
Department Store Sales Index .. 153 107.0 117.7 
Stock Market Price Index....... 404.5 100.0 95.1 
U.S. Gevernment Spending 

—Fiscal year to date ............ $74,056,071,000 sean 99.9 
Commercial and Industrial Loans $30,893,000,000 99.6 ciel 
Savings Deposits ................ $30,448,000,000 100.1 100.4 
Used-Car Prices—Average........ $1,050 99.7 96.4 
Business Failures ................ 308 92.5 101.3 
Common Common 
Stocks April 20 April 13 1960 Range Stocks April 20 April 13 1960 Range 
AMC....... 27% 28 29-22% W666 44% 45%, 50%-43 
Chrysler... 513%, 52% 71%-50% Mack...... 41% 434%, 52%-39% 
Pord....... 69 72Ye 92%-68% as 6-40 &s 12% 14 244-124 
GM........ 45Ye 454, 557%4-43% White..... 51 52 67%, -50% 


(April 25, 1960) 


Gingrich (Dodge). 


Ford’s First-Quarter Profit 
Is Second Best in History 


DEARBORN.—Ford Motor Co. 
reported its second highest quar- 
terly profit in history for the first 
quarter of this year, with both 
profit and sales running well ahead 


Import Dealers 
Forming National 
Group in L. A. 


LOS ANGELES. — Imported-car 
retailers in Southern California are 
establishing a “National Imported 
Car Dealer’s Assn.,” with headquar- 
ters at 1347 N. Highland Ave., Los 
Angeles 38, Calif. 

Due to legal problems of organ- 
izing, men behind the movement 
requested anonymity, but a spokes- 
man told Automotive News: 

“We are trying, through associa- 
tion, to fill a need. There has not 
been any major group in the United 
States able to provide import deal- 
ers with information and other aids 
that will help them sell more cars.” 


According to members of the as- 
sociation, surveys made in major 
markets of the U. S. indicate a de- 
sire on the part of dealers for an 
import-car association that would 
keep them informed of sales trends, 
market conditions, legal matters 
and other management problems. 

They said a consensus favored a 
general association, not tied to fac- 
tories or distributors. 


























Percent of 
Percent of Like Week 
Last Week Last Year 





of the totals for the fourth and 
first quarters of last year. 

The profit pickup was made in 
the face of volume production of 
the supposedly less profitable 
compact cars. 

Ford’s profit for the quarter was 
$143.1 million, compared with $112.3 
million in the last quarter of last 
year and $134.8 million in the first 
quarter of 1959. The only quarter 
in which Ford made more money 
was the second quarter of last year 
when the profit was $151.1 million. 

Sales in the first quarter amount- 
ed to $1,527.1 million, up from the 
$1,365.7 million in the last quarter 
of last year and the $1,475.3 million 
in the first quarter of 1959. 

The company showed a 9.4-per- 
cent profit on sales in the first quar- 
ter. A year earlier, the profit mar- 
gin was 9.1 percent. 

When factory sales of cars to 
dealers are compared, sales of 
standard Fords were about 67,000 
less in the first quarter than they 
were in the like period of last 
year. However, sales of 142,000 
compacts gave the company an 
increase in car sales for the quar- 
ter. 

Total sales of cars and trucks to 
dealers amounted to 638,061 in the 
first quarter, compared to 560,920 
in the last quarter of last year and 
553,167 in the first quarter of 1959. 

Here’s a breakdown of factory 
sales by line in the first quarters of 
this year and last: (The standard 
Ford totals include Thunderbird.) 


1960 1959 
Standard Ford ....331,838 398,940 

PPI Siescteceosctrecscis WZE BBB scenes 

CNS acsserrainersccccens BVO. “deren 
Mercury ................... 53,542 44,046 
TEI © spe scossctepnesnsce 1,745 8,961 
TIE Soha thesssthaccceares 411 14,130 
Ford trucks .......... 102,198 87,090 
OCI an iascscsssocnices 061 553,167 





Auto Industry Lauded 


For Answer to Imports 


NEW YORK.—America’s most 
certain guarantee of meeting 
competition from abroad and sus- 
taining its own industries is the 
continuation of free enterprise, 
stated John J, Allen jr., Under- 
secretary of Commerce for Trans- 
portation, in his dedicatory re- 
marks at the opening of the 
International Automobile Show 
here. 

Allen illustrated his contention 
by pointing to the “magnificent 
way our own automobile industry 
is facing the challenge of foreign 
competition with its new models 
and new concepts of design and 
service.” He added that this will 
also “take care of the job of ex- 
tending our share in world mar- 
kets.” 








Allotment Suit 
Nears N. J. Trial 


Hearing May Speed 
Pontiac Dealer Clash 


By Maynard M. Gordon 
News Editor 
— wheels of justice are grind- 
ing a bit faster in two long- 
standing suits by dealers seeking 
damages for car-allotment cuts. 

In Trenton, N. J., Federal District 
Judge William F. Smith may act 
at a hearing today (April 25) to 
shorten pre-trial proceedings in the 
case of Sheldon Pontiac, Inc., of 
New Brunswick, N. J., against the 
Pontiac Dealers Assn. of Northern 

New Jersey and 18 Pontiac dealer 
members. 

In Detroit, a May pre-trial con- 
ference is scheduled before Chief 
Federal District Judge Theodore 
Levin in the suit of Mark Leach, 
Inc., former Lincoln-Mercury 
dealer, against Ford Motor Co. 


However, indications are that the 
Leach pre-trial will be delayed sev- 
eral months because deposition- 
taking in the antitrust case has not 
been completed. 

* * * 
SUMMER trial in the “New 
Jersey 18” case is a strong pos- 
sibility, according to attorneys for 
Sheldon Pontiac, who reported that 
nearly 900 pages of depositions 
have been taken, 

Today’s hearing will be concerned 
with defense objections to certain 
Sheldon interrogatories (questions 
put in writing). Disposition of this 
matter could hasten adjudication 
of the suit, which has been on the 
court docket since June 6, 1957. 


Defendants among the North- 
ern Jersey Pontiac dealers re- 
vealed to Automotive News that 
Sheldon Schiffman, president of 
Sheldon Pontiac, had recently 
turned down what was described 
as a “not insubstantial” settle- 
ment offer. 

Sheldon Pontiac has asked for 
$750,000 treble damages under the 
Sherman and Clayton antitrust 
laws. The good-faith law was not 
invoked, since the period covered 
by the suit begins in January, 1955, 
before the good-faith law took ef- 
fect. 

The 18 Pontiac dealer defendants 
are accused by Sheldon of having 
engaged in a conspiracy which re- 
sulted in reductions in the plain- 
tiff’s supply of new cars from the 
beginning of 1955 to the date of 
the filing of the complaint in June, 
1957. 

* * - 

HE “New Jersey 18,” the com- 

plaint states, threatened to sur- 
render their franchises in mid-1956 

unless Sheldon was restrained from 
selling in their zones of influence. 
The surrender threat, it is charged, 
was given General Motors in a 
(Continued on Page 41, Col, 4) 


Oklahoma Court 
Rules for Dealer 


In Warranty Case 


OKLAHOMA CITY.—The State 
Supreme Court has ruled in favor 
of Norton Buick, Inc., Oklahoma 
City, on a question of what con- 
stitutes a warranty on a new car. 

The Oklahoma Automobile Deal- 
ers Assn, believes it is the first time 
the new-car warranty question ever 
has been adjudicated by the high 
court of any state. 

The Oklahoma County District 
Court originally held in favor of 
the plaintiff, E. W. Tune, Inc., and 
rendered a judgment of $2,019.72 
against Norton Buick. 

In reversing the decision, the Su- 
preme Court ruled that the dealer- 
ship was obliged to carry out only 
the standard manufacturer’s and 
dealer’s warranties of replacing 
and repairing any defective parts 
for 90 days or 4,000 miles. 

The high court said: “Where a 
contract of sale is accompanied by 
a written warranty which stipu- 
lates the course to be pursued in 
the event the warranty fails, in the 
absence of some act constituting a 
waiver of such provision, both par- 
ties are bound by its terms and are 
entitled only to the relief contained 
in its provisions.” 
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Dealer Forum 


by Robert M. Finlay 





which lies in outer space, along 
with the attraction of rockets and 
missiles enchant the spirits of our 
young people. Since our ability to 
develop in this field at a greater 
pace than the East parallels our 
national security—this enchantment 
is more than just a “pie in the 
sky,” since great remunerations and 
rewards await those who can make 
real contributions to this newly dis- 
covered science. 


Although the Thor or Jupiter are 
not yet tritely referred to as house- 
hold words, they dominate our eve- 
ning papers, magazines and peri- 
odicals. Through the media of tele- 
vision, cartoons, and comics, they 
saturate the imagination of our 
very impressionable young people. 

Further evidence of the upsurge 
in popularity can be observed Mardi 
Gras Day in New Orleans. Not 
many years ago, cowboy and Indian 
costumes were very much in de- 



































































HERE are automobile salesmen 

and automobile salesmen. Many 
take pride in their work, build 
strong satisfying friendships with 
their customers, are paid well by 
their dealers and are respected by 
their wife and kids. 

But this isn’t the general pub- 
lic impression. Often you'll find 
auto salesmen selling ves 
short. Among the status seekers, 
they are nowhere, You'll find 
many a wife who is reluctant to 
admit that her husband sells cars. 

How come? Cy Murphy, an auto 
man in New Orleans, has pondered 
this problem and suggests that auto 
salesmen go courting the public. 
From here on out, Murphy has the 
floor: 

Would you like your son to be- 
come an automobile salesman? This 
question was asked at a recent sales 
managers’ conference conducted by 
a major automobile manufacturer. 
I was both disappointed and alarm- 
ed to see only three out of 14 an- 
swer in the affirmative. My first 
impulse was to illogically conclude 
that this stigma was peculiar to 
automobile selling alone. However, 
it seems to me, this lack of allure 
and romance permeates the entire 
field of selling—especially at the re- 
tail level. 


headware have pushed the frontiers 
even further westward, and domi- 
nate the scene, 

* ~ om 


No Personal Touch 


bares elimination of the personal 
touch by the “fast-buck boys,” 
“note packers,” and “hustlers,” had 
a tendency to discredit the good 
salesmen. The feeling that price 
alone would produce the volume 
necessary for profitable operation 
has demoralized and frustrated 
younger men in sales work. Men, 
who with the proper environment 
and guidance, could have been your 
sales leaders of tomorrow. 

I recall an incident told to me 
by a retail automobile salesman: 
He attempted to have a prospect 
who was about to spend $2,700 for 
a new car, submit to a demonstra- 
tion of his new model. 

“Look,” his prospect responded, 
“all I want is your price. I’ve been 
driving Chevrolets all my life. I 
know what they are. I like them, 
and I am going to buy a new one. 
Now, are you going to give me your 
best price?” 

This is another case of the 
cancer emanating from the “dis- 
count-house pitch,” common in 
most hard-goods retailing. 

Also, the very small percentage 
of unscrupulous salesmen who re- 
sort to manipulating notes and 
price packing, had its impact upon 
the good salesmen who chose hard 
prospecting and quality selling. 
Again, this discouraged the new 
men coming up in the business who 
interpreted such practices ag the 
rule, rather than the exception. 
They, dejected and bitter, desert 
the very lucrative field of selling. 

“My husband is manager of the 
ABC Store.” 

“My husband is manager of the 
ABC Food Palace.” 

“My husband is second vice-presi- 

dent of the Bank of New Orleans.” 

“My husband is a salesman for 
Hometown Auto Co.” 

How unofficious and unofficial 
“salesman” sounds at the Tuesday 
bridge table. However, chances are 


* * * 


Where Did Glamour Go? 


Bur why, why have the great “old 
drummers” of the past, and the 
dynamic salesmen of only yesterday 
—who have been credited with ex- 
panding our frontiers and by so 
doing, providing the much needed 
muscle for a young expanding 
American industry—lost their 
glamorous position? 

The reasons will generally fall 
into three major categories: 

1. The age of space and rock- 
etry. 

2. The advent of the “fast-buck 
artist.” 

38. The Tuesday bridge. 

The intrigue of the unknown 


Dealer Is Accused 
Of Arson Attempt 


MILWAUKEE. — Otto H. Zie- 
_barth, president and treasurer of 
Lovering-Ziebarth, Inc. (Studebak- 
er-Willys), has been accused of try- 
ing to hire a former salesman to 
burn down two dwellings owned by 
the dealer and which were insured 
for $31,000. 

Frank Valenti, the ex-salesman, 
told a friend, Detective Rudolph 
Cherney, about the proposal, and 
the latter hid in the trunk of Va- 
lenti’s car when he met later with 
Ziebarth to discuss the arson plot, 
police said. 

Cherney said Ziebarth told him 
that he had been in financial dif- 
ficulties and wanted to recoup his 
losses. Valenti said he was offered 
$3,500 to set fire to the houses. 
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Massachusetts Dealers Ask Ban... 


Price Ads Under Fire 





BOSTON.—Troubled by an over-|approved and authorized by the 


dose of blitz-type new-car advertis- 
ing, directors of the Massachusetts 
State Automobile Dealers Assn. 
have adopted a drastic resolution 
in an effort to clear the air. 

The resolution directs the Ad- 
vertising Ethics Committee of 
the National Automobile Dealers 
Assn, to urge car and truck mak- 
ers to forbid any mention of price 
ve terms in new-vehicle advertis- 
ng. 

It also asks the manufacturers 
to forbid their dealers to advertise 
new cars in newspaper classified 
sections and suggests that all new- 
vehicle ads “be confined to releases 


Community Auto Report— 


manufacturers.” 

Observers expressed doubt that 
the auto companies have the au- 
thority to enforce such requests, 
even if they wanted to. 

All factories have condemned 
false and misleading advertising, 
and dealer franchises contain 
warnings against these practices. 

But no franchise prohibits men- 
tion of price or terms, Nor does 
any franchise call for prior factory 
approval of dealer ads. A Detroit 
auto executive commented that the 
legality of such action by a manu- 
facturer would be “highly ques- 
tionable.” 

If adopted by the industry, the 








A community report on the automotive industry was the keynote of a half-hour radio 
piogram over station KYW, Cleveland, by Birkett Williams (Ford), second from left, 
president, National Automobile Dealers Assn., and Irv Rubin (Checker), left, a past 
president of the National Independent Automobile Dealers Assn. Heard on “Program 
PM," the two automotive leaders answered questions telephoned to the studio by 
audience listeners, The questions were screened by Sanford Markey, second from right, 
KYW news editor, and Carl Stern, right, Program PM host. 


Chevy Dealer 


Price Trial 


Set; Ford Sentences Due 


DETROIT.—Twenty-two Detroit- 
area Ford dealers and their trade 
association will be sentenced in 
Federal District Court tomorrow 
(April 26) on price-fixing charges, 
and 22 Chevrolet dealers and their 
line group will go to trial May 3 
on similar counts. 

The Chevrolet and Ford dealers 
are charged with conspiring to re- 
strict competition in violation of the 
Sherman Antitrust Act by adopting 
uniform retail prices and establish- 
ing a minimum gross profit of $225 
on new cars. Both cases date back 
to 1956. 

The Ford dealers pleaded nolo 
contendere (no contest) in Febru- 
ary before Federal Judge Ralph M. 
Freeman. Maximum fine is $50,000 
per dealer on each of the two counts 
involved, but the assessments prob- 
ably will be only a fraction of that 
figure. The Ford dealers were in- 
dicted May 15, 1959. 

The Chevrolet case will be heard 
by Federal Judge Thomas P. 
Thornton. It is estimated that the 
trial will last about three weeks. 
The dealers were indicted Jan. 23, 
1959. 

Similar price-fixing actions in the 
last 17 months resulted in fines of 


Rudd Heads Dealer Body 


In Suburbs of Frisco 


SAN FRANCISCO. — Robert 
Rudd, a Buick dealer, has taken 
office as president of the dealers 
association in the suburban Bur- 
lingame-San Mateo area. 

Gaston Periat jr., a Plymouth- 
DeSoto dealer, ig the vice-president 
and the new treasurer is Harold 
House, who handles imports. 


$264,750 against Ford Motor Co. 
and 42 Ford, Chevrolet and Olds- 
mobile dealers in Washington and 
eight trade groups in New York. 
All pleaded nolo contendere except 
the Washington Chevrolet dealers, 
who pleaded guilty, 

Only one case hag been tried to 
date. In San Francisco, a Plymouth 
dealer association is appealing a 
guilty verdict. Cases against Ford 
and Chevrolet dealer groups there 
are being held up pending the out- 
come of the appeal. 


Massachusetts resolution would just 
about put new-car dealers out of 
the advertising business. Asked if it 
didn’t seem like burning down the 
barn to roast the pig, William A. 
Plunkett, association executive vice- 
president, declared: 

“It’s a serious situation. If we 
have to burn down the barn to 
correct it, we'll do it.” 

He said the resolution had been 
mailed to the 738 members of the 
Massachusetts association and that 
he had received no complaints. 

Hugo L. Separini, MSADA presi- 
dent, said the misleading ads have 
been confined to the classified 
pages. 

He believes many of the problems 
might be solved if dealers could be 
persuaded to—or were forced to— 
stop advertising new cars in this 
section. He feels they wouldn’t pay 
the higher display-ad rate. 

Attending the meeting at which 
the resolution was approved was 
William H. Mitchell jr., chairman 
of the NADA Advertising Ethics 
Committee. 

Mitchell, a Chevrolet dealer in 
Waltham, Mass., told AvTomoTive 
News that some “frightful” ,auto 
ads have been appearing in the 
classified sections of Boston papers. 

He admitted that the Massachu- 
setts resolution is drastic, but he 
said he would be in favor of it if it 
is the only way to clean up the 
advertising situation. 

Mitchell said NADA has “tried 
desperately” for several years to 
correct ertising abuses but 
that about 15 percent of the deal- 
ers still are messing things up for 
the other 85 percent. 

As examples of unethical ads, he 
mentioned a Kansas Pontiac dealer 
who offered new cars for less than 
$2,400 and claimed that he had ar- 
ranged “a very special purchase 
from the factory.” 

“Tf it’s true,” Mitchell fumed, 
“the factory has violated the Robin- 
son-Patman section on price dis- 
crimination.” 

He also assailed a Maryland ad 
which offered “Brand new ’60 
Plymouths, $45 over cost.” 

In a roundhouse swing at mis- 
leading advertisers, he said: “Good 
dealers are tired of being dragged 
down to the level of the bums who 
have no goodwill, no repeat busi- 
ness and no service absorption. 

“We're tired of being forced to 
compete in such a manner that 
there is no profit in the new-car 
end of the business.” 

to huge discount of- 


up to the manufacturers to do the 
price cutting.” 

Mitchell said the Massachusetts 
resolution will be discussed May 
9-10 at a meeting in Boston of the 
Advertising Ethics Committee and 
NADA directors from Region One. 
He is NADA regional vice-president 
for that area, which consists of 
Maine, Vermont, New Hampshire, 
Massachusetts and Rhode Island. 


On the House... 


Return of the 





Wemhoff mum standards 


“Used-Car Evil” can be retarded, 


even prevented, by good sound new-car merchandis- 
ing (sensible terms, reasonable markups and fair 
appraisals), declares Jim Whitehurst, general man- 
ager of the Dallas dealer association. He recalls the 
used-car problems of the '20s and ’30s, sees the old 
threat to the industry's well-being nearer than it 
has been in 18 or 20 years .. . Ohio association has 
announced higher dues schedules, which now range 
from $18 to $36 per year... 

Big improvement in dealer ad copy has been 


noted since Cincinnati newspapers adopted mini- 


last January .. . Connecticut 


dealers will join in testimonials to Ed Pratt, who’s retiring aft 
27 years as administrator of state dealer licensing division . . 


Pittsburgh association has moved to new quarters in 


Continental 


Building ... Frank Edellen (Buick). has been elected a director 


of Miami c. of c.... 


Check credentials of those seeking information about your business, 


dealers are advised 


. . . Notes: Chicago dealers will golf May 23, 


Philadelphia dealers May 26; Syracuse dealers will stage outing June 
23-26 . . . Columbus association has decided that, instead of the as- 
sociation donating $500 each to police and firemen pension funds 
annually, these groups be asked to solicit individual dealers. 





—Prtre Wemuorr, Editor, 
Automotive News 








4 





AUTOMOTIVE NEWS, APRIL 25, 1960 


Crowds Trail Year Ago... 
Future of Imports 


Big Topic at Show 


(Continued from Page 1) 


a product that continues to fill a 


need in the United States. 


Said H. Gordon Munro, president 
of Rover, “The public reaction at 
the show confirmed our own pre- 
show confidence in the fact that 
there is strong public interest in 
the higher-specification luxury” 
motor car and specialized vehicles. 

Munro said more new dealers had 
been signed by Rover this year than 
last year. 

Views of the market, of course, 
are couched in terms of mechanical 
and styling improvements, new 
models and high quality. 

In private conversations, how- 
ever, there were additional dis- 
eussions of price. Some believe 
the time is ripe for imports to 
meet domestic cars head-on with 
reduced official prices. One medi- 
um-priced import reportedly has 
already applied a quiet $200 trim- 
ming to its sedans. 

Others say that prices to dealers 
should not be reduced, but that 
dealers must be encouraged to use 
“American methods” of merchan- 
disimg. Obviously, they were refer- 
ring to overallowances and other 
methods which result in reduced 
retail grosses. 

In view of persistent price talk, 
it seems inevitable that some im- 
ports are going to have lower tags 
before the end of this year. 

+” * * 


T= difficulty in signing new 
dealers and retaining old ones 
also came in for behind-the-scenes 
discussions at the show. 

Said Jan Soeten, president of 
DAF, “Dealers stand in line to sign 
up for a car that’s hard to get. 
When you tell them you can give 
them cars, they begin to have sec- 
ond thoughts about the franchise.” 

Fred Oppenheimer, president of 
Fadex Commercial Corp., import- 
er of BMW and NSU, said, “Sell- 

ing imports was once just a 
matter of advertising. Now it 
takes advertising, service follow- 
up and personal contact with the 
dealer just to stay alive. And 
none of us can compete with what 
Detroit does on dealer followup. 

“Any car that isn’t solidly in the 
market today will never make it 
in this upheaval which is taking 
place,” he said. It takes 10 to 15 
personal calls today to sign a 
dealer. 

“We are hurt by the fact that 
so many dealers are over-floor- 
planned on domestics. They don’t 
have the financing, the time or the 
facilities any more to handle an 
import like they did a year ago. 

Added another import executive, 
“If you think people are standing 


Chrysler Builds 
First of 360 
M-60 Army Tanks 


NEWARK, Del.—The first pro- 
duction model of the Army’s new 
main battle tank—the M-60—has 
been assembled at Chrysler Corp.’s 
Delaware defense plant less than 
19 months after award of the in- 
itial tank design and engineering 
contract. 

Courtney Johnson, assistant sec- 
retary of the Army for logistics 
and former Studebaker executive, 
accepted the medium tank for the 
Army in a ceremony which includ- 
ed other high ranking government, 
military and Chrysler officials. 

Designed and developed by 
Chrysler under the direction of the 
Ordnance Tank Automotive Com- 
mand, the M-60 was the first of 360 
to be assembled here. Chrysler also 
builds components for the tank in 
Detroit and Scranton, Pa. Chrys- 
ler’s Airtemp Division, Dayton, sup- 
plies fire-contro] equipment as well 
as other components. 

The M-60 is powered by a new 
750-horsepower Continental diesel 
engine, which Chrysler said pro- 
vides 40 percent more range and 
greater fuel economy than its pred- 
ecessor. The diesel fuel, not as vola- 
tile as standard gasoline, is less of 
a fire hazard in combat, the com- 
pany said, 





























in line with money in their hand 
to buy, you are wrong.” 

Alan F. Bethel, president of 
Standard-Triumph, noted that im- 
port dealers are competing with 
more than other auto dealers. He 
mentioned swimming pools, boats 
and trips abroad, and said that im- 
port dealers must compete harder 
than ever for the consumer’s dollar. 

+ * * 

—_ to predict this year’s vol- 

ume of import sales, the con- 
sensus of executives is “about the 
same as last year or a little better.” 
In 1959, import registrations touch- 
ed 609,539; some estimates range 
as high as 700,000 and some are 
near 500,000. 

Lord Rootes, chairman of Rootes 
Motors, credited the introduction of 
additional American compacts with 
stimulating interest in British cars 
and said that “British car sales, 
therefore, will not in the long run 
suffer.” 

Said Oppenheimer, “We will 
have an improvement in the im- 
port situation when people realize 


compacts are just smaller big 
cars. 


“There is a certain demand for 
basic transportation in this coun- 
try, no matter what Detroit does, 
and that demand will accelerate 
when disillusionment on the com- 
pacts sets in. 

“Detroit has merely shortened the 
dinosaur to prevent its extinction. 
But if used compacts are low in 
price this fall . . . well, I can’t fin- 
ish this sentence .. .” 

A plea for understanding of the 
imports’ position was voiced by 
Gunnar Engellau, managing di- 
rector of Volvo. 

“We have nothing to teach you 
people,” he said. “We will never 

have production so big that U. S. 
makers will say, ‘We must get rid 
of Volvo.’ We will never sacrifice 
quality for quantity. And we will 
always welcome American cars in 
our country.” 


* a o 
"TOWARD the end of the show, 
a dealer who had worked on the 
floor on two exhibits throughout 
the show told Automotive News: 

“When I blasted you for your 
story two weeks ago (an article 
stating that the imported-car busi- 
ness had reached the hard-sell 
stage), I guess I was wrong. 

“This is terrible. People are 
coming into the show, but there 
is no business. Not one (make 
deleted) dealer hag visited the 
stand, and last year there were 
1l on the first day. 

“Volvo is doing some business 
upstairs. Volkswagen is doing bus- 
iness, Comet is going like crazy and 
Corvair and Falcon are doing 
good.” 

Some other leading makes were 
“dead” at the show, he said. 

—Rosert M. Lignert 


Rootes at Auto Show— 


Lord Rootes, board chairman, Rootes 
Motors, Lid., and chairman of Britain's 
Dollar Export Council, was on duty at the 
Rootes stand when the International Auto 
Show opened in New York. Lord Rootes, 
standing, explains to Mrs. Murray Brau- 
man, Manhattan, why the Sunbeam Rapier 
is the car for her. Her husband checks 
driving controls. Lord Rootes said later that 
he wanted to find ovt “what mokes the 
American car buyer tick.” 








Its Aluminum V-8 Is in the Rear— 


The Czech-built Tatra is parked in the rear of the New York Coliseum on its way 
to an exhibit stand in the International Automobile Show. The Tatra is the only air- 
cooled, V-8, rear-aluminum-engined car in the world. It has a four-speed transmission, 
independent four-wheel suspension and steering with only 2% turns from lock to lock. 
The 155-cubic-inch engine delivers 95 horsepower with a modest 6.5:1 compression 
ratio. It utilizes overhead valves and dual carburetion. The engine compartment is 
tidily laid out and the commodious front luggage locker is supplemented by another 
compartment behind the rear seat. Hydraulic brakes have twin circuits. The car has a 
wheelbase of 108.2 inches and is 199.4 inches long. 


Reserve Tax Relief OK’d; 
Bonus-Bill Clearance Near 


(Continued from Page 1) 


ity of retailers want the measure 
passed, the majority may not be 
large enough to impress legislators 
in an election year. 


” ok +o 
THE House side, a carbon 
copy of the Monroney bill, of- 
fered by Rep. Oren Harris, Arkan- 
sas Democrat, still languishes before 
the Commerce Committee, and no 
action is expected until after the 
Senate makes a move. 

Here are some of the other bills 
that dealers will be watching dur- 
ing the next 12 weeks: 

Minimum Wage—The Kennedy- 
Roosevelt bill would boost the 
minimum wage to $1.25 an hour. 

Even more important to dealers, 
it would extend coverage of the 
Federal Wage and Hour law—in- 
cluding the minimum wage, 40-hour 
week, time-and-one-half and all the 
rest—to about 7.8 million workers 
not now covered. 

This would include many dealer 
employes, as well as those in allied 
automotive service trades. 


& * * 

HE Administration, which of- 

ficially favors extension of cov- 
erage to only 3 million additional 
workers and opposes a wage hike, 
has indicated that the Kennedy bill 
would be vetoed. 

But House Speaker Sam Ray- 
burn, of Texas, still a man to be 
reckoned with, indicated some 
weeks ago that he would work to 
push through some increase in 
the present dollar-an-hour mini- 
mum, 

There could be a compromise at 
$1.10 or $1.15 an hour, and Secre- 
tary of Labor James Mitchell has 
hinted that a small increase might 
not be unacceptable to the White 
House. 

NADA is opposed to any exten- 
sion of coverage, as well as any in- 


crease in the minimum. 
+ + 


* 

RUT H-I N-LENDING—the fi- 

nance disclosure bill, offered by 
Senator Paul Douglas, Illinois Dem- 
ocrat, may be undergoing surgery 
behind Senate Banking Subcommit- 
tee doors. 

So many witnesses — including 
NADA and the National Independ- 
ent Automobile Dealers Assn., have 
complained about the difficulty of 
translating auto finance contract 
charges into simple annual inter- 
est that the senator is understood 
to be considering changes in his 
measure. 

One possible change is a pro- 
posal to give the states a hand 
in enforcing truth-in-lending leg- 
islation—provided a state passes 
a version of the Douglas bill in 
its own legislature, 

Capitol observers think the bill 
might pass if it reaches the floor, 
since it is pro-consumer, and there 
are More consumers than car deal- 
erg and finance men. 

* 7 ” 
eAnwars, Congress faces a 
staggering pile of bills, includ- 
ing the major appropriations for 
running the government during 
fiscal 1960. 
Then, with civil rights out of 


the way, lawmakers will turn to 
such domestic issues as federal aid 
to education, health insurance for 
the aged, aid to depressed areas 
and the minimum wage. 

The foreign-aid debate also lies 
ahead, as well as the missile con- 
troversy, the interest ceiling on 
government bonds, the Cuban prob- 
lem and, last but not least, the 
annual farm bill. 

Under such a burden, and rac- 
ing against the deadline set by 
the conventions in July, it would 
be little wonder if Congress set 
aside many bills of interest to 
businessmen, At the same time, 
there is the chance that other 
bills will be rushed through to 
passage without a proper amount 
of debate. 

Such bills are S. 838 and S, 839, 
which would prohibit auto makers 
from engaging in the financing and 
insuring of the cars they sell. 

Observers believe that “liberals” 
will try to get at least one “busi- 
ness-control” bill passed. While sev- 
eral are pending, including the one 
requiring prior notification of cor- 
porate mergers, any one of them 
could make the grade in the rush 
to adjourn. 





Vehicle-Inspection Bill 
Advances in Mississippi 


JACKSON, Miss.—A bill call- 
ing for annual inspections of 
motor vehicles was passed by 
the Mississippi House of Repre- 
sentatives and sent to the Sen- 
ate. 

The measure originally had 
called for inspections every six 
months in private stations licens- 
ed by the state. Rejected was an 
amendment to include passenger 
buses and trucks inspected by the 
Interstate Commerce Commission 
under the state inspection law. 
The proposal calls for a $1.25 fee 
for each inspection. 








Prosperous Year 


For Auto Moguls 


GM, Ford, S-P Issue 
Proxy Statements 


—- year was a good one for 
executives of General Motors, 
Ford and Studebaker-Packard, 
proxy statements prepared for the 
companies’ annual meetings show. 

Many of the key executives re- 
ceived raises in 1959 and there 
was a general boost in bonuses. 

In addition, most of the key of- 
ficials received options for blocks 
of the common stock of their 
companies, 

The proxy statements indicate 
that the annual meetings of the 
three companies will be fairly rou- 
tine. sae 


General Motors 


DETROIT.—The General Motors 
proxy indicated that: in 1959 Chair- 
man Frederic G. Donner came 
within about $100,000 of equalling 
the best earning year turned in by 
Harlow H. Curtice as president of 
GM. 

Curtice’s best year before he 
retired in 1958 was 1955 when he 
earned $775,000. Donner’s total 
compensation last year was $670,- 
350. 

The Donner total and the total 
earnings figures for all of GM’s 
key executives is arrived at by a 
rather complex series of formulas. 

Donner’s total salary and fees for 
1959 was $201,350. His bonus pay- 
able in cash over five years, if earn- 
ed out, was $351,750. He also re- 
ceived a contingent credit of 
$117,250. 

While the contingent credit had 
a cash value of $117,250 on the day 
it was set up, the credit is set up 
in terms of stock which will be paid 
to him under certain conditions in 
five annual installments starting 10 
years after the setting up of the 
credit. 

Donner was given options on 
6,765 shares of GM stock on 
March 21 of this year. He can buy 
these shares at $45.44 a share at 
any time between 18 months after 
the option date and 10 years after 
the option date when the option 
expires. 

If he should fail to buy any of 
the option shares, all of the shares 
in the contingent credit would be 
paid to him. Purchase of option 
shares cuts the number to be paid 

after 1970. 

The compensation program is 
shrouded by these complications 
due to the complexity of the present 
tax code, Only the more important 
of the complications are mentioned 
above, 

GM pointed out that its execu- 
tives will lose a large share of their 
earnings to the tax collector. For 
instance, the company made a num- 
ber of assumptions and said that 
Donner would have take-home pay 
of $101,231 from his $201,350 in sal- 
ary and fees for 1959 plus the 
$70,350 of his 1959 cash bonus that 
was paid to him in 1959. 

Due to a number of uncertain- 
ties, the tax of future installments 
on the 1959 bonus, on install- 
ments of past bonuses that were 
paid to him in 1959 and the tax 

(Continued on Page 41, Col, 1) 





Buick's Dealer Council Meets— 


The 1960 National Buick Dealer Council held its annual meeting at Buick's home 
plant in Flint. The group, two dealers from each of Buick's six sales regions across the 
country, met with Buick executives and chose H. P. Lammerts jr., Niagara Falls, N. Y., 
as chairman, and W. R. Stephens jr., Minneapolis, secretary. The council includes, front 
row, from left, Edward Kammier jr., Elizabeth, N. J.; William H. Terry sr., Jacksonville, 
Fla.; J. V. Nance, El Paso, Tex.; J. T. Wessen, Los Angeles; Lammerts, and Clayton Stock- 
well, Janesville, Wis. Back row: James E. Fowler, Jackson, Miss.; Rex Garrison, Van- 
couver, Wash.; Stephens; Edward D. Rollert, Buick general manager; Harold Lang, 
Metuchen, N. J.; Edward C. Kennard, Buick, general sales manager; Curtice Norton, 
Tulsa; Thomas O. Jennings, Cincinnati, and John G. Davies, dealer relations general 


manager. 


— 
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NAAA AUTO AUCTIONS 








FURNISH THE 


EY TO PROFITS! 


ALL CHECKS AND TITLES GUARANTEED! 
@ All members of the NAAA are pledged to a strict Code of Ethics. 


®@ Membership is composed of experienced Auction Operators with financial respon- 


sibility, honor, and a successful operation. 


@ NAAA members are strategically located from coast to coast and from border to 


border. 


®@ Banks, Finance Companies: Repossessed Cars can be handled for you, with all details 
taken care of by your nearest NAAA member. This service saves you time, trouble, 





storage and expense . . . cars are refurbished and repaired at dealer cost .. . sold 
for cash at auction to the highest bidder. 


® Leasing Firms: Your units for liquidation can be quickly disposed of —for cash! 
Location of cars is no problem, refurbishing is at fleet cost, and no consignment is 
too large or too small. 


®@ New Car Dealer: Use NAAA service to adjust your used car inventory regularly or 
at regular intervals—these auctions are the answer to used car problems! 





ALABAMA 

Cofield’s Auto Auction 
Alabama State Fair Grounds 
Birmingham (Thursday) 
Dixie Auto Auction 

217 Gadsden Highway 
Birmingham (Monday) 
The Auto Auction 

Traffic Circle South 
Dothan (Wednesday) 


ARIZONA 

Phoenix Auto Auction 
2201 Westward Blvd. 
Phoenix (W ednesday) 


CALIFORNIA 

Los Angeles Auto Auction 
8001 E. Garvey 

So. San Gabriel (Tuesday) 
Sacramento Auto Auction 
4304 W. Capitol Ave. 

West Sacramento (Thursday) 


COLORADO 

Colorado Auto Auction 
4285 S. Santa Fe Dr. 
Littleton (Monday) 
Denver Auto Auction 
4595 S. Santa Fe Dr. 
Littleton (Friday) 


CONNECTICUT 

Southern Auto Sales 

Rt. 5 

Warehouse Point (Wednesday) 


FLORIDA 

St. Pete Auto Auction 

Pinelas County Airport 

St. Petersburg (Tuesday) 
West Palm Beach Auto Auction 
Palm Beach Fairgrounds 

West Palm Beach (Thursday) 


GEORGIA 

Columbus Auto Auction 
2603 Cusseta Rd. 
Columbus (Thursday) 
Dixie Auto Auction 


NAAA MEMBERS ARE ALWAYS DEPENDABLE ... ALWAYS AT YOUR SERVICE! 


1040 Brady Ave., N.W. 
Atlanta (Tuesday) 

Dixie Motors Auto Auction 
718 Angier Ave., N.E. 
Atlanta (Tuesday and Friday) 
Tom Hewitt Auto Auction 
U. S. Highway 41, South 
Valdosta (Friday) 

Macon Auto Auction 

2900 Broadway 

Macon (Wednesday) 

Middle Georgia Auto Auction 
4459 Broadway 

Macon (Wednesday) 


ILLINOIS 

Arena Auto Auction 

8486 S. Chicago Ave. 

Chicago (Tuesday) 

Greater Chicago Auto Auction 
7750 S. Cicero Ave. 

Chicago (Thursday) 

Hugh James Auto Auction 
2995 N. Jasper 

Decatur (Tuesday) 


INDIANA 

Dyer Auto Auction 

641 Joliet St. (Rt. 30) 

Dyer (Friday) 

Evansville Auto Auction 
2229 S. Kentucky Ave. 
Evansville (Thursday) 

Fort Wayne Speedway Auction 
220 W. California Rd. 

Fort Wayne (Tuesday) 
Indianapolis Auto Auction 
4300 West 10th St. 
Indianapolis (W ednesday) 
Ken Schaefer Auto Auction 
203 West Morris St. 
Indianapolis (Thursday) 
South Bend Auto Auction 
1208 E. McKinley Ave. 
Mishawaka (Wednesday) 


IOWA 


Central States Auto Auction 


211 S. Delaware 
Mason City (Wednesday) 


KENTUCKY 

Fred Brown's Auto Auction 
2240 Bridge St. 

Paducah (Tuesday) 


LOUISIANA 

Capitol Auto Auction 
4365 Florida Ave. 
Baton Rouge (Friday) 


MARYLAND 

Bel Air Auto Auction 
U. S. Highway 1 

Bel Air (Thursday) 


MASSACHUSETTS 
Concord Auto Auction 
Hosmer Street 

Acton (Tuesday and Friday) 


MICHIGAN 
Aptco Auto Auction 

19241 Dix-Toledo Highway 
Melvindale ( W ednesday) 
Flint Auto Auction 

3711 Western Rd. 

Flint (Wednesday) 

Motor City Auto Auction 
18310 Telegraph Rd. 
Detroit (Mo 


MISSISSIPPI 

Dixie Auto Auction 
Wilmington Street 
Jackson (Wednesday) 


MISSOURI 

Johnny Wood's Auto Auction 
6200 Independence Ave. 
Kansas City (Tuesday) 

166 Auto Auction 

U. S. Highway 166 
Springfield (Mon. & Thurs.) 
St. Louis Auto Auction Barn 
3807 Easton Ave. 

St. Louis (Friday) 


y and Thursday) 


NEW JERSEY 


Auto Auctions, Inc. 

East Rutherford (Tuesday) 

National Auto Dealers 
Exchange, Rt. 206 South 

Bordentown (W ednesday) 

Skyline Auto Auction 

Route 46 

Caldwell Township (Thurs.) 


NEW YORK 


Tim Anspach, Inc. 
1906 Central Ave. 
Albany (Monday) 
Banksville Auto Auction 
Bedford-Banksville Rd. 
Banksville (Tuesday) 
Syracuse Auto Auction 
La Fayette (Wednesday) 
ruway Auto Auction 
2224 Union Rd. 
Buffalo (Tuesday) 


NORTH CAROLINA 


E. M. Stafford, Inc. 
2615 Wilkinson Blvd. 
Charlotte (Wednesday) 


NORTH DAKOTA 


Tri State Auto Auction Co. 
3041 Front St. 
Fargo (Thursday) 


OHIO 

A-1 Auto Auction 

707 Waterloo Rd. 
Akron (Tuesday) 
Capital Auto Auction 
Ohio State Fairgrounds 
Columbus (Thursday) 
Dayton Dixie Auto Auction 
5345 North Dixie 
Dayton (Monday) 
Montpelier Auto Auction 
Route 28 

Montpelier (Monday) 


PENNSYLVANIA UTAH 

Butler Auto Auction Salt Lake Auto Auction 
Pillow Street 3403 S. State St. 

Butler (Wednesday) Salt Lake City (Thursday) 
Manheim Auto Auction 

Route 22 VIRGINIA 


Danville Auto Auction 


Manheim (Friday) 
Danville (Wednesday) 


Pennsylvania Auto Dealers 


Exchange Fredericksburg Auto Auction 
U. S. Route 111 U. S. ee 1, Alt. 
York § W ednesday) Fredericksburg (Wednesday) 
Harold Robinson Auto Auction Windsor Auto Auction 


6600 N. Broad St. 
Philadelphia (Tues. & Thurs.) 


SOUTH CAROLINA 
Batesburg Auto Auction 
Pine Street 

Batesburg (Wednesday) 
Bruce’s Auto Auction 
New Buncombe Rd. 
Greenville (Thursday) 
Rawl’s Auto Auction 
Leesville (Mon. & Tues.) 


TENNESSEE 
Chattanooga Auto Auction 
36th and Divine St. 
Chattanooga (Thursday) 
Cleveland Auto Auction 
Cleveland (Wednesday) 
Nashville Auto Auction 
1406 Lebanon Rd. 
Nashville (Wednesday) 
Powers Auto Auction Sales 
Bristol (Friday) 

Slaton Auto Auction 
Lenoir City (Mon. & Thurs.) 
Tri State Auto Auction 
Whitehaven (Thursday) 


TEXAS 

Amarillo Auto Auction 
3202 E. 10th St. 
Amarillo (Friday) 
Lubbock Auto Auction 
1122 E. 34th St. 
Lubbock (Thursday) 


U. S. Highway 460 
Windsor (Thursday) 
WASHINGTON 

South Seattle Auto Auction 


10844 E. Marginal Way 
Seattle (Wednesday) 


WISCONSIN 


Tri State Auto Auction 
Cuba City (Thursday) 
Wausau Auto Auction 
Highway 29 

Wausau (Monday) 









SEE THE NAAA MEMBER NEAREST YOU AT YOUR EARLIEST OPPORTUNITY 





NATIONAL AUTO AUCTION ASSOCIATION 


Executive Office: 
803 SO. COLUMBIA ST., 
FRANKFORT, INDIANA 





6 


AUTOMOTIVE NEWS, APRIL 25, 1960 








Ford, Plymouth Dealers Si 





First Dayton Shops Unionized 


By Frank Gawronski 
Staff Writer 
ce Dayton new-car dealers 
have signed labor contracts with 
the International Assn. of Ma- 
chinists, marking a milestone in 
automotive circles in the area. 

The contracts, covering shop em- 
Ployes, are said to be 
the first in Day- 
ton and surrounding 
Montgomery County. 
One pact ended a 
three-week strike, 

the other provided the union with 
its first union-shop contract. 

The strike at T. D. & P. A. Pef- 
fley, Inc. (Ford), ended when 34 
members of Machinists Lodge 225 
voted to accept a one-year agree- 
ment. 

According to Robert A. Raines, 
IAM special representative, union 
members have jacked up their 
rates and won substantial non- 
wage gains in their contract with 
Peffiey. 

Flat rate mechanics and body 
men now get 50 percent of the 
customers labor rate. They former- 
ly collected 45 percent of this rate. 
Rates for other hourly and salaried 
employes have gone up 10 cents an 
hour. 

According to Raines, other em- 
ploye benefits include time and a 
half for work beyond eight hours 
in a day or 44 hours in a week, A 
49-hour straight time work week 
had prevailed. 

The dealership also will provide 
paid vacations up to two weeks 
after three years on the job, six 
paid holidays, automatic leave of 
absence up to six months for ill- 
ness or injury, uniforms, and five- 
minute washup periods. 

Although the Peffley contract has 
an open-shop clause, it calls for 
maintenance of union membership. 

* ” + 


Hart Agrees to Union Shop 


AYTON’S first union-shop con- 

tract was signed by Hart 
Plymouth, according to Benjamin 
P. Hart, dealership president, and 
Thomas A. Gallagher, IAM repre- 
sentative. 

The Hart contract calls for an 
increase in basic salaries of cer- 
tain employe classifications, ac- 
cording to the union. 

The union won bargaining rights 
at the two dealerships and Cantrell 
& Guy, Inc, (Chrysler), last Octo- 


ber. The elections, conducted by the 


Tells About His Satisfaction re 


National Labor Relations Board, 
were results of the union’s cam- 
paign to organize service employes 
in the Dayton area. Contract talks 
are under way at Cantrell & Guy. 

In other dealer-labor news, W. 
Gerard Ryan, NLRB trial examin- 
er, has recommended that Burke 
Oldsmobile, Inc,, New York, with- 
draw and withhold all -recognition 
from Teamsters Local 868 as repre- 
sentative of any of its employes, 
unless and until certified by the 
board. 

Ryan also recommended that the 
dealership “reimburse employes and 
former employes for monies illeg- 
ally exacted from them; cease in- 
terfering with, restraining or coerc- 
ing employes in their rights to 
engage in or refrain from concert- 
ed activities; and post compliance 
notices for 60 days.” 

* - * 


Unions Lose in South 
YAN made his recommendations 
following a hearing on charges 
filed by United Auto Workers 
Local 259. 

In Long Beach, Calif. the 
NLRB has ordered an election 
among service and maintenance 
employes at Freeman A. McKen- 
zie, Inc, (Ford), The employes 
will vote for or against the reten- 
tion of the joint petitioners, 
Teamsters Local 88, Machinists 
District Lodge 94, and Local 1798, 
Painters, Decorators, Paperhang- 
ers, AFL-CIO. 

In Brooklyn, UAW Local 259 has 
been certified as bargaining agent 

for a unit of service employes at 
Kinney Motors, Inc. (Chevrolet). 
The employes voted 18-to-8 for 
union representation in an election 
conducted by the NLRB. 

In Covington, Va., Machinists 
Lodge 697 failed to win recognition 
at Covington Motor Co., Inc. 
(Ford), when service employes 
voted 15-to-4 against the union, The 
election was supervised by the 
NLRB. 

In Mobile, Ala., the United Mine 
Workers District 50 was defeated 
in NLRB elections at two dealer- 
ships involving service and main- 
tenance employes. 

The union lost 18-to-14 at Joe 
Bullard Oldsmobile, Inc., and 33-to-6 
at Trail Cadillac-Pontiac, Inc, 

- * * 


Unions File Reports 


ARANCIAL reports filed in com- 
pliance with the new labor- 


Customer Turns Salesman 





By James Montagnes 
Staff Correspondent 

TORONTO. — George Gorrie, To- 
ronto machinist, sold 50 Studebaker 
Larks in four days for Lark dealers 
in this area, and had many more 
prospects lined up, 

Gorrie’s face, life size, met 
Toronto Daily Star readers in a 
three-quarter-page advertisement. 
He told them in the first person 
what he, as a machinist of al- 
most 50 years’ experience, 
thought of the Lark and asked 
readers to phone him at his 
home. 

Two-days later, 14 one-column 
pictures of Gorrie with a similar 
message appeared in the Daily Star, 
each message giving his home tele- 
phone number, and the name of a 
Lark dealer. 

The advertising campaign was 
developed by George Alsop of Tan- 
dy-Richards Advertising Agency, 
and may be used in other Canadian 
centers. 

Alsop obtained names of Toronto 
district purchasers of 1960 Larks 
from the dealers, He then tele- 
phoned these people from the 
standpoint of making a survey, He 
found reasons why they had pur- 
chased the Lark over other com- 
pact cars. 

He found that Gorrie, in addi- 
tion to giving him numerous rea- 
sons, also said he had recom- 
mended the car to other men at 
the factory where he worked. 
Gorrie offered to tell anyone his 
reasons for purchasing the Lark. 

Arrangements were made to have 
a secretary at his home in the day- 


time while Gorrie was at work and 
take the names and phone numbers 
of anyone inquiring in response to 
the advertisements, 

In the first four days, 150 tele- 
phone calls were received from the 
advertisements in the one news- 
paper. Gorrie spoke to each one, 
answered all questions and gave 
his opinions, 

He would not take any pay- 
ment for this, preferring to be 
able to tell inquirers that his 
were unbiased opinions based on 
his own experience, that he was 
not paid for telling the phone 
callers about the Lark. 

A survey of dealers at the end of 
the week in which the ads appeared 
showed a long list of prospects and 

50 cars sold. 


Late Report... 


management reporting law list as- 
sets of the Teamsters Union at 
$38,418,263; the United Auto Work- 


ers, $30,373,190, and the Internation- \ 


al Union of Operating Engineers, 
$19,336,569. 

The Teamsters report listed in- 
vestments in government secur- 
ities totalling approximately $7.4 
million, and real estate holdings 
valued at $5 million, 

The UAW report said $13.7 mil- 
lion of its money is in government 
securities, and $5.6 million in bank 
deposits. It listed real-estate hold- 
ings at around $8.5 million, and in- 
vestments in mortgages aggregat- 
ing $913,046. 

The UAW report mentioned its 
“international strike fund” as to- 
talling $20.3 million. 

A strike at General Motors’ Fish- 
er Body plant in Kansas City en- 
tered its fourth week as negotia- 
tions continued over a dispute 
involving work loads. 

* * + 


Fisher Strikers Backed 


E strike has idled 2,200 Fisher 
workers and another 1,000 at 
the nearby Chevrolet-Corvair as- 


sembly plant. The strikers are|| 


members of UAW Local 93, 


At issue is a union request that 
Fisher put another 138 men on 
the job to handle current sched- 
ules, Fisher has offered to hire 
119 workers, 

Meanwhile, maximum support of 
the strike was voted unanimously 
last week by the UAW subcouncil 
for all 18 isher plants in the 
United States. 

Seventy union representatives 
met in Kansas City and pledged 
to help the local strike by “every 
legitimate means at their com- 


mand.” 
* ae a 


UAW Blames Imports 


For Canadian Layoffs 

OSHAWA, Ont.—Auto workers 
who drive to work in foreign cars 
may be doing themselves out of 
their jobs, Malcolm Smith, presi- 
dent of the Oshawa local of the 
United Auto Workers, warned. 

Smith decried the sight of 
“hundreds of foreign cars” park- 
ed in the lots at the General 
Motors plant here. 

“The people who have to depend 
on the Canadian car industry don’t 
seem to realize that when they buy 
foreign cars—even if they do pay 
less for them—they’re doing them- 
selves out of work that should be 
done in Canada,” he said. 

The recently introduced North 
American compact cars have done 
little to reduce the numbers of im- 
ported automobiles, he said. 

“They’re competing with their 
bigger brothers,” he said, “not with 
the foreign cars.” 

The Oshawa local voted to re- 
quest the Federal] Government to 
increase the statutory Canadian la- 
bor content of cars from 60 to 75 
percent after this year. 

This action followed reports 
that Houdaille Industries, Ltd, 
would have to lay off close to 100 
workers next year when Chrysler 
Corp. of Canada imports United 
States-made bumpers, instead of 
using Cana dian-manufactured 
bumpers. 

The local also passed a resolution 
asking the government to force 
manufacturers who transfer opera- 
tions to other locations either to 
move its employes, too, or give sub- 
stantial severance pay on a sen- 
iority basis. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


last week declined $3 to $1,050, 


index. 


according to Automotive News’ 


The index declined despite gains by a majority of models, A big 
loss of $72 on ’60s and a smaller setback of $4 on ’54s were re- 


sponsible. 


The price of ’55s remained unchanged and all other models 
moved upward, with gains amounting to $25 on '59s, $17 on 57s, $7 


on ’53s, $6 on ’56s and $4 on ’58s. 


At a group of representative auctions last week, the sales ratio 
was 70.1 percent, compared with 75.7 percent a week earlier. 


Auction reports begin on Page 34. 





Ford Parts & Service Councils 





First Service Managers Group— 


The Ford Dealers Service Managers Council met with Ford Division officials in Dear- 
born recently to discuss service problems encountered in the field and how to solve 
them, The group, said to be the first elected service-managers council in the auto 
industry, also discussed ways to increase service penetration and service profits, and 
how to gain customer loyalty to dealerships and the products, Two representatives 


were elected for. each Ford region. 


Parts Managers Convene— 


A three-day meeting of the National Ford Dealer Parts Sales Manager Council was 
held to review with division management formal recommendations advanced by the 
council and discuss various plans and programs for the balance of the year. Delegates 
are, front row, from left, William Brewer, Jacksonville, Fla.; F. L. Carnahan, Hagerstown, 
Md.; Frank Elliott, Evansville, Ind.; Mike Gappa, Colorado Springs; Vernon Bates, 
Phoenix; E. C. Culpepper, DeVan Motor Co., Mobile, Ala., and R. B. Thomas, Fred 


Janes, Inc., Oklahoma City (chairman). Back row: Owen A. Cartwright, 





Cartwright 


Sales and Service, Inc., Troy, N. Y., representative, National Dealer Council; George 


Sandell, 


Minar Co., Minneapolis; Howard Thompson, Archer Motor Co., 


Rochester, 


N. Y.; Arnold Wehler, Rowden Sales, Grand Rapids, Mich.; A. Weymouth, Ernie Majer, 


Inc., Spokane; J. R. Lagoski, 
Sales, Joliet, Ill., 


Rudy Fick, Inc., Kansas City; D. W. Lucas, Joliet Motor 
and A. J. Lecesne, Griggs Motor Sales, East Orange, N. J. 


Competitive Facts of Life 
Tackled by Volvo’s Chief 


By William Carroll 
West Coast Editor 

NEW YORK.—Volvo, often men- 
tioned as an import likely to be 
engulfed by the flood of Detroit- 
built compacts, “is going to remain 
in the United States for a long 
time to come,” AvtTomotTive News 
was told by Gunnar Engellau, man- 
aging director of Aktiebolaget 
Volvo. 

Engellau, visiting New York’s 
International Automobile Show, 
was on hand for the unveiling of 
Volvo’s new P-1800 coupe, The new 
model enters production in Septem- 
ber, in England, with first units 
expected in the United States by 
October, 1960, East Coast poe price 
has been announced as $3,800. 

Annual production of 7,000 units, 
in the English factory of Jensen 
Motors, will be under direction of 
Volvo engineers, Between 5,000 and 
5,500 P-1800s are scheduled into 
the U. S. in 1961, with slightly over 
4,000 split between East and West 
Coast distributors. Base price in- 
cludes over-drive and four-speed 
transmission, 

“Why have Volvo sales fallen 
in the past months?” Automotive 
News asked Engellau. 

“The reason, of course,” replied 
Volvo’s managing director, “is that 
competition is harder. American 
compacts have proved to be damn 
good cars from a technical stand- 
point. I’ve been selling for a long 
time, and I know it’s easy for sales- 
men to relax when there’s snow on 
the ground (competition). 

“But there’s no season for car 


selling. I think we’ve been (too) 
quick to accept excuses. Our goals 
are modest, and I’m convinced we'll 
sell the 22,000 cars we expect to sell 
this year. From a technical point of 
view we have a car with high resale 
value, that has not been restyled 
away from good taste. 

“As long as drivers in the 
United States want something 
better than a mass produced car, 
we'll have a place on this mar- 
ket. We are selling a long-lived 
transportation package.” 

Next question: “Dealers consider 
Volvo’s prices too high in the face 
of competition. Do you expect to 
cut prices?” 

“I’m always reminding my people, 
and this is important to me, we 
have a product that should be sold 
on the basis of its quality and 

(Continued on Page 46, Col, 1) 





Season’s First Shipload 


Of Cars Reaches Buffalo 


BUFFALO.—The annual move- 
ment of new autos down the 
Great Lakes to Buffalo is under 
way and the season looks like a 
fairly promising one, according 
to shipping interests. 


The steamer T, J. McCarthy, of 
McCarthy Steamship Co., broke 
through the ice field outside Buf- 
falo Harbor with 499 new cars. 
Another McCarthy vessel, the 
George H. Ingalls, is also carry- 
ing autos. 


















ONE MORE | 
REASON WHY. 
IT PAYS TO BE 
A RAMBLER | 
DEALER... 








Rambler Dealers 
Sell The 
| Recognized 
eden ee | Economy King! 


Proved again in the 1960 Mobilgas 
Economy Run! A Rambler American Cus- 
tom with automatic transmission swept 
to first place with most miles per gallon 
nd to top all other compacts . . . 


.eeAND RAMBLER DEALERS ALSO SELL 
AMERICA’S LOWEST-PRICED CARS! 


@ Rambler American 2-Door Deluxe Sedan, $117.00 less than the next 
lowest-priced car in America. 


@ Rambler American 2-Door Super Station Wagon, $205.00 less than 
lowest-priced station wagon offered by the 5 major U.S. manufacturers. 


@ Rambler Dealers Sell America's Widest Choice of Compacts—33 models, 


including 17 station wagons! 


(All comparisons based on manufacturers’ suggested delivered prices at 
factory. State and local taxes and optional equipment extra.) 


NO WONDER RAMBLER SALES 
ARE BREAKING ALL 
RECORDS WITH 37% INCREASE 


(1st Quarter 1960 vs. 1st Quarter 1959) 


MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


We Have the Proved Product for the 
Exploding Compact Car Market... 
YOU Have the Opportunity! 


Rambler Franchises Also Available in Canada and Impertant Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


“4 
! 
| 
| 
| 
! 
! 
1 
| 
Dear Sir: Will you please provide me with more complete informa- ; 
tion about the Rambler franchise. | understand that | am under no | 
obligation and my inquiry will be held in the strictest confidence. | 
NAME | 
ADDRESS. 
| 

! 

as 
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You Must Be a ‘Joiner’ to Build Sales, Says Pendarvis.. . 





Promoting the Small-Town Deal 


By Robert H, Brown | 
Staff Correspondent 
EDGEFIELD, S. C.—What’s the 
best way for a small-town dealer 
to promote his business when there 
is no daily newspaper or radio sta- 
tion to carry his advertising mes- 
es? 

J. M. Pendarvis, owner of Pen- 

darvis Chevrolet Co. (Chevrolet- 

Oldsmobile), has some definite 


ideas on the subject since he’s in 


this boat. 

“Any dealer just getting started 
should keep his company’s name in 
front of the public,” he said. “In a 
small town the best way to do it is 


to attend all or as many public 
meetings as possible, belong to as 
many clubs as possible, take part 
in local campaigns and work with 
young people. 

“He should make any effort to 
meet the people of the town,” he 
said 


Pendarvis has attracted nation- 
wide attention through his efforts 
to organize a crusade by small deal- 
ers against territory security. 

Personal contacts are the 
small-town dealer’s bread and 
butter, he claims. 

“A dealer should attend as many 
local meetings as possible in order 





With Smog-Control Device... 





Cincinnati Experiments 


CINCINNATI.—Cincinnati igs ex- 
perimenting with a device designed 
to eliminate exhaust gases from 
the auto crankcase. 

The device is attached to the 
crankcase breather pipe. Instead 
of being forced from the crank- 
case, the gases are circulated 
through a metal tubing back to 
the air intake on the manifold 
and into the engine, where they 
are burned, 

An ordinance proposed by Coun- 
cilman Charles P. Taft requires all 
new autos sold here next year to 
have the device, 

Taft originally wanted the de- 
vices on all cars—new and old. He 
changed it to new cars after learn- 
ing it would cost more than $30 to 

install the device on older autos, 
compared with $10 to $15 on new 
autos at the factory. 

The device which the city pur- 
chased cost $11 wholesale. How- 
ever, Thomas Frey, assistant su- 


Engineering Society of Cincinnati. 

Initial costs of the program 
would be $18,500, including $12,000 
for instruments, officials reported. 
It would cost about $6,500 annually 
to operate. 

Tests would determine presence 
of sulphur dioxide and auto exhaust 
gases which cause smog, city offi- 
cials said. 


N. Y. Motor Vehicles Unit 


Gets Department Status 


ALBANY.—Gov. Nelson A. Rock- 
efeller has signed legislation mak- 
ing the Motor Vehicles Bureau of 
the Tax Department a separate de- 
partment. 

The measure implemented a con- 
stitutional amendment approved by 
voters last November, The new de- 
partment will begin operations next 
Jan, 1, and will be headed by Wil- 
liam S. Hults, present motor ve- 
hicles commissioner. 


to meet ag many of the local citi- 
zens as possible,” he added. 

“Personal contacts can only bring 
the customers in for the first time, 
however,” he continued. “Subse- 
quent calls depend on what hap- 
pens in the shop on this first visit. 

“Therefore, a service department 
should have adequate equipment in 
order to convince the customer he 
doesn’t need to go to a big city shop 
for adequate work.” 

“The shop must have men who 
are as well-trained as those in the 
big city and it must be conducted 
in such a manner that no man will 
hesitate to send his wife in with 
the family car,” Pendarvis said. 

“The service department should 
be clean and orderly at all times 
and there should be no profanity,” 
he added. 

Signs help the shop sell the pub- 
lic on service quality, Pendarvis 
said, and let the customer knew 
just what the dealer has to offer. 

“You have to convince the public 
you have as good a shop as the 
next fellow,” he said. “To do this 
a dealer also should have adequate 
equipment and, more important, let 
the public know just what you 
have. This is where the signs can 
help.” 

Pendarvis practices what he 
preaches so well that the Augus- 
ta (Ga.) Chronicle honored him 
for his civic contributions by 
naming him Citizen of the Year. 
Edgefield is on the South Caro- 
lina-Georgia border. 

Edgefield, a town of a few thou- 
sand residents, has no daily news- 
paper. But it does have a weekly 
which Pendarvis uses regularly to 
advertise his cars and service. 

He said he attends meetings of 
the Chamber of Commerce and 
luncheon clubs as often ag possible, 
pitches in when there is a local 
drive, and is a leader in Boy Scout 
work. 





Signs of a Good Shop— 











Plenty of signs telling the customer just what is offered is a big help to the small- 
town dealer, according to J. M. Pendarvis, Chevrolet-Cadillac retailer in Edgefield, S. C., 
a community of only a few thousand. Signs and a neat shop go a long way in building 















customer confidence, he says. 


Easter Cuts Knoxville Gate; 
Stars Fail to Attract 


By John E, Walsh 
Staff Writer 


ere apparently is too tough 


a competitor for an auto show. 
Only 10,000 turned out for the. four- 
day Knoxville (Tenn.) show which 
had been expected to draw 40,000. 

“The conflict with Easter is the 
only reason We can see why we 
didn’t have a bigger attendance,” 


said Sam Beaty (Chevrolet), chair- 


man, The show was sponsored by 
the Knoxville Automotive Trade 


Assn. 

“Naturally, the dealers were 
disappointed, but most of them 
reported that the people who did 
show up displayed a great deal 
of enthusiasm,” he added. 


Beaty also said the attendance 
might have been hurt by last 











bition in Vancouver, B, C. The 
event was sponsored by the Lions 
Club. 

* * * 


USSIA, which exhibited one car 

a@ year ago, cancelled out after 
indicating it would send five mod- 
els to this year’s show, a Lions 
spokesman said. The Datsun Blue- 
bird was a newcomer to the 1960 
lineup. 

Huntington (W. Va.) dealers 
were pleased with the results of 
their first outdoor show on the 
Sears, Roebuck parking lot. Previ- 
ous shows were held in the Hunt- 
ington Field House. 

“Not only was it less expensive 
this year, but there was a lot more 
room on the parking lot,” said 
Dutch Miller, secretary of the spon- 
soring Huntington Auto Dealers 
Assn. 


perintendent of the city garage and 
inspection lane, said it took two 
mechanics eight hours to install 
the device. 


Miami Dealers Planning 


month’s heavy snowfalls, which 
forced closing of schools, 
“Students had to make up the 
lost time during the usual Easter 
vacation, so a lot of people prob- 






B-W, Subsidiary 





The smog devices are being de- 
veloped by several firms, Cincinnati 
Officials said, 

Several firms also have de- 
veloped devices for the tailpipe 
which are at the “marketable, 
usable stage,” said Charles Gru- 
ber, Cincinnati air pollution con- | 
trol and heating engineer. 

Meanwhile, a proposal that Cin- 
cinnati adopt an air-monitoring 
program for pollution has been re- 
ferred to the council’s Public Wel- 
fare Committee. 

The program has been recom- 
mended by the Academy of Medi- 
cine, the City Manager’s Commit- 
tee on Automotive Exhaust, and 
the Civic Affairs Committee of the 





Buffalo Banquet Set 
BUFFALO.—The Buffalo Auto- 
mobile Dealers Assn. will hold its 
annual banquet May 9. 





P-D-V Cites Marshall— 


A Chrysler Corp. dealer for 25 years, 
Claude Marshall, right, of Marshall's 
Garage, Inc. (Plymouth-DeSoto-Valiant), 
Ravena, N. Y., receives a Quality Dealer 
Award from D. J. Pearson, P-D-V Syracuse 
regional manager. Marshall was cited for 
outstanding achievement in dealership 
administration, service, performance, team- 
work and facilities. 


United Drive for Sales 


DETROIT.—A giant sales promo- 
tion similar to the “Auto Buy Now” 
campaign of 1958 has been sched- 
uled for May 13-31 by the Miami 
Auto Dealers Assn. 

“This year the association plans 
to promote the drive on a much 
larger scale,” said Burt Kahn, 
MADA president. 

“The event will be kicked off 
with 50-page tabloid sections in 
three local newspapers, and there 
will be spot radio announcements 
to be followed up by individual 
advertising throughout the 
drive,” he said. 

“All of this will be supplemented 
by factory advertising which or- 
dinarily would have been sched- 
uled as auto-show copy,” Kahn 
added. ‘The association did not 
sponsor a show this year. 

Meanwhile, reports continued to 


‘come in from dealers participating 


in National New-Car Dealer Week, 


sales promotion instituted by the) | 


Bureau of Advertising. 

The official promotion period was 
March 28-April 9, but dealers in a 
number of communities decided to 
hold their campaigns at a later 
date. 

In LaPorte, Ind., dealers ex- 
pressed satisfaction with the re- 
sponse to an outdoor auto show 
which opened New-Car Dealer 


Frear Heads Up 


Rochester Assn. 


ROCHESTER, N. Y.—Arthur C. 
Frear has been elected president of 
the Rochester Automobile Dealers’ 
Assn,, succeeding Edward Miller. 

Reelected were Jack L. Kessler, 
vice-president; Edward Schoen, 
29th consecutive term as secretary, 
and Edward J. Horton, 28th consec- 
utive term ag treasurer. 





Week. Both new and used-car 
sales spurted during the drive, 
dealers said. 

Twenty-three of the 38 new-car 
dealers in Ohio’s Franklin County 
(Columbus) took part in the two- 
week promotion. The Columbus 
Dispatch and Citizen-Journal co- 
operated in the event, and their 
circulation trucks carried signs 
calling attention to “Columbus 
New Car Dealer Weeks.” 

More than 200 salesmen attended 
a breakfast rally which preceded 
the start of the campaign. The 
speaker was W. Heartsill Wilson, 
assistant general sales manager of 
Plymouth-DeSoto-Valiant. 

In New Castle, Pa. Bryan Mo- 
tors Co, (Dodge-Plymouth) opened 
a new building in connection with 
the promotion, The original build- 
pee was destroyed by fire last win- 
er. 






ably postponed shopping trips until 
the weekend,” 
opened on Holy Thursday and 
closed Easter Sunday. 
Of * * 
_ hosvasee was the biggest 
and most elaborate show in the 
city’s history, and featured such 
top entertainers as Bob Crosby and 
the Jimmy Dorsey orchestra, Cros- 
by was master of ceremonies at a 
stage show presented three times 
daily. 

A parade of antique cars and ’60 
models was held prior to the open- 
ing of the show, at which 92 ve- 
hicles were on display, Last year’s 
show was held on the Sears, Roe- 
buck parking lot. 

In Oroville, Calif., nine dealers 
exhibited both domestic and im- 
ported cars at the third annual 
show sponsored by the Oroville 
Automobile Dealers Assn, on a 
supermarket parking lot. 

More than 100 vehicles were on 
display at the second imported-car 


show at the Pacific National, Exhi- 





Declers Honor Retiring Directors— 


Three former presidents who are retiring as directors of the Indianapolis Automobile 
Dealers Assn. have been honored by the association for their work in the automotive 
group, Receiving association plaques, from left, are B. T. Gates (Plymouth-Valiant), 
Homer Archer (Ford) and James Strickland (Mercury-Comet). William A. Grawemeyer 
(Rambler), right, association president, made the presentation. 





he said. The show 


Deny FTC Charge 


Of Price Favors 


WASHINGTON. — Borg-Warner 
Corp., and its wholly owned sub- 
sidiary, Borg-Warner Service Parts 
Co., have filed separate answers 
denying Federal Trade Commission 
charges of discriminating in price 
in the sale of automotive replace- 
ment parts. 

Each concern contends that any 
price differentials reflect only due 
allowance for different selling and 
delivery costs, and do not lessen 
competition because they “were not 
and are not applicable to purchas- 
ers who are in competition with 
each other.” 

As an example of the alleged 
price discriminations, the FTC cited 
trade discounts allowed Southern 
California Jobbers, Inc. (SJI), Los 
Angeles. 

Borg-Warner Corp. said it “spe- 
cifically denies that it sells auto- 
motive replacement parts” to SJI 
although it admits its sales of such 
parts “total annually in excess of 
one million dollars.” 


Dodge Council 
Meets May 2-4 


DETROIT.—The annual spring 
meeting of the National Committee 
of the Dodge Dealer Advisory Con- 
ference, representing 3,000 dealers 
throughout the country, will be held 
May 2-4 at White Sulphur Springs, 
W. Va. 

Louis J. Ouellette, Dodge director 
of dealer relations, said car and 
truck sales and merchandising pro- 
grams would be the main topics 
of discussion. 

“The Dodge Dart has already 
proven to be the automotive suc- 
cess story of 1960,” Ouellette said, 
“and the 24 members of the Na- 
tional Committee will have ag their 
principal objective the planning 
and recommendation of sales cam- 
paigns for the balance of the year.” 

John H. Lander, Atlanta, is chair- 
man, and Frank Collord, Waterloo, 
Ia., is vice-chairman. 





BIGGER PAYLOAD WITH BENDIX HYDROVAC* POWER BRAKES 


Vacuum power braking helps the trucker to bigger 
payloads and more profit. Bendix Hydrovac, un- 
challenged leader in the field, weighs less, permitting 
increased payloads of up to several hundred pounds. 


PRICE—Hydrovac Power Brakes cost less to buy, less 
to maintain; do not rob power from the engine. 


Get this continuing dividend when you order or 
specify truck equipment. Whether you build, buy, 
sell or operate trucks, you’ll find it pays to ask for 
Bendix Hydrovac. *REG. U. S. PAT. OFF. 
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PROTECTION—Built-in standby safety ... manual 
braking available in case of power failure. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix f¢rsicn South Bend, inp. 











Taxes Cost 


AUTOMOTIVE WASHINGTON 


More Than Food Now 





Americans 


By William Ullman 
Washington Bureau Chief 
T is the No. 1 expenditure for Americans these days? 
If you answered food, take a zero. Ditto for housing 
and transportation. The correct reply is taxes. 


Paul S. Willis, president of 


the Grocery Manufacturers 
of America, reports that in 1929, 
the nation’s food bill was $19.5 bil- 
lion; the tax bill 
was only $10.5 
billion. 

But in 1959, he 
says, the total 
federal, state, and 
local tax tab was 
over $124 billion, 
including “social 
insurance contri- 
butions.” The 
food tab, which 
most Americans 
think stil] ranks 





William Uliman 
in the number one spot, ran a poor 


second—a mere $73 billion. 
* + * 


U. S. Wants More 


this news may make tax- 

payers wince, it doesn’t bother 
Uncle Sam a bit. The only thing 
that worries the Internal Revenue 
Service is that it isn’t getting 
enough dough. Major target for 
1960 will be so-called “business ex- 


reporting 
have just been issued— 

retroactive to Jan. 1. 
specify that companies 
report the unt 
key employes— 


corporations, expense allow- 
ances must be reported for the 25 
officers who draw the most pay. If 
total compensation does not exceed 
$10,000, such officers are excluded, 
however. 

Partnership returns must report 
expenses for the 25 partners who 
draw the most in salary, expenses, 
and profits. Again, those making 
less than $10,000 per year are ex- 
cluded. 

In the case of proprietorships— 
and this rule will hit a lot of new- 
car dealers—the owner must report 
himself and his five most highly 
paid employes. The $10,000 cutoff 
applies here, too. 

There also will be some new 
questions on business returns, de- 
signed to help IRS spot “income” 
that may be written off as “ex- 
pense” by unwary taxpayers. There 
will be queries about vacation sites, 
lodges, and such maintained by 
companies for the use of their em- 
ployes, IRS will look into unusual 
“vacations” and attendance at 
“business meetings and conven- 
tions.” 

The rules mean that dealers and 
key employes will have to keep de- 
tailed expense records this year— 
and be prepared to defend every 
outlay claimed as a business ex- 


pense. 
* * * 


As Proxmire Sees It 


PEAKING of tax deductions, 
Senator William Proxmire, Wis- 
consin Democrat, has mentioned 
them as a point in favor of passing 
the Douglas “truth-in-lending” bill. 
The measure would force lenders to 
describe terms of installment sales 
contracts in terms of simple annual 
interest. 

“One of the many benefits 
which will flow from (the bill),” 
the senator said, “is that people 
will know what interest they are 
paying and can take legitimate 
deductions for their income tax.” 

” ca * 


Big Wage-Bill Fight Due 


T LOOKS now as if the battle 
over minimum-wage legislation 


Double Meaning 


COLE CAMP, Mo.—The only auto 
dealer here is W-K Garage (Chev- 
rolet), owned by Walt V. D. Wey- 
muth. So what does “W-K” stand 
for? “Well Known Service,” the 
company’s trademark for 26 years. 





this year will be long, serious and 
bitter. There is not only violent dis- 
agreement in Congress over what 
should be done, but there is even a 
difference of opinion within the 
President’s own Cabinet. 

The labor-backed — intro- 
duced in the Senate by John F. 
Hennedy, Massachusetts Dem o- 
crat, and in the House by Rep. 
James Roosevelt, California Dem- 
ocrat, would raise the minimum 
from $1 to $1.25 an hour, and 
would extend coverage to about 
7.8.million additional workers, 






would veto the $1.25 minimum, He 
did think coverage should be ex- 
tended, however, although the 
Roosevelt bill would put about 
three times as many additional em- 
ployes under the law as the Admin- 
istration has recommended, 

Secretary of Labor James P. 
Mitchell wag set to testify later, but 
he had stated earlier that “a mod- 
est increase” in the $1 minimum 
“would be in order.” This was 
taken by some to indicate that the 
President would sign a bill calling 
for a minimum of $1.10 an hour. 
But Mueller left the impression 
that the Administration wanted no 
increase at all. 

The National Automobile Dealers 
Assn., which is scheduled to testify 
on the House bill sometime in May, 
is adamantly opposed to extending 
minimum-wage coverage to any 
more car dealers, Passage of the 
Kennedy-Roosevelt bill would bring 
practically all auto retailers under 
the federal wage-hour law. 

* * * 


More Enterprise Urged 
“WORE enterprise rather than 
more laws” is the way to solve 
the nation’s transportation difficul- 
ties, according to John J. Allen jr., 


In House hearings, Secretary of| undersecretary of commerce for 
Commerce Frederick H, Mueller| transportation. 


stated flatly that the President 


In a recent address, Allen said 
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enterprise in the transportation 
business.” 


He added that the “best way of 
serving the automobile is, first, the 
limited-access freeway, and, second, 
a wise conservation of existing 
highways and modes of transport.” 

cs 


* * 


Pa. Dealer Eyes Congress 


ASHINGTON political observ- 
ers will have their eyes on a 


Pennsylvania new-car dealer to-| : 


morrow (April 26) as he attempts 
to keep the state’s 17th Congres- 
sional District in the Republican 
camp. 

He is Herman T, Schneebeli, a 
Buick dealer and oil distributor 
in Williamsport, who is cam- 
paigning for the Congressional 
seat vacated by the death last 
November of Rep. Alvin Ray 
Bush. 

Schneebeli is opposed by Dean R. 
Fisher, a Democratic attorney, who 
is fighting hard to win what would 
be the first Democratic victory in 
that district in 42 years. 

Democrats would interpret a win 
in the 17th as a sign of bigger 
party gains next fall. 


VW Adds Another Deal— 


Lending a hand with the lubrication 
equipment are, from left, Dr. C. H. Hahn, 
vice-president, Volkswagen of America, 
Inc., and Arthur Stanton, president, World- 
Wide Automobiles Corp., on the occasion 
of the opening of Siegfried Motors (Volks- 
wagen), Englewood Cliffs, N. J. Siegfried 
Motors is one of a series of new dealer 
openings that is part of the Volkswagen 
expansion program in the United States, 
according to Dr. Hahn. The building cov- 
ers approximately 14,000 square feet and 
stands on 2.2 acres of land. 
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STRAN-STYLE I 


four custom styles by Harley Earl 
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STRAN-STYLE Ill 


an original concept in commercial 


¥ 





Harley Earl Associates, noted industrial designers, have created four 


graceful, horizon-hugging buildings which enhance any commercial 
or industrial operation... colorfully, functionally blending Stran-Satin 
color-coated steel, glass and architectural porcelain panels around 
the efficient spaciousness of column-free interiors. 


But the most exciting aspect of Stran-Style lies in its totally new 
concept, unprecedented in the steel building field. Each Stran-Style 
building is completely pre-designed, pre-engineered, factory pro- 
duced—ready for erection on your lot immediately. Only Stran-Style 
buildings combine the finest of contemporary design with cost-lowering 
mass production economy. Select Stran-Style |, II, Ill or IV for your 
business ... you get a modern structure of unrivaled beauty PLUS 


extensive savings in time of erection, in maintenance, in total cost. 


Recently retired as General Motors Vice-President 


in charge of Styling, Harley Earl has been a leading 
influence in design for nearly 40 years. Latest achieve- 
ment of his firm: the new Stran-Style buildings. 


After you select your Stran-Style building, colors and size, you deal 
with only one source for the complete project. Your Stran-Style 
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Sales Conditions in Various Areas... 





Auto Market Reports 


New Orleans 

New-car sales in New Orleans 
in March totalled 2,483 for the best 
single month since July, 1959, when 
registrations reached 2,559, The 
comparison to March was 2,148 in 
February and 2,017 for the cor- 
responding period of last year. 

Truck sales amounted to 273 in 
March, compared with 274 in the 
previous month and 303 for the like 
period of last year. 

New-car registrations by makes 
were: Chevrolet, 694; Ford, 361; 
Falcon, 182; Pontiac, 177; Ram- 
bler, 127; Oldsmobile, 110; Dodge, 
109; Renault, 86; Volkswagen, 84; 
Buick, 79; Corvair, 75; Plymouth, 
61; Valiant, 54; Mercury, 38; 
Studebaker, 34; Cadillac, 33; 
Comet, 31, and Vauxhall, 14, 

Fiat, 13; Peugeot, 13; Chrysler, 
13; Taunus, 11; Metropolitan, 11; 
Morris, 6; DeSoto, 7; English Ford, 
7; Lincoln, 6; Simca, 5; Mercedes- 
Benz, 5; Austin, 4; Borgward, 4; 
MG, 4; Hillman, 3; Toyopet, 3; Tri- 


umph, 3; Imperial, 3; Volvo, 2; Jag- 
uar, 2, and miscellaneous, 2. 

Truck sales by makeg were: 
Ford, 96; Chevrolet, 91; Interna- 
tional, 33; GMC, 21; Volkswagen, 
11; White, 6; Diamond T, 5; Willys, 
5; Dodge, 4; English Ford, 4, and 
Mack, 1, 

—Gorpon HEBERT 
+ * * 
Miami 

Official new-car registrations for 
Dade County (Miami) in the first 
quarter show the total up to 14,411 
from the 13,713 recorded a year ago, 
a gain of about 5 percent. 

However, domestic cars were up 
15.2 percent, from 10,649 to 12,265, 
and imports declined 30 percent, 
from 3,064 a year ago to 2,146 in 
the first three months of 1960. 

For March alone, total registra- 
tions were 4,130, a decline of 10.5 
percent from February’s 4,612. Do- 
mestics were down 10.2 percent, 
from 3,879 to 3,484 and imports 


were off 11.9 percent, from 733 to 
646. 


By makes, March registrations 
were: Chevrolet, 928; Ford, 494; 
Falcon, 268; English Ford, 226; 
Oldsmobile, 213; Buick, 197; Cor- 
vair, 195; Rambler, 182; Pontiac, 
181; Valiant, 164; Dodge, 151; 
Cadillac, 145; Volkswagen, 137; 
Plymouth, 119; Studebaker, 83; 
Mercury, 67; Renault, 45; Opel, 
40; Chrysler, 35, and Austin, 25. 
Comet, 24; Fiat, 23; Lincoln, 20; 

MG, 17; Simca, 16; Hillman, 14; 
Peugeot, 13; Metropolitan, 12; Mor- 
ris, 11; Imperial, 9; Triumph, 8; De- 
Soto, 7; Sunbeam, 7; Borgward, 6; 
Singer, 6; Volvo, 6; Taunus, 5; 
Citroen, 4; Toyopet, 4; Mercedes- 
Benz, 3; BMW, 2; Datsun, 2; Go- 
liath, 2; Jaguar, 2; Porsche, 2; Saab, 
2; Vauxhall, 2; Vespa, 2, and mis- 
cellaneous, 6. 

The 352 new-truck registrations 
in January were shared as follows: 
Chevrolet, 115; Ford, 115; Interna- 
tional, 33; GMC, 29; Volkswagen, 





Washington Group Eyes 


Tax Revenue in Idaho 


PULLMAN, Wash.—A citizens 
group wants auto dealers and 
other firms in Idaho to collect 
the Washington sales tax on 
items they sell to Washington 
residents. The group has asked 
Washington officials to institute a 
test case. 

“Each year the tax load gets 
heavier, and for every dollar that 
is spent out of the state, it means 
just that much tax lost,” said a 
spokesman for the group. 





21; English Ford, 10; Mack, 6; 
Willys, 6; White, 5; Dodge, 4; 
Studebaker, 3; Diamond T, 2, and 
miscellaneous, 3. 
—Trescotr Goopg 

” * * 


Toledo 

March new-car sales soared to 
2,151 in Toledo and Lucas County 
from the 1,556 recorded a month 
earlier. The total was a bare two 
units under the previous high for 
the month, set in 1956, 

By makes, registrations were: 
Chevrolet, 593; Ford, 315; Falcon, 
150; Dodge, 149; Oldsmobile, 124; 
Pontiac, 122; Rambler, 103; Corvair, 





pre-engineered steel buildings! 


STRAN-STYLE Il 


...Dbuilt by Stran-Steel 





STRAN-STYLE Iv 


and industrial buildings 


building—manufactured and warranted by Stran-Steel 
Corporation, a division of National Steel Corporation—is 
sold, erected, even financed by local dealers who offer 
a five-year purchase plan requiring as little as 25% down. 


An infinite variety of color combinations can be yours. 
Choose from nine sparkling Stran-Satin colors—multi- 





STRAN-STEEL 


Clip coupon and mail to STRAN-STEEL CORPORATION, DEPT. AN-8, DETROIT 29, MICHIGAN 











layer, protective coatings of vinyl-aluminum or vinyl-base 
color baked on zinc-coated steel—and a wide range of 
colors in architectural porcelain. 


For more information, mail the coupon or call the Stran- 
Steel dealer near you. He’s listed in the Yellow Pages 
under Steel Buildings or Buildings—Steel. 


Please send complete litera- Name Title 
ture on Stran-Style Build- 
* ings in Stran-Satin Color. Company Phone 
I’m interested in a building 
approximately__.___ft. Address. County 
by ft. to be 
used for City Zone_____ State 


IS A DIVISION OF NATIONAL STEEL CORPORATION 


84; Buick, 83; Valiant, 69; Plym- 
outh, 65; Mercury, 60; Studebaker, 
40; Cadillac, 39; Volkswagen, 37; 
Chrysler, 25; Renault, 21; DeSoto, 
12; English Ford, 9; Fiat, 7; Simca, 
7; Imperial, 6; Lincoln, 4; Willys, 4, 
and miscellaneous, 23, 

New-truck sales numbered 155 in 
March, compared with 115 a month 


earlier, 
om . 


af 
Milwaukee 

Imported-car sales in Milwaukee 
totalled 162 in February, compared 
with 127 a month earlier and 154 in 
the corresponding 1959 month. 

Only Volkswagen and Renault, 
however, were able to account for 
more than 10 units. 

By makes, registrations were: 
Volkswagen, 74; Renault, 16; Opel, 
10; Triumph, 10; Fiat, 8; Peugeot, 
8; English Ford, 7; Austin-Healey, 
4; Morris, 4; Volvo, 4; Bo 
2; Hillman, 2; Mercedes-Benz, 2; 
MG, 2; Saab, 2, and miscellane- 


ous, 7. 
—Joun E. Husen 
* * 


Indianapolis 
March saw new-car registrations 
zoom in Indianapolis and Marion 


County, rising to 3,866 from 1,961 
a month earlier. 


Domestics rose from 1,808 to 3,633 
and imports were up from 153 to 
233. 


By makes, March registrations 
were: Chevrolet, 928; Ford, 608; 
Pontiac, 322; Oldsmobile, 257; 
Dodge, 208; Falcon, 195; Plym- 
outh, 160; Buick, 153; Rambler, 
145; Corvair, 118; Mercury, 115; 
Valiant, 114; Cadillac, 110; Volks- 
wagen, 100; Studebaker, 84; 
Chrysler, 36; Comet, 27; Renault, ~ 
16; DeSoto, 13, and Vespa, 13. 
English Ford, 12; Lincoln, 12; 
Opel, 12; Imperial, 10; Mercedes- 
Benz, 8; Metropolitan, 8; MG, 8; 
Triumph, 8; Austin-Healey, 7; 
Simca, 6; Willys, 6; Hillman, 5; 
Morris, 5; Jaguar, 4; Alfa Romeo, 
3; Citroen, 3; Edsel, 3; Fiat, 3; Peu- 

geot, 3; Volvo, 3; Lancia, 2; NSU, 
2; Porsche, 2; Saab, 2; Vauxhall, 
2; Checker, 1, and miscellaneous, 4. 

New-truck registrations number- 
ed 381, compared with 229 the pre- 

vious month, 

By makes, they were: Ford, 147; 
Chevrolet, 106; International, 48; 
GMC, 26; Dodge, 20; Volkswagen, 
13; White, 7; Reo, 4; Willys, 3; 
Studebaker, 2; Diamond T, 1; Eng- 
lish Ford, 1, and miscellaneous, 3. 

—C, L. Kern 
* * + 
Louisville 

Despite foul weather in March, 
there were 1,780 new cars register- 
ed in Louisville and Jefferson 
County, compared with 1,736 a 
month earlier. 

The first-quarter total was 4,565, 
compared with 3,693 a year ago, 

By makes, March registrations 
were: Ford, 482; Chevrolet, 456; 
Rambler, 140; Mercury, 103; Pon- 
tiac, 100; Oldsmobile, 90; Dodge, 
81; Plymouth, 68; Buick, 60; Val- 
ian 


; Renaul 

1% Metropolitan, 10; Chrysler, 9; 
Checker, 8; DeSoto, 6; English 
Ford, 5; MG, 5; Opel, 5; Austin- 
Healey, 4; Simca, 4; Imperial, 2; 
Fiat, 2; Morris, 2; Triumph, 2; 
Vauxhall, 2; Lincoln, 2; Edsel, 1; 
Willys, 1, and miscellaneous, 6. 

New-truck registrations number- 
ed 233, compared with 244 a month 
earlier, The three-month count was 
684, compared with 572 in the 1959 
period. 

March truck registrations were: 
Ford, 88; Chevrolet, 67; Interna- 
tional, 42; GMC, ep _ Volkswagen, 
8; White, 5; Dodge, 2; Studebaker, 
1, and miscellaneous, e 


. WILLIAMS 
* oy ae 


Birmingham, Ala. 
New-car registrations in Bir- 
mingham, Ala., in March totalled 
2,317, nearly double the 1,158 re- 
corded a month earlier. 


By makes, sales were: Chevrolet, 
765; Ford, 326; Pontiac, 167; Fal- 
con, 166; Oldsmobile, 121; Buick, 
114; Rambler, 97; Dodge, 90; Plym- 
outh, 68; Volkswagen, 54; Mercury, 
51; Cadillac, 46; Studebaker, 40; 
Corvair, 36; Valiant, 33; Chrysler, 
30; DeSoto, 9; Renault, 9; Opel, 8; 
English Ford, 7; Lincoln, 6; Austin- 
Healey, 5; Triumph, 5; Imperial, 4; 
MG, 4; Morris, 4; Hillman, 3, and 
miscellaneous, 13. 
—Srvuart Rippie 
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FOOD FOR THOUGHT: 


Why should more than 50% of 


new-car dealers compete for 
less than 25% of the market? 


Today, the continuing and growing swing of new-car buyers 
to lower priced cars leaves little doubt that a major change 
is taking place in the basic structure of the current Amer- 
ican automotive market. 


This change is especially significant for dealers working 
under a single-line medium-priced sales agreement. A few 
reflective moments spent in weighing the number of 
medium-priced makes on the market against the steadily 
declining market penetration are enough to give any per- 
ceptive dealer cause for concern about his future. 


Unless his market coverage is broadened, his product align- 
ment revitalized, he faces the grim prospect of being caught 
in a perpetual and profitless squeeze between a steadily de- 
clining sales potential and steadily increasing competition 
from other medium-price dealers. 


At the Dodge Division of Chrysler Corporation, forward- 
looking management recognized the problem this posed 
for Dodge Dealers, and did something about it. Acting 
swiftly and decisively to turn this market change into a 
sales advantage, they developed and introduced the low- 
priced Dodge Dart. 


The results were immediate and rewarding. Today, backed 
by the broadest single-line coverage in the industry, Dodge 
Dealers are successfully staking their claim to a sizable 
portion of the low-price field. Already Dodge has captured 
third place in many key markets and is adding new ones 
every week. 


This awareness and sensitivity of Dodge management to 
dealer problems, their decisiveness in solving these prob- 


lems with bold aggressive countermeasures are two of the 
reasons why Dodge Dealers are enthusiastic about the 
present, confident about their future. 


Working under the liberal terms of the Dodge Market- 
Programmed Sales Agreement, Dodge Dealers know that 
as the market changes they will be supplied new and 
highly salable products so that they can continue to con- 
vert these changes into profitable sales opportunities. 


Choice Openings Avaliable Now! 


The growing success of the low-priced Dodge Dart has 
made it apparent that additional Dodge Dealers are 
needed to utilize the full market potential available. Cur- 
rently, openings are available that include a good selec- 
tion of market locations and dealership sizes. If you are 
interested in expanding into the low-price field, it will pay 
you to investigate this unusual opportunity. For full details 
in complete confidence, write: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 


Attention General Managers and Sales Managers 


If you have the necessary background, the Dodge Dealer 
Enterprise Program will provide the assistance you need 
to get started on your own. The program provides 75% of 
the capital required, plus valuable help in hiring and 
training salesmen, locating facilities, setting up your serv- 
ice operation, etc. For full details, send your inquiry to 
John B. Naughton. 


In 1960 the big deal is 1) () 





DODGE DART ¢ LUXURIOUS '60 DODGE « DODGE TRUCKS 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 
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Coming 
Events 


% Enrror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 

ae ‘MICH. — a Ps Oh appear in boldface type the first 
res Cal la. Addre ITNEW, Aaa, »| time they are used. 


oe ee eee ed 
Dealer Conventions 


isi gy cena — tors, ss mea Cite. 

9 ° mobile Dealers sn. isbury Clu 

National '8-4303 r 2 East Meadows, Long Island. 

May 1-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi. 

May i-3—Motor Dealers of British Colum- 
bia, Harrison Hot Springs Hotel, Har- 
rison Hot Springs, B. C. 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
vi 1-3—Ohio Automobile Dealers Assn., 
etherland Hilton Hotel, Cincinnati. 
as 5-6—Joint Convention of Kansas 
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Automotive Cartoon 


Of the Week 
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yg El Tovar Lodge, South Rim, Grand 
Canyon, Ariz. 

May 5-8—North Carolina Automobile Deal- 
ers Assn., Pinehurst, N. C, 

May &10—Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

May 810— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 10-1 |—Massachusetts State Automo- 
bile Dealers Assn., Hotel Statler, Boston. 

May 12-14—Washington State Auto Deal- 


ers Assn., Long 
May 13-14 South, "Carolina Automobile 
a8 Assn., Francis Marion Hotel, 
ar! 
May 15-17 ~~ Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 
Mey 17—Joint Annual Meeting, Motor Car 
Dealers Assn. of Southern California and 
the Los Angeles Motor Car Dealers 
Assn., Coacoanut Grove, Ambassador 
Hotel, Los Angeles. 
May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 


& May 22-23—Alabama Independent Auto- 
motile Dealers Assn., Admiral Semmes 


June 1-4— Automotive Engine Rebuilders 
Assn., annual convention, Netherland 
Hilton ‘Hotel, Cincinnati. 

—- 2p veleware Automobile Dealers 

Brandywine Country Club, Wil- 


‘olen 
miner York State Automobile 
“i Spring Meetin and Golf Tour- 
nament. rossinger's 
June 8-9—Automobile Dealers Assn. of In- 

























“He's going to be hard to get along with for a while— 
he's received a fan letter." 





















Letterbox 
Tee me a 


Soe 08 SES SS Se ee Sonera of on y subject of interest to our 
readers, and your letters are welcomed. Me attention ta piven to wnagesd 
letters but you may sign your name with the assurance that it will not be 
80 Address Editor, Automotive News, Detroit 7, Mich. 
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N. H.—Guy fonsions Marthavile, Le. E. Gentry; Miami—Trescot Goode; Milwaukee—Benn 
Oliman; Minneapolis—Donald Lyons; Montgomery, Ala.—William jonny Nashville—Ed Goins; 
New Jersey—Bethune Jones; New Orlsane “Gordon . ‘ork City—Ed Brown; Nor- 
folk—A. C. Sugent; North Kansas City—Larry E. Johnson s Gellead Shee Still; Otsshoma 
City—M.. L. Risen; Omaha—A. R. Oleson; Pawtucket, R. L—T. L. Forbes; Peorie—Gene Booth; 
Philadelphia—Allen Sommers; Phoenix—Sheldon A. Engel; Portland, Ore—E. W. Peterson; 
Providence—Ruth M. Eddy; Reading—Wesley Stillwell; Rochester, N. Y.—Ted Case; Salem, 
Ore—F. K. Haskell; Sait Lake City—Dan Valentine, W. F. Smiley; San Antonio—J .H. Reed; 
San Francisco—Leon Pi E, Thom ‘anton—Gene 

















nkson; Santa s pson; Coleman; Seattle ; Ba Clari in the April 4 issue of AuTomorive 
—Marti Springfield aa South Bend—t diana, Claypool Hotel, Indi li ar re 
SAL War TA Gatcdiln Rapae bod Raskd A. Lagu, teamme-tuhon & teceen: We ox. Wate ce, Automotive Peal | In the April 11 edition appears | N#ws. 
Wamego, Kans.—G. M. Hunholz; Worcester—Sidney Dorfman; Youngstown—Stephen L. Ritz. qoraue, eee statement that BMW and NSU en by far the most signifi- 





are off about 50 percent (on West though piece 
_| On the car in relation to the 
Coast). This statement is totally in weal 


(Eprror’s Nore: The statement | How you ever managed to say 


reads, “Baby cars. mw |8° much in the space you did is 
and baa are off oe ie oer beyond us; the fact is that you did 
cent.” Use MW and NSU here | ‘+. @ feat not only of writing but of 
ee ee identify the type selectivity of material—Jossrn J. 

Atvin, Solar King Project, Los An- 


hey 
are the best known in this class. | £*!¢s. a ae 


baby cars and was not intended to | Young Chides Critic 

imply that BMW and NSU are | It was my privilege and honor to 
down 50 percent.) be invited to address the service 
Facts are, according to Polk:/ session of the NADA national con- 


Jone | I 1s_New Mexico Automobile Deal- 
Western Skies Motel, Albu- 

ei Pennyvaia Bedford, P 

ings a. 
June te Michigan Aviomobile belies 
on, Grand Hotel, Mackinac Island. 
21-24—Automotive Trade Assn, Man- 

eine Grand ers, Mackinac Island. 
ug. 7- a. Independent Automo- 
bile Dealers , Henry Grady Hotel, 

Atlanta. 


. 1417—Automobile Dealers Assn. of 
est Vi pine, Segenyeer Hotel, White 


Soteeee 
-/ > Srede gg oo + rang Dealers 
H. House, 
Aug. ig. 389 Wiyoming sutomobile Dealers 


eee CORRESPONDENTS—European Correspondent—George L. Glaser: Brussels, Bel- 
oe . Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. é. Livingstone; 
City—Douglas Grahame; Milan, ne Giordano; Montreal—Jules Larochelle; 
Paris—Henry Altimus; Sydney, Austraile—H. Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
James Montagnes; Vancouver, 8. C.—F, H., Fullerton. 


eae S. S. and Canada, one year $9, two years $16. 
Other countries: One year $13, two years $22. 






















and U. S. governments, building and of highways; Sept. ltt jew Hampshire Automobile 

{ 3. Guard the OOF iedhidea freedom, which made the U, S, A. ers Assn. Farragut House, Rye | NSU Prinz registration, January/| vention in January of this year, In 

great and que to deme more of the better things of life than anywhere Seen Beech NH Automobile Deal- February, 1959 California, 67 units.| general, reaction to my talk was 
news cise in the world, ers Assn. Leamington Hotel, Minne | J@nuary/February, 1960, 175 units,/ very good with an avalanche of con- 






increase, 261 percent. Nationally, | gratulatory letters and phone calls, 
NSU Prinz total registrations, first}and a report from the executive 
two months, 1959: 135. First two/| vice-president of NADA, by letter, 
months, 1960: 449. Increase, 332 per-/| stating that “the comments con- 
cent. cerning your remarks have been 
As to BMW, the reduction of/ most favorable and we receive each 
registration which is substantial is} day many requests for reprints of 
the result not of slipping sales but/ your presentation.” 
of unavailability of BMW 700, which Not everyone reacted so enthus- 
is just beginning to arrive in Los | jastically, however. A Mr. Gibbs of 
Angeles in increasing numbers and/| California, whose letter appeared in 
which is well received everywhere.| your issue of Feb, 29 is evidence of 
We have not been able to furnish | that, in his remarks. 
even single sample cars of BMW) Unf metunatehy, however, he has 
700 to all West Coast dealers. read into my talk a great many 
In the interest of fairness, we! things that simply were not in ~ 
would appreciate your correcting| guch as his comment that he 
this impression in your next edi-| « ly missed any 
tion—Freo R. OrrgnxHeimer, presi-| to change Ae Seana to fit the 
dent, Fadex Commercial Corp., New system, or make factory service 





sept. 18-19_Kentucky Aatemelitee Dealers 
sn. 


Sheraton aton Hotel 
i9.20—-New York State Automobile 
alers, The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee, 

"40-Oct. | — Montana Automobile 

ealers Assn., Rainbow Hotel, Great 


Falls 

Oct. to-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, x. cago. 

Oct, 23-25—New Jersey Automotive Trade 

Assn., Cheltonte Haddon Hall, Atlantic 


City. 

Oct. 28-Nov, 2—Florida Automobile Seet, 
ers Assn., Cruise to Montego Bay and 
_ -au-Prince. 

15—Connecticut Automotive Prades 
‘an Hotel Statier-Hilton, Hartford 
* * @« 


Auto Shows 
Awe 25-27—Raleigh Auto Show, Goneren 
' 






As Dealers Eye the Changes 
In U. S. Auto Market 


5 genera 69 percent of the nation’s auto dealers now are 
selling compact cars. It is estimated that by next year 
95 percent of them will have a compact car in the showroom. 


As a matter of fact, the total may be r than that, 
for several dealers who have been denied compact car 
built by their manufacturer have given up their franchises, 
and show a disposition to do this. 


This is the compact age, they say, and it is foolish to stay 



























in business unless you have the opportunity to offer what illage Shopping Center, Raleigh, N.C. | York. Pane eee departments do business MY 
wan April ueson Auto Show, Muni- WAY.” 
he pute - oe Airport, Tucson, Arie. Spatial Thanks Also, his figments of imagination 






May @-10—Fort Worth Auto wn will 
Rogers Exhibit Bidg., Fort W 
(Continued on Page 33, mae 2) 


The Big Stories 


34 Years Ago—1926 

Chevrolet added 1,619 direct and associate dealers to its selling 
force, making a total of almost 7,500 dealers in all parts of the 
country. “A large measure of America’s greatness has come through 
installment buying. In fact, installment buying is a business of saving 
money,” declared F. C. Chandler, president, Chandler Motor Car Co. 


20 Years Ago—1940 


Ford Motor Co, could sell a good automobile for $500 if it could 
see a market for one million cars a year. However, such an innovation 
would have “a very drastic effect on the used-car market,” Edsel 
Ford, company president, declared. 


10 Years Ago—1950 


An anti-bootleg law in Virginia defined a new car as one driven less 
than 500 miles or titled less than 30 days, The law also prohibited 
used-car dealers from selling new cars as defined. 





Just a note to say thank you for|that I had advocated that “the 
the fine article on the solar car| bright young sales trainee” ring the 
front doorbells of housewives in 
their showers, and waking their 
babies from their naps, surely were 
far afield in his fanciful flights of 
imagination. 

I’m sure that most everyone in 
the business knows and agrees that 
you don’t do much changing of cus- 
tomers, nor factories, these days. 
Also that contacts— which I did 
advocate—are seldom ringing front 
doorbells any more. 

Then, too, there wag his refer- 
ence to the single-copy repair order 
with all of his imagined frightful 
things that might happen. It is 
quite apparent that Mr. Gibbs has 
some leanings toward the old school 
—the kind of people who said that 
the Wrights couldn’t fly, the auto- 
mobile would never succeed as a 
mode of transportation, and the 
telephone was simply impossible. 

(Continued on Page 33, Col, 2) 





Undeniably, the compact cars have caught the imagina- 
tion of the public. But the compact car is not the answer to 
every automotive need. 


It seems to us that the standard cars got into trouble by 
trying to be that. Trying to be all things to all people, Amer- 
ican cars became too big and powe to be economical and 
maneuverable, too low and stylish to be comfortable. And so 
when the import cars arrived in numbers, many bought them 
out of sheer rebellion. 

The day seems past when the United States makers can 
hope to build one car which will appeal to all. The market 
has changed; living patterns have changed. 

What does the future hold? We’re betting that both com- 
pact cars and standard-sized cars are here to stay—that 
there will always be a market for comfortable, high per- 
formance cars as well as economical, highly maneuverable 
cars. 

Both markets are big markets, and most dealers will want 
to have offerings for both. 























wae MAKING CARS EASIER TO 
BUY AND EASIER TO SELL 
HAS BEEN OUR BUSINESS FOR 
42 YEARS. sgmiere WE WILL DO 
OUR LEVEL BEST TO MAKE 
THE ASSOCIATES BRAND OF 


SERVICE IN AUTO FINANCING 
EVEN BETTER #% DURING THE 





ASSOCIATES 


Investment Company + South Bend, Indiana 
ASSOCIATES DISCOUNT CORPORATION 


ASSOCIATES DISCOUNT (CANADA) LTD. EMMCO INSURANCE CO. 
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By Leo T. Parker 
Attorney at Law 
FEW weeks ago a higher court 
held that an auto dealer may 
loan an auto without being liable 
for injuries caused by oe 


A 





operation e 
vehicle by the 
borrower. 

In Miller 'v. 


an owner named 
Miller for use 
; while the oe 
vehicle was 
LT. Parker = repaired. Miller's 
wife was injured seriously while 
attempting to alight from the front 
seat. She slid across the front seat 
from the left side to the right side, 
and in the process a deep cut was 
sustained on her left knee and leg; 
apparently from a sharp-edged 





Court Decisions 








strip of metal which encased the 
radio and could not be readily seen 
by a driver or passenger in the 
front seat because it was beneath 
the dashboard. 

Miller’s wife sued the dealer for 
$28,000 damages, but the higher 
court held the dealer not liable. 
o o e 


Can State Seize Car? 


INSIDERABLE discussion has 

arisen from time to time over 
the legal question: If an auto is 
used for unlawful transportation 
of narcotics, can a state confiscate 
the auto without paying the amount 
due a dealer or finance company 
holding a mortgage on the car? 

Recently a higher court an- 


Blase at Gettysburg 
GETTYSBURG, 8S. D.—The body 
shop, repair plant and parts depart- 
ment of Gettysburg Motor Co. were 
destroyed by fire, according to Earl 
Olson, owner. Damage was esti- 
mated roughly at about $100,000. 


| MAGNESIUM 


In People of the State v. Fletcher 
Jones Chevrolet Co., 338 Pac. (2d) 
304, a man named Odig decided to 
purchase an automobile from 
Fletcher Jones Chevrolet. Before 
making the sale, the dealer’s credit 
manager phoned Odis’ employer 
and asked if Odis had been in the 
employment a year or two. Also, he 
first asked if Odis had been em- 
ployed. 

Secondly, he asked about the em- 
ployer’s knowledge of the good 
moral character of Odis, and 
whether he had been in any dif- 
ficulties. Thirdly, he asked whether 
the Odis home address was the 
same as was stated on the applica- 
tion. The employer answered all 
these questions, indicating Odis was 
truthful and had a good reputation. 

Later the auto was found by the 
police to have been used in the un- 
lawful transportation of narcotics. 
It was seized by state authorities. 

In subsequent litigation, the 
higher court held that the state 
must pay the amount which Odis 


MAGNESIUM DELIVERS 4 TIMES 
MORE DIE CASTINGS per pound than zinc! 


4 pounds of magnesium make... 





4 pounds of zinc make... 


Magnesium die castings have a long history of successful 
application in automobiles—and for several good 
reasons. You get more volume of lightweight magnesium 
per pound, thus you get more die castings per pound. 
Aluminum, for example, is 50% heavier—zinc and steel 
four times heavier—than magnesium. You save on 
production costs because magnesium can usually be die 





Sessler Forms Company 


To Make, Sell Amphicar 
NEW YORK.—Formation of 


an 
be driven on both land and water, 


ing the Amphicar in West Ger- 
many and will market and dis- 
tribute the vehicle throughout the 
world, starting in the United 
States. Other 





owed the dealer before it could con- 


fiscate the auto. The court said: 


“We cannot say, as a matter of 
law, that the evidence was not suf- 
ficient to support the finding that 
a reasonable investigation had been 


made.” 
* * 


Income-Tax Ruling 


UTO dealers who follow a deci- 
sion last March by a higher 


cast 50% faster than aluminum. It can be machined 


faster, too. 


If weight or time saving is your problem, check mag- 
nesium with your die casting supplier or write to: 
Automotive Development Engineering, Magnesium 
Sales Dept. 1100U4-25, THE DOW CHEMICAL COMPANY, 
Fisher Building, Detroit, Michigan. 


A FEW EXAMPLES of the many automotive parts die cast of magnesium. 


Instrument panels and bezel rings 


Fan spacers 


Steering column parts 


THE DOW CHEMICAL COMPANY - 


Engine Parts, including: 
Generator end plates 
Starter end plates 


Fuel pump cover 
Main bearing oil seals 
Drive parts 


MIDLAND, MICHIGAN 









court will save themselves much 
time, money and controversy with 
federal income-tax agents and of- 
ficials in the future. 

In Duval Motor Co. v. Commis- 
sioner of Internal Revenue, 264 
Fed. Rep. (2d) 548, it was shown 
that when a dealer buys new 
autos for sale, he sometimes puts 
them into inventory and later re- 
moves them “temporarily” to be 
used by his executives and sales- 
men whose primary interest, of 
course, is to stimulate sales. 

The dealer filed his federal in- 
come-tax return and included the 
depreciation of these autos as a 
business expense. The commissioner 
disallowed the depreciation deduc- 
tion and held that the cars did not 
qualify as property used in the 
trade or business and that they 
were “property held by the dealer 
primarily for sale to customers in 
the ordinary course of his trade or 
business.” 

In other words, the “primary” 
purpose for which dealer holds such 
autos is for sale to its customers in 
the ordinary course of its business. 
This court also held that where the 
purpose of the dealer was to sell 
such autos after use of one fourth 
or less of their useful life, such 
Short use is “temporary.” 

The higher court upheld the com- 
missioner’s decision, and explained 
that the same law is effective with 
respect to new autos which the 
dealer allowed its executives and 


salesmen to use. 
+ * * 


Dealer’s Co-Signer Sued 


For $13,000 by Universal 


LITTLE ROCK, Ark.—A judg- 
ment totalling $13,209.24 is being 
sought by Universal CIT Credit 
Corp., Little Rock, against Robert 
L. Harrod, Danville. The suit was 
filed in Federal Court here. 

CIT claims Harrod’s signature is 
on a 1958 agreement guaranteeing 
the obligations of Jack Harrod and 
Jack Harrod Motors, also of Dan- 
ville. 

The credit company said the deal- 
ership failed to pay on loans ad- 
vanced for purchases of cars and 
trucks, and that it had lost $6,750.46 
in the repossession of 14 cars and 
trucks. 

In addition, CIT continued, it lost 
$5,808.02 in transactions involving 
seven cars that were not properly 
reported to the credit firm. 

The firm also is asking $650.36 
as the balance due on a conditional 
sales contract executed last July 
31 at Jack Harrod Motors. 


2-Day Test Drive 
Helps Mercury 
Find Prospects 


DETROIT.—Mercury and its 
dealers are cooperating in an ex- 
tensive demonstration-ride program 
in which prospects are invited to 
borrow a car for a two-day trial. 


The campaign carries the pres- 
tige-laden title of “Mercury Con- 
sumer Opinion Panel.” After the 
trial drive, prospects are asked to 
complete a questionnaire giving 
their opinion of the car. 

The prospect first receives a let- 
ter from the factory asking him 
to return a postcard indicating 
whether his family plans to buy a 
car in the next six months. 

If the answer is “yes,” the pros- 
pect is enrolled as a member of the 
Consumer Opinion Panel. 

He then receives a second letter 
which informs him that a Mercury 
dealer will telephone and offer to 
loan him a ’60 Mercury “for two 
full days—absolutely free and with- 
out obligation.” 

Upon accepting the invitation, the 
prospect signs a loan agreement 
which assures him that he will not 
be responsible for repairing any 
damage which occurs while the 
car is in his possession. 

The questionnaire which he re- 
turns after his test drive asks him 
to check the four features he liked 
most about the car, Choices include 
styling, interior trim and roomi- 
ness, visibility, quietness, smooth- 
ness and ease of steering and han- 
dling. He’s also asked for any “gen- 
eral comments” about the car. 

Mercury tells the test drivers 
their answers will “aid us in the 
design of future automobiles,” how- 
ever observers consider the adver- 
tising value and the building of 
dealer prospect files to be the chief 
attributes of the program. 














by Joseph M. Callahan 


Safe for Aluminum, 
Says Antifreeze Firm 


ppb by charges that 
present antifreezes are 


not suitable for the coming 
aluminum engines, one antifreeze 
producer is fighting back to show 
that its product has long been tail- 
ored for these engines. 

This company is Union Carbide 

& Carbon Corp. which produces 
Prestone, the top selling antifreeze 
in the United States, capturing 25 
to 30 percent of the 120-million- 
gallon annual antifreeze market. 

At a press tour -of the firm’s 
research facilities in Tonawanda, 
N. Y., Union Carbide engineers 
countered the charges of automo- 
tive engineers and others about 
the incompatibility of aluminum 
and current antifreezes by de- 
scribing their years of research 
and development effort and by 
reporting some of the informa- 
tion they’ve acquired on this sub- 
ject. 

Pointing out that Union Carbide 
people have intensively researched 
this problem since 1932, the engi- 
neers claimed that they probably 
have learned more about the sub- 

° ject than anyone else in the U. S. 
This contention is supported to 
some extent by the fact that a 
company task force recently was 
invited to visit each of the Big 
Three auto makers, discussing alu- 
minum engines and antifreezes 
(Continued on Page 21, Col, 1) 








“IT’S been a checkered career,” 
says Gordon M. Buehrig, who, 
although only 55 years old is al- 
ready in automotive history books 
4 because he designed the famous 
“coffin-nose” Cord of 1936 and 1937. 
For reasons that aren’t clear, 
even to Buehrig, this car aroused 
the imagination and the adulation 
of automotive and design enthusi- 
‘ asts as probably no other car has 
in the history of the auto industry. 
And this adulation continues. 
i For instance, about a quarter of 
the car’s 3,000 production is still 
in operation after 25 years. Also, 
almost 400 of these cars are still 
driven every year to Auburn, Ind., 
for a nostalgic annual meeting of 

Cord owners, 
In 1951, the coffin-nosed Cord was 
selected by the Museum of Modern 
Art in New York as “one of the 
six best automobile designs of all 
time.” Last year, Fortune magazine 


Engineering New Products 
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‘process in the last couple of years. 
* od * 


A Financial ‘Flop’ Lives On... 


Cord Ranked with Best 
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Chrome 


Biggest 


By Joseph M. Callahan 
Engineering Editor 


N ACCIDENTAL discov- 
ery several years ago has 


sparked an important ad- 
vance in chrome plating in the auto 
industry, bringing.the biggest im- 
provements in this field since 
chrome plate was first offered as 
standard equipment 31 years ago. 

The process. responsible for this 

revolution is dual-nickel plating 
which was first tried out on the 
bumpers of a couple of makes 
back in 1954, and hag since swept 
through the industry. Dual nickel 
produces a plating that is two to 
six times more durable, depend- 
ing on the car’s environment and 
the previous plating used, 

Dual-nickel plating or duplex 
nickel was basically developed by 
Harshaw Chemical Co., a Cleveland 
supplier of processes» and chemi- 
cals, Electric Autolite first used the 
process to plate the bumpers of the 
1954 Dodge, later in the model year 
also using it for Studebaker and 
Hudson bumpers. 

Beginning in January, 1954, Hou- 
daille Industries began using the 
process to plate bumpers for Ford 
Motor Co. and on some other 
Chrysler Corp. parts, American 
Motors bumpers made by Houdaille 
were dual-nickel plated, beginning 
in 1956. GM divisions have been 
gradually swinging over to the new 


























7 superior corrosion resistance 
“of dual nickel was accidentally 
discovered by Chrysler and Har- 
shaw while they were looking for 
a new plating procedure that would 
eliminate some buffing operations 
before the final chromium plating. 

This switchover to dual nickel for 
steel and zinc parts, about two- 
thirds completed now in the auto 
industry, couldn’t happen over- 
night, Plating equipment, whether 
owned by the auto makers or sup- 
pliers, is extremely expensive. Also, 








put it in 14th place among the 100 
best mass-produced items in his- 
tory. Several books have been writ- 
ten about the car. 

In recent months, interest in this 
Cord has been revived by numerous 
articles about the possible revival 
of front-wheel drive. Buehrig’s car 
is the best known and most recent 
American front-drive car. 

Despite all these accolades, the 
coffin-nosed Cord was a financial 
flop. 


* * * 


Planned as a Duesenberg 


RACING the evolution of this 


car for Automotive News, Bueh- 

rig said, “The 1936 Cord, or the ‘810’ 
as it was called, was originally 
planned as a low-priced Duesen- 
berg. Fred Duesenberg was killed 
in an auto accident in 1932 and the 
management wanted to get out a 
low-priced car to capitalize on his 
name. 

(At this time, Buehrig was at 
Indianapolis as the chief design- 
er for Duesenberg Co., which, 
along with Auburn Co., Lycom- 
ing Engine Co., Stinson Aircraft 

(Continued on Page 20, Col, 1) 





a A i el ee ee 


17 


















Engineer’s 


Showcase 


eA front-wheel-drive car has 
been described as a desirable 
and practical solution to the 
transmission hump and drive- 
shaft tunnel problem by Dr. 
Andrew Kucher, Ford engi- 
neering vice-president, 

aa oe * 
A sleek-looking Cadillac ex- 
perimental car equipped with 
a transaxle is now being stud- 
ied and worked upon at the 
GM Tech Center, Warren, 
Mich, There is no transmis- 
sion hump in this car since 
the transmission is in the 
rear. Hewever, there is still 
about a three-inch-bigh tun- 
nel on the floor for housing 
the driveshaft. 

> + + 
Now that Chrysler Corp. has 
backed off its recommenda- 
tions for 5,000-mile oil drain 
intervals, some other makers 
are expected to follow. Chrys- 
ler now says crankcase oil 
should be changed every 2,000 
miles. 


Plating Scores 
Gain in 31 Years 


cided to settle on the combination 
of a process suggested by Harshaw 
Chemical Co, and another supplier 
to eliminate the expensive buffing: 
This essentially was the dual-nickel 
process. It consisted of a layer of 
semi-bright nickel plus a layer of 
bright nickel, 

Both layers combined had the 
same total thickness of the previ- 
ous nickel coating. The original 
specifications required that bright 
nickel consist of no more than 25 
percent of the total nickel deposit, 
oe specification igs still generally 
used. 















there was a good deal of skepticism 
until the process stood the test of 
time for a couple of years, 

About 1958 impartial industry 
surveys of chrome durability 
began showing up the superior 
durability of dual nickel, and the 
industry’s swing to the. process 
has picked up momentum since. 
An understanding of the new 

electroplating process cam best be 
gotten by comparing it with the 
process it’s gradually replacing. 
Since the early 1930s, the standard 
process (for both steel and zinc) 
in the auto industry has consisted 
of applying a layer of copper,.fol- 
lowed by a layer of nickel and 
topped by a light coating of chro- 
mium. 















* * * 


vos grains of the semi-bright 
niekel are perpendicular to the 
metal’s surface and the grains of 
the bright nickel are horizontal to 
this surface, giving the combined 
deposit a sort of lattice-work struc- 
ture which suggested that it might 
give superior corrosion resistance. 
An important characteristic of the 
semi-bright nickel is that it is duc- 
tile or flexible. This prevents the 
plating from peeling off when the 
metal is bent or otherwise stressed. 

Later on, Bigge and his staff 
were somewhat surprised to 
learn that the dual-nickel process 
not only eliminated the nickel 
buffing process, but also that the 
plating was considerably more 
corrosion resistant than the con- 
ventional process. 

It was learned at this time that 
the copper deposit could be elimin- 

(Continued on Page 19, Col. 1) 









* * * 


What the Metals.Do 


E copper causes the entire 

plating to adhere to the metal; 
the nickel provides the basic cor- 
rosion resistance, and the chromi- 
um gives brilliance and protects 
the nickel from tarnishing. Also; 
each deposit contributes to the final 
reflectivity of the part. 

For some years, Donald M. 
Bigge, managing engineer of 
Chrysler Corp.’s chemical engi- 
neering laboratory, had been 
looking for some new process 
that would eliminate the need for 
buffing the nickel, while still giv- 
ing equivalent corrosion resist- 
ance, Buffing had become ex- 
tremely expensive. 

According to Bigge, Chrysler de- 


Wankel Engine in U.S. 


y= the next few months |question, “Is the Wankel engine a 
NSU, the German auto maker, | phony or not?” has been asked by 
will sign contracts for its contro-| hundreds of industry people, rang- 
versial Wankel engine with two top| ing from junior draftsmen to Gen- 
European auto manufacturers, ac-|eral Motors executive vic e-presi- 
cording to Dr. Ing. G. St. von/ dents. Time will tell. 
Heydekampf, NSU president. Be pe the Wankel engine — 
I Automotive New r- |Sists of a triangular piston that 
viaah aaa Seetinannd = rotates in a somewhat-oval-shaped 
visiting this country to work out (Trochoidal) combustion chamber. 
development and marketing plans The four phases of combustion— 
for the engine with Curtiss- intake, compression, power and ex- 
Wright Corp., United States li- haust—are produced by the rota- 
censee since 1938. tion of the single piston in the 
There's a good possibility, he con-|Chamber. = 
tinued, that the Wankel engine will 
be used in an American car in the 
next four or five years. 
In Detroit, there has been much 
skepticism about this engine, The 


* * * 







* * * 


It’s a goed bet that the ’61 
Thunderbird will have an alu- 
minum one-piece brake drum 
and wheel ag standard equip- 
ment, Kelsey-Hayes probably 
will make the unit. 

* * * 
A rear-window windshield 
wiper has been developed by 
Trico Products, It is not 
bothered either by reduced 
vacuum power or by the 
backlight becoming too dry. 
This wiper operates intermit- 
tently—four strokes and then 
a 20-second lapse. 


Car by 65? 


big, half as costly and is entirely 
free of vibration because there are 
no reciprocating parts. . 

“This engine definitely will be 
in production in 1961,” he con- 
tinued, “probably for a generator, 
pump or stationary engine—some 
application where you don’t have 
the up and down motions that 
you have in a car, This engine 
isn’t only for autos—but wher- 
ever you need an engine. 

“As to whether this engine will 
be used in a 1961 NSU, nobody 
knows—not even I, although it’s a 
possibility. It depends on a number 
of developments. However, I feel 
stronger than ever that the thing 
is a technical reality.” 

(Other sources have told AuTomo- 
tive. News that the NSU will de- 
finitely introduce this engine next 
year and that an experimental 
engine was installed in a car as 
early as last May.) 


* * * 


ASKED about the skepticism that 
this engine has provoked in the 
United States, von Heydekampf 
said: “The skepticism isn’t nearly 
as great as I expected. I fully ex- 
pected to be called a fool in public; 
thus far it’s only been done pri- 
vately. We were expecting the ex- 
perts particularly to be critical, 
unless they studied the engine. 
“After all, engineers have been 
working on this idea for 80 years. 
The many patents on this princi- 
ple have only shown failures or 
vagueness. Most engine engineers 
have given up hope on the idea. 
So, why should the 350th attempt 
te solve this problem be quickly 
accepted? Most people say it 
(solving the problems of the ro- 
tating piston engine) can’t be 
(Continued on Page 22, Col, 1) 













































Called Vibration Free 


Coarse the Wankel engine 
with the present piston engine, 
von Heydekampf said it’s half as 


a * * 












Wankel Engine & Backer— 

Dr. G. St. von Heydekampf, president of NSU of Germany, contemplates the first ex- 
perimental Wankel engine, partly disassembled. The components are the inner rotor, 
right, the trochoid-shaped rotor housing and the side housing, below. 
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Engineering and Production 
New Products 


by Dowty Group, Ltd., Cheltenham, Eng- 
land, at the British Exhibition, June 10-26. 

The “Dowmatic’ hydrostatic transmis- 
sion is said to be the first efficient appli- 
cation of hydrostatic power for vehicle 
use. It is now incorporated into British 
roadbuilding vehicles, diesel locomotives, 
cranes and military vehicles, as well as be- 
ing used in mining equipment, industrial 
















Service, Inc., 808 Union St., Norfolk 10, 
Va. 

The device, which weighs 73 pounds, is 
said to be suitable for diesel engines hav- 
ing one to six cylinders or a capacity 
up to approximately one liter per cylinder. 
It can be fitted in place of the standard 
electric starter. 













Chromallized Mufflers 
Last Life of Automobile 


Mufflers guaranteed for the “life of your 
car” may soon be available as a result 
of chromallizing—a technique for diffus- 
ing chromium and other metals in the 
surface of mild steels, to impart superior 
heat and corrosion resistance, according 
to Chromalloy Corp., 452 Tarrytown Rd., 
White Plains, N. Y. 

According to Chromalloy, chromallized 
mufflers will probably cost slightly more 
than aluminized steel models. However, 
they will last as long as the car itself, and 
should be considerably less expensive than 


mufflers of stainless steel. 
+ » * 


Norton Adds Grinder 
Norton Co., Worcester 6, Mass., an- 
nounced that its Type S-3 Surface Grinder 
now is available in the eight-by-24-inch 
size. Maximum table traverse speed is 125 
feet per minute. 
* 













Small Horizontal Grinders 


Marketed by Buckeye Tools 


Smallest of a family of general purpose 
horizontal grinders—only 10 inches long 
and weighing 40 ounces—are the 31G-520 
(shown) and -720 grinders introduced by 
Buckeye Tools Corp., 5003 Springboro 
Pike, Dayton 1, O. 

Principal application of these air tools 
is die grinding, but they are suited for 
deep hole grinding and may be adapted 
for use with rotary files, cutters, and 
midget mills, it is said. Both tools oper- 
ate at 20,000 revolutions per minute, re- 
quire %-inch inside diameter and 90-100 
pounds per square inch pressure, have 
1-5/16-inch outside diameter front heads, 
and will accept a maximum 1%-inch or- 
ganic wheel. Difference is in the throttle; 
the -520 has a lever type, the -720 a 


lock-button, it is said. 
eo 2s 
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Plastic Replaces Mahogany 
In Production Die Models 


Creative Industries of Detroit, 3080 E. 
Outer Dr., Detroit, Mich., has developed a 
plastic model building technique which is 
said to reduce the time required for con- 
ventional automotive tooling programs. 

The firm is said to save time by using 
a plastic paste material, called REN Shape, 
RP-301, in place of mahogany in the model 
shop. The material, produced by Ren 
Plastics, Inc., Lansing, Mich., is said to have 
the dimensional stability, adhesive quality, 
curing speed and mixing ease to serve 


os a successful replacement for mahogany. 
Re a 


Inertia Starter for Diesels 
Announced by British Firm 


An inertia starter that is said to enable 
diesel engines to be started in about 10 
seconds has been developed by Simms 
Motor Units, Lid., London, England. United 
States agent in Diesel Injection Sales & 





U. S. Rubber Introduces 


Heavy Service Tire 


A highway truck tire, featuring 11-row 
tread, has been announced by United 
States Rubber Co., Rockefeller Center, New 
York, N. Y. 


Three main center rows are divided into 
three rows each by slots, marking the first 
time a heavy service tire has been slotted 
continuously around its circumference, it 
is claimed. Tread design is said to give 
increased pulling and stopping power and 
greater protection against sideskidding 
and jackknifing. 

a: i * i 


Clark Electric Fork Truck 


Has 4,000-Pound Capacity 


A 4,000-pound capacity electric fork 
truck has been added to the “Cilarklift" 
line of battery-powered trucks produced 
by the Industrial Truck Division, Clark 
Equipment Co. 

Named the “EC-40," the cushioned-tire, 
rider-type truck is equipped with carbon 
pile drive control, a Clark development 
said to provide constantly smooth accel- 
eration. Working through a hydraulic cir- 
cuit, Clark said, carbon-pile control permits 
steady, stepless acceleration for “inching” 
operations, where loads must be placed 
delicately. 





Portable Hardness Tester 


For Flat, Curved Surfaces 


A portable hardness tester, designed 
with the same body as the Penetrascope 
Mark Vill, and made by the same British 
manufacturer, is available from Steel City 
Testing Machines, Inc., 8817 Lyndon Ave., 
Detroit 38, Mich. Vickers Hardness Num- 
bers of either curbed or flat surfaces can 
be obtained because the tester is held by 
an electromagnetic clamp having four pole 
pieces, two of which can be adjusted to 
accommodate different degrees of curva- 
ture, 


This model is said to be useful for test- 
ing hardness of mill rolls. Tests can be 
made in grooves with minimum width of 
2 inches and to depths of 7 inches. Stand- 
ard loads up to 30 kilograms are manu- 
ally applied by a hydraulic unit. The in- 
dentor is a standard 136-degree pyramid- 
shaped diamond. 










Locking Differential Unveiled 


By Thornton Products 


The Powr-Lok, a locking differential, has 
been announced by Thornton Products Co., 
936 N. Telegraph Rd., Dearborn 7, Mich. 

The unit is said to be a combination 
hydraulic and friction type locking differ- 
ential, which automatically adjusts itself 
for any wear on the friction surfaces. The 
unit can be made for any size differential, 
including the new American compacts and 
many import cars, as well as all other 
American cars and light trucks. 


Peri es 


Thin-Width Bearing Series 
Developed for Instruments 


A series of thin-width precision instru- 
ment bearings designed for use in syn- 
chros, gear trains, potentiometers, servos 
and smali motors has been announced by 
Miniature Precision Bearings, Inc., Preci- 
sion Park, Keene, N. H. 

Featuring a high outside diameter/ 
width ratio, the MPB bearings were de- 
veloped originally for use in synchros 
where precision and reliability are prime 
requisites. Found to be suited for other 
applications, nine thin-width bearings 
were incorporated into the standard series 
which is available without premium 
charge, it is said. Made to ABEC class 7 
tolerances, thin-width bearings are avail- 
able in nine sizes with outside diameters 
from .2750 inches to .5000 inches and 


bores from .0937 inches to .1875 inches. 
an. re 








Delco Radio Expands 
Transistor Series 


Four more transistor types in the TO-37 
package have been announced by Delco 
Radio Division, General Motors Corp., 
Kokomo, Ind, They are the 2N1609, 2N- 
1610, 2N1611, and 2N1612. 

These small, diamond-base transistors 
weighing less than 0.1 ounce complete the 
2N1172 line which had been offered for 
some time. The 2N1609-12 series gives 
Delco two gain ranges in each of 60 and 
80 volts collector diode ratings, with maxi- 
mum collector currents of 1.5 amperes, 
high open base ratings dnd shortened 
base voltages equivalent to the collector 
diode voltages. These transistors are cap- 
able of dissipating 5 watts at room tem- 
perature or one wott at 75 degrees Centi- 
grade, The weight of the unit is only 0.071 
ounce, 

* * * 


Hydrostatic Transmission 
Developed for Vehicles 


The first hydrostatic power transmission 
for vehicles will be shown in New York 

















drives, and marine applications. 
ee .@ 


Warnock Strap Wrench 
Prevents Scratching, Denting 


Delicate or highly polished materials, 
cylinders, small hand wheels, knurled 
knobs and odd shaped parts can be turn- 
ed or adjusted with the Warnock strap 
wrench, it is said. 

The fabric strap has a soft, yet firm, 


grip that prevents scratching, denting or 


crushing, it is claimed. A lightweight han- 
die is shaped to fit into the operator's 
hand. Standard sizes are available with 
12, 18 and 24-inch long handles. Lowell 
Wrench Co., Worcester, Mass. 

-itffi 










Micro-Hardness Tester 


For Rubber, Plastics 


Model H5 Wallace Micro-Hardness 
Tester for rubber, rubber-like materials, 
and plastics is said to eliminate the need 
to mould standard size test specimens and 
permits the hardness of small parts, 
sheets, and irregular shapes to be meas- 
ured directly. The depth of indentation 
is measured electronically. 

The basic machine consists of an inden- 
tor and a means of applying a minor and 
then a major load. For ‘O' rings, small 
pieces or seals, and irregularly shaped 
parts, it provides a test not obtainable by 
other methods, it is claimed. It will give 
readings on specimens less than Y mm. 
(.01969 inches) thick. Testing Machines, 
Inc., 72 Jericho Turnpike, Mineola, N. Y. 


* * * 


Integrated Power Steering 
Developed by Vickers 


Integrated power steering systems have 
been disclosed by Vickers, Inc., 1400 Oak- 
man Bivd., Detroit, Mich. 

Vickers is mass producing power steer- 
ing systems which may be applied effec- 
tively and at lower cost to all highway 
and off-the-road motor vehicles manufac- 
tured today, it is said. According to Vick- 
ers, the systems eliminate the expense of 
custom-built components and are designed 
for vehicles with axle loadings of 1,500 
to 128,000 pounds. 


Technical Personnel 


Motor Wheel Appoints 


Derleth Chief Engineer 

Motor Wheel Corp., Lansing, 
has appointed Robert J, Derleth 
chief engineer. He had been pas- 
senger-car equipment sales rep- 
resentative in Detroit. 

Earl N. Pearson, former assist- 
ant sales manager of Thompson 
Products, Inc., Warren, Mich., has 
succeeded Derleth in Detroit. 


* * * 


Eaton Division Ups Fisher 
Ferd W. Fisher, former chief en- 
gineer-heating and air conditioning, 
has been promoted to chief engi- 
neer for all products of Eaton Mfg. 
Co.’s Heater Division. 
” + + 


AC Promotes Whittier 

Ralph D. Whittier has been ap- 
pointed works engineer of AC 
Spark Plug Division, succeeding 
Dale Bachtel, new AC manufactur- 
ing manager. Named to take Whit- 
tier’s place as business manager 
and superintendent of defense man- 
ufacturing for AC in Flint was 
Albert E. Gasvoda, who has been 
supervisor of materials handling. 

+ * 
Hoffman Joins Aetna 

Aetna Ball & Roller Bearing Co., 
Chicago, announced the appoint- 
ment of Ray E, Hoffmann as sales 
engineer in the Detroit district. He 
formerly was a product design en- 
gineer for Ford Motor Co. 

* * * 


PPG Promotes Michael 

Ralph 8S. Michael jr., has been 
named manager of industrial fin- 
ishes for the Paint Division of 
Pittsburgh Plate Glass Co, He for- 
merly was assistant general man- 
ager of industrial finishes sales. He 
joined the company in 1940, 

+ ” * 


Snyder’s Whitehouse Retires 


George H. Whitehouse has re- 
tired as sales vice-president of 





Snyder Corp. He will continue as a 
director and serve in a consulting 
capacity. 

* * ~ 


Chrysler Shifts Bentley 
Harry R. Bentley has been named 
manager of Chrysler Corp.’s Tren- 
ton (Mich.) engine plant. He had 
been manager of the company’s 
Mound Rd, engine plant in Detroit. 
aa * *~ 


Williams Is Chief Engineer 


At Timken Automotive Unit 
Robert L. Williams has been pro- 
moted to chief engineer of Timken 
Roller Bearing Co.’s Automotive 
(Continued on Page 31, Col, 1) 





Dealer Citation— 


Clare E. Briggs, left, general manager, 
Chrysler-Imperial Division, presents the 
Chrysler Dealer Award to Harger-Halde- 
man _  (Chrysler-Imperial-Plymouth-Valiant) 
at a dinner of business leaders in Los 
Angeles. George H. Harger receives the 
award, presented for outstanding admin- 
istration, teamwork, performance, facili- 
ties and service to customers. 
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Biggest Technical Gain in 31 Years... 





Dual-Nickel Plating 
Sweeps Industry 


(Continued from Page 17) 


ated without causing the plating to 
lose its adhesion and the copper 
was shortly eliminated for steel 
parts, although it’s still used on 
zinc parts. With the exception of 
Cadillac, all the auto makers that 
use duplex nickel for steel parts 
have also discontinued the copper. 
+ 


A Similar Process 


SIMILAR dual-nickel process, 

called bi-nickel, has been de- 
veloped by Udylite Corp., reported- 
ly the world’s largest supplier of 
plating. chemicals, 

This process’s strong point is that 
it gives consistent adhesion be- 
tween the two layers of nickel, 
which allegedly has been a prob- 
lem, Udylite also has been working 
on a chrome-nickel-chrome process 
for further improving chrome plat- 
ing. 

Three years ago, Ford Motor 
Co, introduced a new plating 
process at its Monroe (Mich.) 
plant that included a layer of 
white brass, along with the cop- 
per, nickel and chromium, The 
company is reportedly dissatisfied 
with the results and is now phas- 
ing the brass out, 

Generalizations about which car 
makers use which process are dif- 
ficult since it varies from part to 
part. It also varies with which 
supplier is doing the work—even 
for the same part, sometimes, A 
car-by-car run-down of 1960 plat- 
ing changes concludes this story. 

+ * Oo 


J. petal of GM’s chrome plating is 
done by one of the GM car di- 
visions or by supplier divisions such 
as Browne-Lipe-Chapin, Ternstedt 
or Guide Lamp, 

In contrast, only about 25 per- 
cent of Ford Motor Co.’s plating 
is done within the company, All 
of Chrysler’s, American Motors’ 
and Studebaker-Packard’s plat- 
ing is done by outside suppliers, 
such as Electric Autolite, Doeh- 
ler-Jarvis or Houdaille Industries. 

The use of dual-nickel plating 
has spread from company to com- 
pany. It has also spread from steel 
to die-cast zinc and from compon- 
ent to component, 

The major responsibility of the 
industry’s chrome platers is to pro- 
vide plated parts with a brilliant, 
showroom appearance, This has 
generally been accomplished. The 
big challenge has been to provide 
enough durability for this plating. 

Of course, this has to be a com- 
promise so that the car buyers in a 
relatively noncorrosive environ- 
ment aren’t paying $20 a car for 
corrosion resistance they don’t 
need. 


o - 
The Number One 


ROM the durability standpoint, 

the number one problem for the 
auto makers has been steel bump- 
ers and the steel portions of the 
grille, partly because these com- 
ponents are closer to the ground 
and more corrosion-prone and part- 
ly because steel corrosion produces 
“red rust” which is much more no- 
ticeable than the white rust pro- 
duced by zinc. 

Red rust is also more objec- 
tionable than the white oxidiza- 
tion that occurs on anodized alu- 
minum trim or the discoloration 
that develops on stainless steel. 
Incidentally stainless is generally 
coated with a thin layer of chro- 
mium, also. 

The bumpers and bumper guards 





Reynolds Hints Boost 


In Price of Aluminum 


NEW YORK. — Aluminum 
prices may be going up, R, S. 
Reynolds jr., president of Rey- 
nolds Metals Co., indicated in the 


spread between costs and prices,” 
he said. 

The increase of 13 cents & 
pound in December merely 
brought prices to the 26-cent level 
of April, 1958, and failed to com- 
Pensate for cost increases since 
that time, Reynolds said. 





on each car have generally been 
the first parts to benefit from the 
dual-nickel plating. Subsequently, 
the process is usually extended to 
the zinc die-cast parts—the grille, 
headlamp bezels, door handles, li- 
cense frames, hood ornaments, side 
spears, taillamp housings, name 
plates and others, 
a2 * + 
_ are those in the plating 
and zinc industries who feel 
that the much improved platings 
will result in the use of much more 
die-cast zinc in the future, replac- 
ing aluminum, However, plating of- 
ficials at the auto plants say the 
basic characteristics of zinc and 
aluminum—their weight, cost and 
ability to be cast in intricate shapes 
—will still be the determining fac- 
tors in the years ahead, 

By far the strongest argument 
in favor of zinc is its capacity to 
be rapidly cast in almost any un- 
usual shape—a very desirable char- 
acteristic in an industry that’s con- 
stantly changing and looking for 
new shapes. 

In regard to the design of trim 
pieces, John A, Kushner, senior 
engineer of plating for Cadillac 
and a recognized leader in this 
field after 35 years in it, said that 

plating problems have been 
greatly ed in recent years 
by the intricate designs. The 
hard-to-reach areas require more 
hand buffing and polishing. 

Similarly, when a Chrysler plat- 
ing official was asked if plating 
problems were taken into consider- 
ation when a part was designed, 
he emphatically said, “I wish they 


were,” 
om + * 


Recessed Areas First 


A LOOK at any chrome-plated 

auto part that has rusted wer 
show that rust first attacks the 
recessed areas, while the more 
prominent areas resist rust longer. 
This is because of the “lightning- 
rod” effect in a plating bath where- 
by the most prominent peaks ac- 
quire a heavier deposit and the re- 
cesses get a lighter deposit. 

This occurs with all the layers of 
plating, but especially with the final 
layer of chrome, Sometimes, it’s 
necessary to give a peak up to four 
times as much chrome as is neces- 
sary, just to get a minimum coat- 
ing on a recessed area. 

Industry researchers are work- 
ing to solve this problem, partly 
because of the waste involved 
and partly because the heavier 
chromium sometimes gives the 
plating an undesirable brittleness. 

The increasing competition in the 
industry for better chrome plating 
has given rise to two new acceler- 
ated corrosion tests that are equiv- 
alent to long periods of actual use 

on corrosion-producing streets or 
the static roof-exposure tests that 
have been widely used. 
* ” * 


Case eens has developed its 
Corodekote test which consists 
of a carefully developed mud that 
produces in 20 hours as much cor- 
rosion as occurs in a year of nor- 
mal driving in a poor environment, 

Cadillac has developed the CASS 
test for GM, This copper-accelerat- 
ed acid salt spray produces in 16 
hours the same corrosion that oc- 
curred in 128 hours of previous 
tests or in a year’s normal driving. 

In recent years, the auto indus- 

try’s plating experts have learned 
more about exactly what causes 
chrome-plated metal to corrode. 
Briefly, minute iron and copper 
salts from the air settle on the 
metal, When the metal becomes 
wet, a constant electrolytic ero- 
sion is set up, with the foreign 
particle acting as a cathode and 
attracting the bits of plating 
from the metal part, which acts 
as an anode. 

After the plating has been dis- 
solved, the salt on the streets dur- 
ing the winter goes to work and 
attacks the base metal. The platers 
insist that the salt alone is not too 
damaging. 

They generally agree, also, that 
Detroit is the worst location in the 
nation for chrome corrosion be- 








Chrome Plating at Cadillac— 


Steel and die-cast zinc parts are withdrawn from the final chromium bath during the 
electroplating operation at Cadillac’s plant in Detroit. The required thickness of the 


deposit is achieved by agitating the solution. 
& * oe 


cause of its heavily-salted streets 
in the winter and the large amounts 
of industrial copper and iron salts 
in the atmosphere. 

* * Oo 


Sand and Salt Problem 


OwEvan, turnpikes in moun- 
tainous areas are becoming an 
increasing problem because of the 
growing practice of using sand and 
salt during the winter, The sand 
causes an abrasion that breaks 
down the chrome plate and the salt 
then attacks the metal, 

When one auto maker complain- 
ed about this practice, a police of- 
ficial replied, “Look, you’re trying 
to save chrome, and we're trying 
to save lives.” The argument was 
quickly over, 

Plating experts are in agree- 
ment that the chrome on any car 
will last longer if the car is wash- 
ed frequently and if a protective 
wax is applied occasionally, 

The dual-nickel process, while 


being generally accepted here, is 
spreading much faster in Europe. 
Volkswagen is reportedly about to 
switch to this process, The Swedish 
auto makers, Saab and Volvo, are 
also quite interested, 

Automotive plating officials feel 
that more chrome-plating improve- 
ments will be made in the years 
ahead, although progress is slow 
because of the large investments 
involved. On the 1961 cars, at least 
one make will begin using a triple- 
nickel plating and several] will begin 
using two layers of chromium. 
Buick already is doing this to a 
limited extent. 

* + 
y= are the changes in plating 
processes that have been made 
on the 1960 cars: ‘ 
» 


Chevrolet 


Last August Chevrolet began 
using the dual nickel plating proc- 


duction and continued using it on 
the ’60 models. 
* * 


Ford 


Chrome plating on the 1960 Ford 
was improved by using as much as 
50 percent more chrome on elec- 
troplated zinc and steel] parts. The 
majority of the plated parts on 
Ford and Mercury are dual-nickel 
plated. 


* * * 


Chrysler Corp. 

Dual-nickel plating, first intro- 
duced on some components in 
1954, was finally extended to all 
exterior components on all Chrys- 
ler Corp. cars, expect for a few 
small items. According to tests in 
Detroit, Pittsburgh and Miami, 
the process should at least double 
the corrosion resistance, compar- 
ed with the previous process, 

* * * 


Pontiac 


All bumpers and bumper guards 
of the 1960 Pontiac are plated with 
a layer of copper and dual-nickel 
coatings. These are topped with an 
improved chrome which results in 
fewer pores in the plating and in- 
sures further corrosion protection. 

* * * 


Buick 


All Buick front bumpers were 
dual-nickel plated on the 1959 mod- 
els, Because of the high degree of 
corrosion resistance this process 
was extended to the rear bumpers 
also on the 1960 cars, In addition, 
all exterior body hardware (door 
handles, window channels, etc.) on 
the ’60 Buicks were plated with a 
dual layer of chromium, 

* * * 


Cadillac 
A substantial portion of the 
1960 Cadillac exterior plated parts 
are receiving a dual-nickel coat- 
ing, further improving the corro- 
sion resistance of Cadillac’s plat- 
ing. 
* * * 
Oldsmobile 
Beginning with the 1960 models, 
Oldsmobile is using duplex nickel 
on its grilles, hood emblems, grille 
extensions, backup light bezels and 


ess for the windup of its '59 pro-' front fender chrome, 


PARKOMAT SALES CO., INC. 
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A Financial ‘Flop’ Lives On... 
Cord Ranked with Best 


(Continued f 


Co. and several other companies, 
were divisions of Cord Corp.) 


“In 1933, within a month after I} 


had finished designing the car, my 
boss was named executive vice- 
president of Auburn and he took 
me along. This design just laid 


around for a while. My first job | 


there was to face-lift the ’34 Au- 


rom Page 17) 


| rough pencil] sketches. I’m not an 
artist, but I can do sculpturing. 
* * + 

“ys THOSE days, we didn’t need 
a lot of people. At Auburn, we 
had five people—myself, a drafts- 
man, two model builders and one 
artist who drew pictures of parts 
for the parts manual. We had no 


joining Duesenberg and Auburn for 
five years. On leaving, he ran the 
styling department for Budd Wheel 
Co. in Detroit, working largely on 
truck designs. Some free-lance 
work followed. 

After the war, during which he 
did aircraft engineering, 
joined Studebaker where he worked 
for Raymond Loewy, famed de- 
signer, and where he was for a time 
the boss of Virgil Exner, now styl- 
ing vice-president of Chrysler Corp. 

o * # 


Buehrig Joins Ford 


“J HAVE a lot of admiration for 
Raymond Loewy,” Buehrig 
said. “He really knows how to han- 


burn. The result was the 1935| paper work to speak of, and I don’t| dle creative people.” 


Auburn Speedster, which also was) 
and is a pretty well-liked car.” 


Auburn took a big gamble with| 
this car. It purchased a lot of new) 
tooling and introduced the new 
model in the fall of 1934. But the 
public, trying to recover from the} 
depression, did not accept the 
Speedster in sufficiently large num- 
bers. 

* * + 


VEN before the bad news was 

in, the Auburn management ap- 
parently had a hunch that the car 
would not sell. Buehrig was ordered 
to go ahead with his coffin-nosed 
design and to get it in shape for 
the 1936 Cord introduction. Auburn 
Co., without any help from Bueh- 
rig, had produced the front-drive 
L-29 Cord from 1929 to 1933. 

“We had the die models for the 
"36 Cord finished by December, 
1934. Then I got married and 
went on my honeymoon, and 
when I got back, they had scrap- 
ped the whole program. In June 
or July of 1935, they changed 
their minds and decided to go 
ahead with the project and to 
come out in the fall of the same 
year with the car. 

“We had 100 hand-built cars 
ready to show in the fall. But it was 
the following spring before produc- 
tion was started; we were seriously 
hurt by this six-month delay, I 
think. When production did begin, 
the cars overheated and we had 
a lot of transmission trouble.” 


Buehrig said that finally some 
really good cars were built, but the 
early ones had created such a bad 
reputation for the car’s engineering 
that it never recovered. He added 
that the public liked the looks of 
the car right from the start. As a 
result, Buehrig has always de- 
bunked the oft-made remark that 
“such and such a car was very good, 
but it was designed too far ahead 
of its time.” 

ao & * 


Second Cord Also Fails 

HE Cord “812” was introduced 

in the fall of 1936 but it also 
failed. This was the same car as 
the “810” except that supercharging 
was added. 

Asked what he had in mind 
when he designed the 1936-37 
Cords, Buehrig said, “I was 
merely seeking a natural solu- 
tion for what we wanted. It was 
a functional design and it was 
a fresh approach—not a copy. 
We didn’t have front-wheel-drive 
in mind at first.” 


When queried about how today’s 
automotive styling differs from that 
of 25-35 years ago, he said that 
things are considerably different 
and more complicated today. How- 
ever, he repeatedly emphasized that 
this is no reflection on the way 
styling is handled now. 

“Styling is sculpturing to me,” he 
said. “In designing the car in 1933 
that eventually became the coffin- 
nosed Cord, I made only two rather 


Herring Motors Acquires 
VW, Builds 12-Bay Shop 

UNIONTOWN, Pa.—World-Wide 
Automobiles Corp., Volkswagen im- 
porter, has awarded a franchise to 
Hering Motors. 

The firm has built a 12-bay shop 
under Volkswagen's patented three- 
point plan, according to R, W. 
Josenhanss, World-Wide general 
sales and marketing manager. 


M. H. BURY’'s 
newspaper advertising column 
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syndicated by 
A. Mi. Beitier + Advertising 
1912 Delancey Place, Phila. 3, Pa. 
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recall ever going to a meeting. Why, 
in one year at Duesenberg, I de- 
signed eight cars myself that were 
shown at the auto show.” 
Buehrig’s “checkered” career 
began in 1924 as an apprentice at 

Gotfredson Body Co. which made 

the bodies for Jewett, Peerless 

and Wills-St. Clair. Next, he held 
body engineering positions at 
Dietrich Co. and at Packard. 

In 1928, Buehrig was the fourth 
man hired by Harley Earl who was 
then setting up the General Motors 
Corp. styling department. He then 
worked briefly for Stutz, before 


In 1949, Buehrig joined Ford 
Motor Co. styling, where he work- 
ed on the first Ford hardtop (a 
1951 model) and on the first all- 
steel station wagons which even- 
tually became so popular. Later 
came a stint as the chief body 
engineer for the Mark II Conti- 
nental and a product planning 
assignment. 

Today, Buehrig works at Ford as 
a materials engineer. He’s part of 
an unusual and small group that 
is trying to find new ways of using 
plastics, 

He said, “We're striving for prod- 


Buehrig| _ 


Buehrig and Old 'Coffin-Nose’— 


Gordon M. Buehrig, designer of the celebrated “coffin-nose" Cord, climbs out of one 
of the two models of ihe car now on display at Greenfield Village, Dearborn. 


uct improvements and weight and| said, “You know, it gives you a 


cost reductions. We're finding all 
kinds of new applications. One of 
the first is the plastic seat side 
shields on the current models. I 
believe we’re the only free-lance 
group like this in the industry.” 
Summing up his career, Buehrig 


lot of satisfaction to know that peo- 
ple will spend money to restore 
something that you did years ago. 
And it’s rather touching that once 
a@ year all these Cords return to 
Auburn, Ind., where they were built 
a quarter of a century ago.” 
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with the top engineers at each 
firm, 
& oe * 

To principal message of the 

Union Carbide engineers is that 
their antifreeze and approximately 
50 percent of all antifreezes sold is 
quite suitable for aluminum blocks, 
although the remaining 50 percent 
probably is unsuitable to some ex- 
tent. 


According to these engineers, the 
unsatisfactory antifreezes are gen- 
erally those using “borax” rust in- 
hibitors. Borax is a colloquial name 
for sodium borate and some other 
similar chemicals. 

While asserting that borax is 
better than no rust inhibitor in 
an aluminum engine antifreeze, 
they said it isn’t nearly as com- 
patible as other rust inhibitors, 
particularly the calcium borate 
and the five mineral oils used in 
the Union Carbide product. 

The problem of developing an 
antifreeze that is simultaneously 
suitable for both iron and alumi- 





num engines is an extremely deli- 
cate one because of the diametric- 
ally opposed natures of the two 
metals. For instance, oxygen causes 
iron to rust while oxygen retards 
the oxidization of aluminum, 

* + + 


80% of Rust Inhibited 

RIVATELY, a Union Carbide 

official conceded that the best 
antifreeze rust inhibitors probably 
will only inhibit about 80 percent 
of the potential rust in an alumi- 
num engine, compared to about 95 
percent of the potential rust in a 
grey iron engine, Of course, 100 
percent rust inhibition is not eco- 
nomically feasible with either 
metal. 


A major objection of Union Car- 
bide engineers is that automotive 
engineers have only used “glass- 
ware” tests in criticizing the com- 
patibility of the antifreezes and 
aluminum, The antifreeze engineers 
said that these tests (whereby cor- 
rosion of metal specimens im- 
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mersed in glass beakers of various 
antifreezes are measured) are not 


adequate. 

They said that their company 
uses a three-step testing pro- 
gram, for evaluating antifreezes, 
consisting of a preliminary glass- 
ware test for quick screening « 


were driven almost two. million 
miles. 


Charles H. Sweatt, automotive 
technical manager for Union Car- 
bide Consumer Products Co., said 
that his company began working 
with aluminum in the early ’30s 
because of the abundance of alu- 
minum components — particularly 
engine heads—that were standard 
or optional on engines even in 
those days. 

* 
“We FELT from the start that 
aluminum was a good cooling 
system metal,” he said. “During the 
1940s we worked extensively with 
Alcoa on aluminum cylinder heads. 
Our study and efforts to have an 
antifreeze suitable for aluminum 
continued through the years, In re- 
cent years, we’ve been working on 
the latest aluminum radiators.” 
After years of research and de- 





Corrosion Test— 


A small all-cluminum engine measures 
corrosion protection of an antifreeze at 
the Union Carbide laboratory in Tonawan- 
da, N. Y. Cast iron engines of identical 
configuration serve as a basis for com- 
parison. 

* 


velopment at the company’s labora- 
tories in Tonawanda and Parma, 
O., the formula for Prestone anti- 
freeze was changed in 1947 “partly 
to provide more aluminum protec- 
tion.” 

A contingent of company engi- 
neers went to Canada at that 
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time to test the new formula on 

Canadian Ford’s Monarch, the 
only North American car then 
with an aluminum head. 

Sweatt said that aluminum en- 
gines have to be protected against 
these three basic types of corro- 
sion: 

1. Galvanic ¢orrosion, caused by 
dissimilar metals that set up an 
electrolytic cell. 


Dead Spaces Eliminated 


WoO. Crevice corrosion which 

occurs in engine areas where 
there is little flow of coolant, caus- 
ing the areas to be starved for 
oxygen. It’s best to “design out” 
these areas by eliminating dead 
spaces, developing a smooth flow 
engine and providing adequate 
drain cocks. 

3. Cavitation corrosion which is 
caused by vibration from the power 
stroke, causing the protective coat- 
ing on the aluminum water jacket 
to dissipate. 

This work has been done with 
small aluminum engines, with 
grey iron engine blocks which 
have aluminum compon- 
ents and with a Big Three alumi- 
num engine which they declined 
to discuss or show because of a 
“gentleman’s agreement.” 

During the past three years the 
company has conducted an acceler- 
ated study program to determine 
the performance of Prestone and 
competitive antifreezes with the 
newer aluminum alloys and with 
the more advanced casting tech- 
niques, particularly die casting. 


* * * 


| hd GENERAL, Sweatt said the 
nonborax inhibitors performed 
very well with the new alloys and 
processes, although the high-sili- 
cone alloys were slightly more 
prone to corrosion than other al- 
loys. Also, the larger the amount 
of copper in an aluminum alloy, 
the more difficult it is to inhibit 
because aluminum and copper are 
a particularly troublesome galvanic 
couple. 

The engineers found it more dif- 
ficult to prevent corrosion in an 
aluminum radiator than in an alu- 
minum engine, In current power 
plants, the engine is the tougher 
problem, The reason for this situa- 
tion is that there is more oxygen 
available around a heat-rejecting 
unit (such as a block) than there 
is around a heat-accepting unit 
(such as a radiator). 


Their studies showed that the 


plugged 

tions in the engine coming much 
later. 

According to the Union Carbide 
engineers, the arrival of the alumi- 
num engines on the automotive 
scene will result in (1) a change 
in the composition of many anti- 
freezes to eliminate the borax, (2) a 
change in U. S. Government specifi- 
cations on aluminum antifreezes 
for military vehicles and (3) the 
much wider use of rust inhibitors 
during the summer when pure 
water is used for cooling. 
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t’s a Possibility, Says NSU President... 





Wankel Engine in U. S. Car by °65? 


for tappets, and that Wankel event- seals between the cylinder wall and 


(Continued from Page 17) 


done because it hasn’t been 
done.” 

However, he said the Wankel en- 
gine has been much more enthusi- 
astically accepted by European en- 
gineers, He said the “tide was 
turned” in Europe after a seminar 
was held for 2,000 engineers in 
Munich, Germany, which he de- 
scribed as the most important 
meeting of European engineers 
since 1900 when Rudolph Diesel 
introduced his famed engine. 

Informed sources also have ad- 
mitted that the debut of the Wan- 
kel engine here was marred by the 
timing of its announcement, which 
came shortly before Curtiss-Wright 
made an unfavorable financial re- 
port. 

When asked how NSU happened 
to become associated with this en- 
gine, von Heydekampf asserted 
that his engineers wanted to use 
Felix Wankel’s experience on slid- 
ing valves that eliminate the need 











ually told them about this engine 
that he had been working on for 
30 years. 
* + ae 

2 Big Problems Solved 

E SAID Wankel had solved two 

major problems that had 
stumped engineers for 80 years. 
These were a new form of motion 
for the piston and the matter of 


Howell Electric Motors 


Buys Diehl Flat-Type Line 

HOWELL, Mich—Howell Electric 
Motorg Co. hag acquired the flat- 
type motor line of Diehl Mfg. Co., 
according to Chester Bland, Howell 
chairman. 

Purchase price includes tooling, 
machinery and design used in the 
motor’s manufacture, Bland said. 
He added that Howell plans to pro- 
duce the Diehl line at its Leland 
Ohio Electric division plant in 


Dayton, 


There have been many elastomers developed since 
the first commercial ton of Butyl was used in 1943, 
but no other rubber, synthetic or natural, offers so 
many outstanding properties for so many appli- 


cations. 


Plant expansion plans announced recently will 


VERSATILE ENJAY BUTYL’S OUTSTANDING PROPERTIES MAKE IT 
SUPERIOR TO OTHER RUBBERS FOR MANY APPLICATIONS. SOME ADVANTAGES: 


WHAT’S NEWS IN RUBBER 


ENJAY DELIVERS 
1,000,000" 


LONG TON OF BUTYL! 


PRODUCTION FACILITIES INCREASED TO 
MEET CONSTANTLY GROWING DEMAND 


increase butyl production capacity some 50 percent 
by 1961 and, at today’s rate of consumption, the 
two million-ton mark will be reached within the 
next six or seven years. Two new additions to 
the buty] product line, Chlorobuty] and Buty] Latex, 
will soon be available in commercial quantities. 


the rotating piston. 

Pressure-backed wiper blades 
solved the seal problem, This is 
somewhat similar to the job done 
by piston rings in conventional 
engines, von Heydekampf added. 

The question that most U. S. en- 
gineers ask about the engine is: 
“How do you keep that rapidly 
rotating piston from getting too 
hot?” Von Heydekampf said this 
was accomplished by circulating oil 
through the rotor shaft and into 
the rotor. The oil acts as both a 
coolant and a lubricant. 

In response to other questions, 
von Heydekampf commented: 

1. No special metals are needed 
for this engine; components can be 
made of aluminum, iron or steel, 
depending on how much import- 
ance is attached to cost, weight, 
etc, 

2. The basic principles of the 
engine are sufficiently proven for 
all engines up to 500 horsepower. 
However, development of the Wan- 
kel engine, like that of the two- 








@ WITHSTANDS EXPOSURE TO SUN AND 





line for NSU, although it’s possible 
that the engine may become more 
important than the company’s main 
line—cars. 
* * * 

A about the working ar- 

rangement between NSU and 
Curtiss-Wright, von Heydekampf 
said “Curtiss-Wright was licensed 
by us 18 months ago. But there is 
no duplicating efforts—each com- 
pany is allotted certain engine 
sizes. 

“But we consider the United 
States market to be such a huge 
field for this engine, that there 
should be separate designs, Of 
course, we wouldn’t supply the 
United States with engines from 
Germany.” 

It’s understood that under the 


Milestone Compressor— 
J. H. Walters, factory manager, and|NSU-Curtiss-Wright agreement, 
R. S. Wetzel, sales manager, Bendix-| Curtiss-Wright will license United 


States firms which want the engine. 
However, NSU must approve each 
American licensee, NSU also has 
the right to import cars with this 
engine into the United States. 

Concluding his remarks, von 
Heydekampf said, “We've had this 
engine for several years now, We 
took two years just to make sure 
stroke engine, will go on for years,|4¢ the patent situation and to ask 
through the improvement of mate-| th. wise guys: ‘Where are the weak 
rials, cooling and other things. | spots? Naturally, there were some 

3. This engine is currently a side-| and we're taking care of them. 

“We're not pressed for time and 
we’re determined not to come out 
with this engine until it’s thorough- 
ly ‘debugged,’” he said, “That’s 
why we’re taking our time.” 

One thing is quite certain, If the 
contracts between NSU and the two 
top European companies are made 
as predicted, the cloud of skepti- 
cism that has surrounded the Wan- 
kel engine since it was introduced 
last year will be pretty thoroughly 
dissipated. 


Chrysler Aide 
Explains Hike 


In Aluminum Use 


CLEVELAND.—The average 
amount of aluminum found in 1960 
Chrysler Corp. cars, almost 65 
pounds in 52 parts, replaces 250 
pounds of iron and steel, according 
to M. F. Garwood, chief engineer 
of Chrysler Engineering Division’s 
materials laboratories. 

He told the Cleveland district of 
the American Society for Testing 
Materials that the major reason for 
the increase in aluminum usage 
from nine pounds in 1947 to the 
present-day average was to reduce 
car weights, increase performance 
and reduce costs. 

As an example of weight-saving, 
Garwood said if iron were used in 
the present transmission case and 
converter housing, instead of the 
diecast aluminum alloy, it would 
weigh 90 pounds instead of 21. 

The chain case cover, once cast 
iron weighing more than 12 pounds, 
now is cast from aluminum and 
weighs only four pounds, he said. 

Dealing with other automotive 
materials, Garwood said one of the 
newer applications is the use of 
synthetic organic-high polymers. 
These embrace rubber, plastics and 
fibres for textiles. Plastics especi- 
ally are increasing in use, he said. 


Timken Cleared 
A Second Time 


WASHINGTON.—For the second 
time, a Federal Trade Commission 
hearing examiner has issued an 
order which would dismiss charges 
that Timken Roller Bearing Co., 
Canton, O., illegally requires its 
distributors and jobbers not to han- 
dle competitive products in the 
replacement field. 


Westinghouse Automotive Air Brake Co., 
Elyria, O., were on hand to observe the 
2,200,000th air compressor as it came off 
the production line. The firm built its first 
compressor in 1923 and its steadily in- 
creasing sales have paralleled the growth 
of the truck and bus industries. 










@ IS IMPERMEABLE TO GASES 
... used in virtually all rubber 


air-holding applications 


@ RESISTS TEAR AND ABRASION 
... used in the new and revolu- 


tionary all-buty] tire. 


WEATHER ... used in irrigation pipe 
and roof coatings. 

Want to find out fast, how versa- 
tile Butyl can improve your 
product? Call or write the nearest 
Enjay office. 


@ HAS WIDE RANGE OF DYNAMIC PROPERTIES 
... used in over 100 applications 
on the modern automobile 


@ STANDS UP AT HIGH TEMPERATURE 
... used in steam hose and tire 
curing bladders 
@ DISPLAYS OUTSTANDING CHEMICAL 


@ HAS EXCELLENT ELECTRICAL PROPERTIES RESISTANCE ... used for the storage 


... used in high voltage cable and shipment of many chemical 
insulation and commodity products 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 
ENJAY COMPANY, INC. 

15 West 51st Street, New York 19, N.Y. 

Akron + Boston + Charlotte + Chicago + Detroit + Los Angeles + New Orleans + Tulsa » Toronto 





This is not a final] FTC decision, 
and may be appealed, stayed, or 
docketed for review. 

In his first initial decision, Ex- 
aminer William L. Pack granted 
Timken’s motion to dismiss for fail- 
ure of proof, The commission later, 
on appeal, reversed the examiner’s 
ruling that a prima facie case had 
not been established and remanded 
the case to him for further pro- 
ceedings. After receipt of additional 
evidence, the examiner again held 
that the record wholly fails to es- 
tablish that Timken has an exclu- 
sive dealing policy. 


Reedsport (Borgward ) 
REEDSPORT, Ore.—The Reeds- 
port Garage has been named Borg- 
ward dealer. 


Aeeaaw =~ ws 
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ng Briefs 





GRAND RAPIDS, Mich.—New 
markets are developing for grind- 
ing wheels capable of handling to- 
day’s exotic new materials, George 
P. Burns, vice-president of Van 
Norman Machine Co., told wheel 
manufacturers and representatives 
recently. 

Speaking at a meeting of the 
Western Michigan chapter of the 
American Society for Abrasives, he 
urged manufacturers to start re- 
search and development programs 
which will help open the new mar- 
kets. 

* * * 


Auto Products Division 


Expanded by Ruberoid 


NEW YORK.—Ruberoid Co. an- 
nounced that it has launched a 
major expansion program in its 
Automotive Products Division, 

Henry B. Hutten, automotive di- 
vision manager, revealed that ad- 
ditional equipment is being install- 
ed in the company’s Joliet (IIl.) 
plant and that a new finished prod- 
uct warehouse will be constructed 
at Joliet. 

* * * 
Climax Offices United 

NEW YORK.—American Metal 
Climax, Inc., has consolidated its) 
corporate and divisional offices at 


1270 Avenue of the Americas, 
* oa + 


Mather Spring Acquires 
Michigan Plastics Concern 

TOLEDO. — Mather Spring Co. 
has acquired Lus-Trus Corp., Ypsil- 
anti, Mich., as a part of its diversi- 
fication program, according to 
H. T. Mather, president, 

Since the founding of Lus-Trus 
in 1946, it has specialized in the} 
extrusion of thermoplastics, Mather | 
said. The primary products of the} 
company are Plastic sheets, shapes, | 
tubes and monofilaments, 

* od * 


Chrysler Engineering Cited | 

DETROIT.—The National Safety 
Council has presented its Award 
of Honor to Chrysler Corp.’s Engi- | 
neering Division for operating 
4,275,116 man-hours without a dis- 
abling injury. : | 





Dual Latches Keep Hood 


Firmly Locked, Olds Says 


LANSING.—Double safety stand-| 
ards used by Oldsmobile on all its 
new cars assure that the hood 
won't suddenly flip up to block the | 
driver’s vision, a division spokes- | 
man said. 

Dual latches keep the hood lock- 
ed firmly in the closed position, he 
said, These dual latches also pre- 
vent hood “flutter,” a frequent re- 
sult of the single-locking devices, | 
he added. 


+ * * 


Fast Welding of Cast Iron 


Claimed for New Process 

FLUSHING, N. Y.—A three-step 
process, said to arc-weld cast iron 
in as little as one-tenth the time 
required by conventional methods, 
has been revealed by Eutectic 
Welding Alloys Corp, The process, 
called “QuenchWeld,” is based on a 
new electrode which provides de- 
posits that can be quenched with- 
out danger of cracking, the firm 
said, 

Time-consuming slow cooling be- 
tween welding passes and preheat- 
ing are eliminated, the firm added. 
Peening igs not required in most 
cases. 

+ * * 


Goodyear to Expand Plant 


AKRON.—A $2.5 million facility 
for the expansion, of “3-T” tire fab- 
ric production at Goodyear Tire & 
Rubber Co.’s Cartersville (Ga.) 
plant has been announced by Sam 
DuPree, production vice-president. 
It will be in operation early next 
year, he said. 

+ . . 


New GM Test Road Has 


All Types of Surfaces 

MILFORD, Mich. — A four-mile 
ride and handling loop, consisting 
of assorted road surfaces, two built- 
in railway crossings and an em- 
bedded wire for automotive guid- 
ance experiments, is now in service 
at the General Motors Proving 
Ground. 

Proving Grounds Director Louis 








C, Lundstrom said private highway 
design avoids all types of roadside 
hazards for a distance 100 feet ei- 
ther side of the pavement, The loop 
includes sections of virtually every 
type of standard road surface—con- 
crete, asphalt, sealcoat, etc., in vir- 
tually every condition of wear, he 
said. 
* oa * 


Autolite, Allis-Chalmers 
Chosen for Atomic Project 


TOLEDO. — Electric Autolite Co. 
and Allis-Chalmers Mfg. Co.’s Nu- 
clear Power Department—W as h- 
ington have been selected by the 
United States Atomic Energy Com- 
mission to work on a fuel-cycle de- 
velopment program, according to 
Robert H, Davies, Autolite presi- 
dent. 

The program will be under the 
direction of Dr. William J, O’Leary, 
head of the Allis-Chalmers NPD-W 
fuel section, Davies said, and is de- 
signed to develop and demonstrate 





an extrusion process for the fabri- 
cation of ceramic fuel bodies. The 
fuel bodies are intended for use in 
nuclear reactor plants and are ex- 
pected to offer substantial cost 
advantages over fuel now being 


used, he said. 
* * * 
New Rubber Output Eyed 
CLEVELAND. — Goodrich-Gulf 


Chemicals, Inc., announced that ad- 
vanced engineering work is under 
way toward the commercial produc- 
tion of two new synthetic rubbers 
—Ameripol SN rubber (polyiso- 
prene) and Ameripol CB (cis-poly- 
butadiene) rubber. It is anticipated 
that they would be produced in the 
same plant, and the company hopes 


the plant will be in operation by 


late 1961. 


* * + 


Army Rates Diesei Tops 





WASHINGTON —The Army| !/BM's RAMAC Goes fo sate: 


Transportation Corps has reported 
superior performance of a multi- 
fueled diesel truck engine, burning 
anything from Army gasoline to 
kerosene or marine diesel fuel, in 
competition with a standard gaso- 
line engine. 


Racing Driver Louis Comito, Centerport, N. Y., checks test report printed by the 
IBM RAMAC 305 data processing system installed to score the 12-hour sports car 
endurance race at Sebring, Fla. The unit made it possible for drivers, pit crews and 
spectators to know the official standings of all cars in all classes while the race was 
still in progress. RAMAC computed and printed out complete race standings of the 
65 cars and drivers in minutes, compared with the hours of involved manual calcula- 
tions required in past races. 





IN BUFFALO Car Dealers Start the 
Day Right...in the Morning 


Buffalo’s franchised car dealers know where their advertising produces 


For Total Selling in this Great Market 


the best results. They ran 51% of their 1959 new and used car daily 


linage in the Morning Courier-Express —61.5% when Sundays are 


included. 


Other classifications also testify to the in-the-morning selling power 
of the Courier-Express. Men’s stores, for example, placed 72.5% of 
their daily linage in this influential paper. The figure for women’s 


stores was 66.9%. 


You, too, will find the Courier-Express your most productive Buffalo 
newspaper. It’s a must to insure your full share of this great metro- 


politan market. 


TWO WAYS TO SELL WESTERN NEW YORK 


Buffalo 
Courier- 
Express 


FOR MORE ADVERTISING FOR YOUR DOLLAR concentrated 


on those with more money to spend use the Morning Courier-Express 


to reach Western New York’s top 160,000 households. 


FOR SATURATION use the Sunday Courier-Express, the state’s 
largest newspaper outside of Manhattan, to blanket the 489,103 families 


in Buffalo and the eight surrounding counties. 


Western New York's Greatest Newspaper 


ROP COLOR 7 DAYS 


Representatives: Scolaro, Meeker & Scott 
Pacific Coast: Doyle & Hawley 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 184 OF A SERIES 


to Streak 
Straight 


to America 
Heart! 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Gow 


MOTOR COMPANY 





Love at first sight. There’s no other way to describe public reaction all over the country to this bright 
new star of the compact cars. Plainly, America has taken the Comet to its heart. 


Surprised? Not we. Our whole purpose in building the Comet was to introduce a car that perfectly 
expressed what so many buyers have said they want: a trim and truly efficient compact automobile 
that still offers beauty, comfort and convenience in the classic American tradition. 


Take Comet styling, for example. Note the beautiful proportions. The Comet has long, flowing lines 
¢ with an unmistakable fine-car flair. 


Look at the size. Comet offers full 6-passenger comfort. A surprising 26 cubic feet of luggage space. 
And Comet sedans have a 114-inch wheelbase — longer than the average compact — providing a 


smooth, road-hugging ride. 


eae 


There’s more, of course, that distinguishes the Comet. Economy that provides up to 28 miles per 
gallon on regular gasoline. Fine-car features like dual headlights and costly interior fabrics and 


5 appointments. Arm rests, foam rubber seats, door-operated dome lights — even cigarette lighters — 
d * yet Comet is priced with or below other compact cars! 
All this is Comet . . . the latest expression of Ford Motor Company leadership . . . and the 


car we freely predict will make the Comet franchise one of the most valuable and rewarding 


in the industry! 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars! 





5 NEW 1960 COMET SEDANS AND STATION WAGONS AVAILABLE IN 2- AND 4-DOOR MODELS 
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The Man Behind the Wheel 





Sales Testing the Comet 


There is plenty of vision in all di- 
rections, and seating is high to 
keep one from feeling as though 
ensconced in a mobile bathtub. 

In spite of the 114-inch wheel- 
base, this is still a small car. It 
handles easily and quickly. Parking 
is easy, as finned rear fenders and 
gunsights on front fenders provide 
aiming points. 


* * * 


Acceleration Sluggish 


HE Automotive News test car 

was equipped with an automatic 
transmission. The quadrant, of en- 
graved plastic across the top of 
the steering column, was easy to 
see in the daytime and impossible 
to figure out at night. There is no 
light on the unit and nothing on 
the dashboard to silhouette it. 

The two-speed automatic works 
well and has a usable kick-down 
below 35 miles an hour. The test 
car had a 3.56 to 1 rear-axle ratio 
which created the impression of 
constantly running in second gear. 

The shift pattern was fair and 
the transmission appeared to 
lock up solidly. A negative mark 
for the automatic was lack of 
compression in going downhill. 
Shifting to low range seemed to 
do little about slowing the car. 

Comet acceleration is something 
less than satisfactory for a car of 
this size. Using Falcon’s 90-horse- 
power engine in a car which is 14 


Car Tested: 
COMET 


Body Type: Two-door sedan, 
Basic Price: $1,998. 

Engine: OHV-Six. 
Carburetion: Single - throat 


downdraft. 

Displacement: 1443 cubic 
inches. 
Bore & Stroke: 3.50 by 2.50 


inches. 

Compression Ratio: 8.7 to 1. 
Horsepower: 90 at 4,200 RPM. 
Horsepower Per Cubic Inch: 


138 pounds feet at 


Running Weight: 2,561 pounds 
without driver. 
Power-Weight Ratio: 28 
pounds per horsepower. 
Brake-Weight Ratio: 22.4 
pee Per square inch of lin- 


Transmission: Three-s peed 

manual or Two-speed automatic. 

eee Singioudsy. plate, 8%- 
h diameter. 


aE ere Ratio: 3.56. 
Steering: Five turns, lock-to- 


Dimensions: Overall len g th: 
194.9 inches. Width: 70.4 inches. 
Height: 54.5 inches. Wheelbase: 
114 inches, Tread: 55 inches. 

Suspension: Front: Independ- 
ent, coil springs, Rear: Semi- 


Eprror’s Nore: This is another 
in a series of reports on the sell- 
ing features of American cars. 


ay William Carrell 
West Coast Editor 


by ghybeysd hat in the compact ring 
is Lincoln-Mercury’s Comet. 
Based on Falcon, the Comet is 4.5 
inches longer, plushly trimmed and 
considerably upstyled in comparison 
with Ford’s initial compact effort. 

Lincoln-Mercury’s conservative 
approach created a transportation 
package that could well be THE 
top selling car if maintained in 
its price class with equipment 
and trim offered on the current 













package. 

Comets sparkle as two- and four- 
door sedans and as two- and four- 
door station wagons. Standard 
equipment includes Mercury-t y pe 
windshield wipers which do a won- 
derful job of cleaning large areas 
of glass, plus well-trimmed interiors 
which separate it from other com- 








































pacts. 

Comet doors are: wide and high, 
though the dropped floor (about 
four inches) troubles women with 
high heels or in a hurry. 

+ * * 


Doors Have Kick Panels 


'OMET doors have a three-inch 
strip of painted metal across 
the bottom to reduce damage from 
careless passengers kicking fabric- 
trimmed door panels. With the 
“Fashion Group Trim,” (extra cost 
option) there is carpeting in sedans 
and bright metal around the win- 
dows. 
Door locks ure pushbuttons at the 
* * 


































































Six-Cylinder Power— 


The Comet engine is an overhead-valve, 
six-cylinder unit that displaces 144.3 cubic 
inches and develops 90 horsepower. Sales- 
Tester William Carroll averaged 20.3 miles 
per gallon for 300 miles of city driving. 





rear of the door, pleated and trim- 
med vinyl or tweed bodycloth up- 
holstery is added to a well-padded 
headlining which absorbs interior 
noise. 

One Comet feature that many 
cars could use is clips at the end 
of sun visors to keep them from 









sling. elliptic leaf. 
Instruments are well at hand 
with lights watching oil and gen- Shstion Wenen, tubeless (6.50 on 











erator and gauges for fuel and 
temperature. Speedometer mileage 
recording dials are buried behind 

a tiny slot and difficult to see. 
Most pushbuttons or pullbuttons 
are labelled on the dash panel, ex- 
cept the choke which is marked on 
the shaft bezel. 
* 


Gas Mileage: City, 20.3 MPG. 

Accessories: Automatic trans- 
mission, radio, heater, white- 
walls, deluxe trim group, tinted 
windshield, wheel covers, 






Defroster Excellent 


OST drivers of the AUTOMOTIVE 

News Comet found it difficult 
figuring out how to work the heater. 
None found cold-air inlets, which 
are hinged doors underneath the 
dash on both sides. An ashtray in 
the center of the car is convenient 
as are arm-rest trays for rear seat 
passengers. 

Bless someone's heart, deflector 
vents for the defroster do a won- 
derful job of clearing the entire 
windshield in a hurry when the 
two-speed heater fan is turned on 
full blast. The glove compartment 
is on the small side, suitable for 
about two pairs of gloves. 

a Comet is quick once 
you discover the unlabelled but- 
ton is a choke. It can be adjusted 
to maintain engine speed when 
the engine is cold. The ignition 
key lock acts as a starter. 

Town driving a Comet is pleasant. 






















with unit-type body construction, 


trol to their satisfaction. 


No Drift on Curves 


somewhat choppy. Most drivers of 


convinced they would not want to 
drive it across the country. 


it ig nice for traffic, it would be 
something less than comfortable 
transportation for two or three 
weeks behind the wheel. 


bounces as do most stiffly sprung 
compact cars, and road noise be- 
comes a serious factor. Rough road 











Spacious Trunk— 


feet of trunk space, and it is lined with 
soft matting to prevent damaged luggage. 
The trunk is so shaped that almost every 
inch of its capacity is usable. 

ao: ee 


Comet—Newest of the Compacts— 


“Stylish, comfortable and easy to handle" were the comments of William Carroll, 
West coast editor, who sales-tested the Comet for Automotive News. 


inches longer and 200 pounds heav- 
ier makes for sluggish transporta- 
tion. 

If there is any serious defect to 
a Comet, it is lack of performance 
which could be expected from a car 
of this quality. Though flooring the 
throttle will keep up with traffic, 
there is so much noise passengers 
feel the car is flying—when it is 
only doing 30 or 35 miles an hour. 

* * 


Handles Well at 65 


Noe driving in a Comet is 
rather pleasant. This car is long 
enough to handle well and heavy 
enough to feel safe at moderate 
speeds on freeways to 65 miles an 
hour. 

However, reaching to the 75 and 
80 bracket, the car begins to get 
light and there is a feeling of skit- 
tishness that is not pleasant. 

Noise level is high, and most of 

it appears to come from the 
engine and road. Wind noise 
around vent panes is considerable 
at high le 

Considering the amount of sound 
control material in the car, it is 
surprising it is so noisy. However, 
this is one problem often found 




















and it may well be that Comet engi- 
neers have not achieved sound con- 









HE Comet’s ride in average driv- 
ing could be considered stiff and 










the Automotive News test car were 












Their feeling was that although 







By virtue of stiff suspension, 
the Comet is an easy handling 
car on curving roads. There is 
little tendency to drift or get out 
of control. Steering-wheel size 
felt safe and comfortable to all 
first-time drivers. 


On rough roads, the Comet 































Comet's trunk has more than 26 cubic 
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Interior View— 


Comet instruments are nicely grouped, 
and all controls except the choke are 
labelled on the dash panel. The interior 
is tastefully trimmed, and there is a three- 
inch metal strip along the bottom of the 
door to protect the fabric. 

+. . co 
control is good. The car feels solid. 
For a car its size, it is not as com- 
fortable as others. 

Driving the automatic-transmis- 
sion Comet on hills certainly proves 
the worth of an automatic. As the 
car slowed, the torque converter 
took hold and let the engine develop 
more power. 

When passing was necessary, a 
kick-down pulled in low range, and 
we'd sail around traffic with ease. 
Highway use of brakes found them 
satisfactory. There was no swerve, 
sway or loss of control. 

* * * 


Spacious, Padded Trunk 


FUEL economy of the Comet was 
fair, considering size, the auto- 
matic transmission, and 3.56 rear- 
axle ratio. In over 300 miles of city 
driving, the Automotive News car 
averaged 20.3 miles per gallon. 

Any discussion of what’s under 
the hood would merely be repeti- 
tious. The underhood package is 
almost identical to Falcon. The only 
major departure is that the rocker 
box cover and air cleaner are paint- 
ed yellow in the Comet, and blue 
in the Falcon. 

The trunk is probably Comet’s 
major specification advantage — 
over 26 cubic feet of luggage 
space with soft matting to pre- 
vent damaged luggage. 

There are a few bits to the Comet 


which are worthwhile considering 
when selling it, Initially, this is a 
noisy car and would be best demon- 
strated on quiet pavement with a 
minimum of bumps or corrugations. 

Secondly, it is not a powerful car. 
Shoppers with lead feet should be 
discouraged from considering a 
Comet as able to live up to its 
name. Nor is it a car for exhausting 


cross-country trips. 
~ * + 


Stylish and Comfortable 


ee ONATELE, on the plus side, 
there are many things about the 
Comet that make sense. It is com- 
petitively priced to stand and do 
battle with every compact on the 
market. 

It is a comfortable car to sit in 
and a comfortable car to handle. It 
is stylish with fins and gunsights 
and little tricks which go to make 
a car modern. 

An excellent feature is the 
trunk which is so shaped that al- 
most every inch of its capacity is 
usable. Shoppers seeing the Comet 
for the first time are reported 
more impressed by trunk size and 
clever styling than by any other 
feature. 

Interior trim is appealing, and 
evidences of quality can be found 
without too much trouble. This car 
has been built to be serviced and 
repaired inexpensively. 

Take a look at the instrument 
panel. On most cars instruments 
are notoriously difficult to remove 
and replace, On the Comet, five 
screws are removed to expose every 
instrument on the panel. 

* * * 


‘Housewife’s Car’ 


gear the heating and ventilating 
system is figured out, it can be 
demonstrated to advantage. It pro- 
duces quite a blast of warm air, 
with the temperature control being 
in command all the time. 

If anything describes a Comet, 
it is to call it a “housewife’s car.” 

This is advantageous transporta- 
tion. Styling, usefulness and quality 
interior trim, make it the type of 
car most any wife would be proud 
to own. 

There is room for passengers, for 
kids and for shopping, plus 20 miles 
per gallon in hard city driving. Not 
to be sneezed at in this day and 
age of 35-cent gasoline. 


After 60 Years of Dealing, _ 


It’s Still ‘Grow 


MILLBURY, Mass. — A graphic 
portrait of the growth of an auto- 
mobile dealership is demonstrated 
by Ballard Motor Sales (Chrysler- 
Plymouth-Valiant), which started 
as a blacksmith shop here shortly 
after the turn of the century. 

Harold Ballard, present owner 
and president of the Plymouth 
Dealers Assn. of Worcester County, 
cut his teeth in the automobile busi- 
ness as his father’s helper. 

Ballard’s father was a blacksmith 
and carriage maker by trade. With 
the birth of the automobile, black- 
smith work slowly gave way to 
automobile repairs. Repair of 
springs, leaves, and axles plus body 
work slowly moved Ballard out of 
the carriage trade and into the more 
lucrative auto repair field. 

Ballard’s Garage was the first 
automobile repair shop between 
Worcester and Blackstone, Mass., 
a distance of more than 40 miles. 
Each year more and more automo- 
biles were put on the road and busi- 
ness boomed. 

Then, as now, there was always 
the question of expansion. The Bal- 
lard’s did—and have continued to 
expand through the years. 

“One thing I like about this busi- 
ness is that you can’t stand still— 
you're continually planning for the 
future. It’s forced on you,” Ballard 
contends. 

The Ballards moved into the sales 
end of the business before World 
War I, when cars were delivered 
to the dealer without windshields. 
Dealers would attach this equip- 
ment plus all other accessories re- 
quested by the customer, including 
acetylene gas lights and even bump- 


ers. 

Ballard Motor Sales became a 
Chrysler dealership in 1928. In 1948, 
Plymouth was added to the Chrys- 
ler line. 

Asked if he’d do it all over again, 
Ballard retorted, “I sure would, 
This has been a very good business 


or Die’ 


through the years. We have no re- 
grets.” 

To the question: “What made 
your business successful?” Ballard 
replied—“Honest sales and service, 
plus hard work.” 

The Ballard property measured 
75 by 60 feet when it first became 
an automobile dealership. Today, 
the firm boasts a 350-foot frontage 
by 200-foot depth. 

The firm employed three mechan- 
ics in 1922, seven in 1934, and three 
service shifts during 1941-44, the 
war years. Today, 10 mechanics 
keep Ballard customers happy. 
About 50 percent of Ballard’s sales 
is repeat business. 


Dealers’ Sales 
Top 1959 Pace 
By 9 Percent 


WASHINGTON. — New-car deal- 
ers’ sales in February totalled $2,659 
million, up 3 percent from the Janu- 
ary figure and 9 percent above the 
total for February of last year, the 
Commerce Department reported. 

Total retail sales in the United 
States in February amounted to 
$15,834 million, off 3 percent from 
January but a gain of 6 percent 
over the previous February. 

February volume of tire, battery 
and accessory dealers was $165 mil- 
lion, 2 percent above the previous 
month and 9 percent above the 
total for February, 1959. 

Service-station sales in February 
totalled $1,289 million, a decline of 
5 percent from January but a gain 
of 8 percent from the February, 
1959, total. 

February sales of automotive 
wholesalers were $502 million, up 
11 percent from January and a gain 
of 18 percent from February of last 
year. 








New Yorkers do everything other people do. Only more 
so. For example, they buy more cars than the people 
in any other market. And you can sell them more cars 


by using more space more often in The New York Times 


... first in New York in automotive advertising 
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FOUR-WAY TOOL —A four-way pocket 
tool has been introduced by Xcelite, Inc., 


Orchard Park, N. Y. The tool, model 600, is 
said to fit a variety of nuts, bolts and 
screws (including Parker-Kalons). The plas- 
tic handle features a 4-inch socket at one 
end with a 7/16-inch socket at the opposite 
end for driving hex nuts, bolts, and screws. 
The double-end biade is inserted in the 
7/\6-inch socket to convert the tool to 
either a 3/16-inch slotted or a No. 1 
Phillips screwdriver. 





TRANSMISSION JACK—A Wilson Trans- 
Draulic Transmission Jack has been an- 
nounced by K. R. Wilson, Inc., Arcade, 
N. Y. This high-lift jack is equipped with 
a universal adapter that is adjustable to 
fit all transmissions from compacts to 
pickup trucks for removing and lowering 
to repair or inspect and raising and hold- 
ing in place while bolting into drive train. 
This one-man operated jack has a lift 
range from 7% inches to 25% inches. 
Adjustable floating tilt provides 56 de- 
grees forward, 18 degrees back and 10 


degrees right to left. 
eo es 





PARTS TRAYS—Skyline Electronics, Inc., 
1828 S. Bannock St., Denver, Colo., has an- 
nounced a series of metal trays and bench 
stands for small parts storage and com- 
ponent bench assembly. Bench stands are 
available in 18 and 36-inch widths, are 
welded construction of 18 gauge steel and 
have leveling adjustments. Chrome but- 
tons permit sliding on bench area for 
assembly line work. Stands are finished 
in light grey enamel. The Simtrays measure 
2% inches deep by 4% inches long and 
come in a choice of five different widths 
of from 3 to 7 inches wide. They are de- 
signed for rapid assembly of products 
from small component parts. For more per- 
manent locations, Simrails are available 
for direct wall mounting. These are now 
made of 18, 24, 36 and 48-inch lengths. 

os) <9 


Ignition System Cleaner 


Montgomery Chemical Co., Jen- 
kinton, Pa., hag introduced Swish 
automotive Elektrokleen, said to be 
safe and effective in “drying-out” 
short-circuited ignition systems, 
The noncombustible liquid is re- 
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leased from its Aerosol container 
in a drenching spray rather than 
“mist-fine” and is controlled by a 
special nozzle, the firm said. 
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SHOP CRANE—Weld Built Body Co., Inc., 
5903 Preston Ct., Brooklyn 34, N. Y., has 
developed a shop crane, incorporating a 
manval winch with a hydraulic ram. Com- 
pany claims the combination of a winch 
plus the hydraulic ram offers a wider 
selection of operations plus pinpoint posi- 
tioning. Hydraulic ram is used to raise and 
lower boom and can also be used for lift- 
ing loads. Manual winch will position 
loads. Crane capacities will vary between 
1,000 and 2,000 pounds. 

* 





TIRE SPREADER—Spreading tires, from 
4%, inches through 12 inches heavy duty, 
for inspection and repair is said to be 


easy on the Bishman air-powered tire 
spreader. An air cylinder, controlled by 
foot pedals, spreads the tire for inspec- 
tion or inverts it for repairing. The unit 
is mounted on a base which places the 
tire at a convenient working position. The 
foot controls leave both hands free to 
handle the tire and builtin rollers allow 
the tire to be rotated. The unit operates 
on a regular air supply. Bishman Mfg. Co., 
Route 2, Osseo, Minn. 





GROUND LOCATOR—Parr Mfg. Corp., 
44 Austin St., Newark, N. J., has intro- 
duced its improved Brunt Favltfinder, The 
unit is said to make it possible for the 
automotive industry to cut down produc- 
tion losses through the quick detection of 
accidental grounds. This equipment elimi- 
nates the necessity of shutting down pro- 
duction in order to locate accidental 
grounds. The unit has been improved for 
easier handling and more efficient use, it 
is claimed. 





SUSPENSION WRENCHES — Four 
wrenches designed especially for adjust- 
ing caster and camber on late model Ford, 
Mercury, Lincoln and Rambler ball joint 
suspensions have been announced by 
Owatonna Tool Co., 314 Cedar St., Owa- 
tonna, Minn. Wrench No. 652 is for Fords, 
wrench No. 653 is for Mercurys, wrench 
No. 654 is for Lincolns, and wrench No. 
655 is for Ramblers. 

SoG 8 





GASOLINE DOOR GUARD—A gasoline 
door guard for the Ford Faicon has been 
introduced by Cal Corp., 2945 Coolidge 
Highway, Berkley, Mich. Made of stainless 
steel, the unit is said to prevent paint 
chipping at cap opening. Available with 
or without imprint. 





DRIP PADS—Hazlett Products Co., 3309 
Kilarney St., Cuyahoga Falls, O., has in- 
troduced the Auto-Blot-O, a product to 
catch oil and grease drippings and pre- 
vent stains and damage to garage floors, 
concrete and asphalt driveways. In size 
of 30 inches by 36 inches, the disposable 
Auto-Blot-O has a top side of special ma-| 
terial that can absorb over a galion of 
drippage, it is claimed. The bottom is pro- 
tected by aluminum with plastic sealed 
edges to prevent soak-through and stop 
stains and discoloring of floor surfaces, 
it is said. oe ‘ 





CLEANING SYSTEMS—Ultrasonic clean- 
ing and processing systems, ranging from 
cleaners for the most minute parts and 
mechanisms to large industrial installa- 
tions, have been announced by C. & E. 
Marshall Co., 1445 W. Jackson Bivd., Chi- 
cago 7, Ill. They may be used singly or 
unitized for specific manufacturing or | 
maintenance procedures, it is said. Sample 
applications would be cleaning of fuel 
pumps and fittings, hydraulic components, 
assemblies and bearings. The Marshall 
ultrasonic generator, model 361461, shown 
above, is a representative component of | 
the Marshall industrial cleaning and proc- 


essing systems. 
ee 


Ospho Metal Treatment 


A drying agent added to Ospho 
metal treatment reduces drying 
time in the average application to 
approximately half the 12 hours 
formerly required, according to 
Rusticide Products Co., 3125 Per- 





kins Ave., Cleveland 14, O. Ospho 

is applied directly on rusted metal, 

eliminating the need for extensive 

surface preparation, the firm said. 
* * + 





GASOLINE DOOR GUARD—Cal Corp., 
2945 Coolidge Highway, Berkley, Mich., 
has introduced a gasoline door guard for 
the Rambler, Ambassador and American. 
Made of stainless steel, the unit is said 
to prevent chipping of paint at cap open- 
ing. 





BATTERY CABLE—Accurate Products, Inc., 
135 N. Spring St., Indianapolis, Ind., has 
announced a battery cable that is said to 
be airtight, impervious to acid, oil and 
gasoline. Cable fits over and clamps tight 
to either negative or positive terminals 
and same cable fits either 6 or 12 volt 
batteries. The manufacturer states that 
Accurate battery cables offer 200 ohms 
less resistance than other cables, will not 
become loose due to expansion, it is said. 





VINYL CLEANER—The A-P Special D-5 
Vinyl Cleaner has been announced by 
Arndt-Palmer Laboratories, Inc., 
Dora St., Melvindale, Mich. The soapless 
cleaner is said to clean fabrics of a syn- 
thetic nature, such as vinyl, orlon, nylon, 
cotan and naugahyde. The cleaner is said 
to be non-injurious to lacquer and enamel 
finishes, and can be used on convertible 
tops. It is available in five-galion and 


quart containers. 
+ * 





DRILL KIT—A drill kit designed for use 
by carburetor service men has been intro- 
duced by Carter Carburetor Division, ACF 
Industries, 2840 N. Spring Ave., St. Louis, 
Mo. The kit contains one each of drill 
numbers 27 through 80, described as com- 
parable in tolerances to standard produc- 
tion drilis used at the Carter factory. Be- 
cause of their close graduation in sizes, 
the drills may also be used for gauging 
the various calibration points of carbure- 
tors and ignition systems. Adjustments 
such as fast idle carburetion settings, spark 
plug and ignition point gaps may be 
determined by use of the drills if desired, 
it is said, 





17730 








SPRAY GUN—Spee-Flo Co., 6614 Har- 
risburg Bivd., Houston 11, Tex., has an- 
nounced an airless spray gun. This gun, 
according to the manufacturer, offers spray 
atomization quality equal or superior to 
air atomization. The H-Gun, operating 
from a conventional airless system, pro- 
vides a spray pattern with full feathered 
edges and balanced material distribution, 
it is said. The gun, served by the standard 
HydraAirless-20 system, will spray lac- 
quer, varnish and enamel work. 

+ aoe 





AIR REEL—A compact air reel designed 
for shop and bench work with air-powered 
hand tools has been announced by Gray 
Co., Inc., 1038 Sibley St., Minneapolis 13, 
Minn. The Graco Junior Air Reel, with 
15-foot, Y-inch inside diameter hose can 
be mounted on bench, wall, post or over- 
head to provide three-way utility in the 
use of air-powered hand tools. Lever-con- 
trolled ratchet activates 19 automatic latch 
stops, one every nine inches. Spring ten- 
sion on hose pick-up is easily adjusted to 
counter-balance weight of tool up to 12 
pounds, it is said. 


LOAD STABILIZER—The Hellwig adjust- 
able load stabilizer and sway bar was de- 
signed to correct coil spring rear suspen- 
sion on 1958-60 Chevrolet models—name- 
ly, excessive sway, body roll and bottom- 
ing under heavy loads, according to the 
monufacturer. The device consists of a 
round spring steel bar, containing a com- 
pound curve, which anchors to the car 
frame at the forward end and to the trail- 
ing arm support at the rear (see installa- 
tion above). Adjustment nuts at the rear 
(inset) apply tension to the bar by pulling 
against the compound curve—producing 
an effect equivalent to making the trailing 
arm an adjustable secondary spring which 
operates in conjunction with and stabilizes 
the coil, it is said. The range of adjust- 
ment is such that a large part of the car 
weight may be applied to the bar—ena- 
bling the bar to function as a helper 
spring adjustable to extra passengers or 
extra trunk loads, it is claimed. Hellwig 
Products Co., Inc., 6231 San Fernando Rd., 
Glendale 1, Calif. 
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More Auto Time on TV ... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Gross time expenditures for net- 
work and national and regional 
spot television in behalf of auto- 
mobiles totalled $48,966,026 in 1959, 
a 6.2 percefit increase from the 
$46,119,575 spent in 1958, according 
to figures released by the Televi- 
sion Bureau of Advertising, 

Spot television expenditures for 
1959 were $12,143,000, nearly triple 
the $4,134,000 spent in 1958. Net- 
work gross time for cars in 1959 
totalled $37,492,882, against 041,- 
985,575 a year earlier. 

Biggest television spender in 1959 
was General Motors with billings 
totalling $17,252,667. It also placed 
first in network spending with $14,- 
284,558, but was second to Ford 
Motor in the use of spot television 
commercials. Its spot expenditures 
totalled $2,953,590. 

Ford Motor with $4,163,560 spent 
on spots and $11,860,128 on network 
billings had total expenditures of 
$16,023,688 in 1959. 


Chrysler Corp. television expen- 
ditures totalled $11,139,233 in 1959, 
with $9,137,813 going for network 
billings and $2,001,420 for spot 
commercials. 


Other American makers and 
their expenditures for ’59 were: 
American Motors with all of its 
$1,826,430 used on spot promo- 
tions; Willys Motors with its 
$846,473 used for network televi- 
sion, and Studebaker-Packard 
with billings totalling $653,574. Of 
the S-P total, $568,524 was for 
network and $85,050 for spot. 


Among the foreign makes, Re- 
nault led with an expenditure of 
$2,065,719 for both spot and net- 
work promotions in 1959. Of that 
total, $1,431,689 was used for net- 
work billings and $634,030 was for 
spot television. 

The top ten car brands on tele- 
vision in 1959 were: 

Ford with $3,718,610 in spot and 
$6,971,973 in network for a total 
of $10,690,583; Chevrolet with $1,- 
668,340 in spot and $6,999,165 in 
network for a _ $8,667,505 total; 
Dodge with $308,210 in spot and 
$3,982,647 in network for a $4,290,- 
857 total; Ply: ith with $583,860 in 
spot and $3,271,125 in network for a 
$3,854,985 total; Oldsmobile with 
$399,110 in spot and $2,985,241 in 
network for a $3,384,351 total; Mer- 
cury with $236,550 in spot and $2,- 
728,540 in network for a $2,965,090 
total. 

Buick with $158,070 in spot and 
$2,290,425 in network for a $2,- 
448,495 total; Dauphine with 
$634,030 in spot and $1,391,643 in 
network for a $2,025,673 total; 
Rambler with $1,823,630 in spot 
and Pontiac with $661,660 in spot 
and $854,670 in network for a 
$1,516,330 total. The figures in- 
cluded manufacturer and dealer 
gross time billings. 

Altogether, TvB reported, 52 
brands of cars were advertised on 
television in 1959, representing al- 
most every domestic and foreign 
make on United States roads. 
Twenty-four sponsored network 





Research in Progress— 


Preliminary planning committee assigned to create a new Research Advisory Council 
of the Bureau of Advertising, American Newspaper Publishers Assn., is shown in its 
first meeting at the bureau's headquarters in New York. From left, are John P. Kavuff- 
man, bureau sales vice-president; Paul Snyder, Philadelphia Bulletin; Charles T. Lips- 


comb jr., 





shows, and 48 used spot television. 
” * * 


Prestone Quiz Winner 


Mrs. A. Marion Burgess, Detroit, 
has been named national winner in 
The Car Quiz, Prestone antifreeze’s 
100-question competitive examina- 
tion on driving, auto maintenance 
and highway safety. 

The quiz was taken by 23,000 
American clubwomen from 45 
states. A winner from each partici- 
pating club and from each state 
was also named. 

As national winner, Mrs. Burgess 
received a $1,000 United States Sav- 
ings Bond. State winners each re- 
ceived a $100 bond and club win- 
ners an engraved certificate honor- 
ing their achievement. 

Purpose of the quiz was to focus 
attention on the woman’s influence 
on automobile design, sales and 
service. 


Miami Rambler Dealer Rep 


The Greater Miami Rambler 
Dealers Assn. has named Geyer, 
Morey, Madden & Ballard, Inc., as 
its advertising agency. 

+ * * 


Bigger Program for AP 


AP Parts Corp., Toledo, has an- 
nounced an advertising program 
for 1960 that will include an ex- 
pauded trade paper advertising 
program, plus sponsorship of a spe- 
cially created news program by 
Walter Cronkite over the entire 
CBS radio network, it was revealed 
by Albert Joseph, advertising man- 
ager. 

In addition to network radio, AP 
has enlisted the services of Tom 
McCahill, automotive columnist, to 
write advertising copy in True, Ar- 
gosy, Popular Mechanics and Me- 
chaniz Illustrated. AP is also par- 
ticipating in Look magazine’s 
special “Big Boost” car-care pro- 
motion along with six other non- 
competitive automotive manufac- 
turers, 


Falcon Intro Cited 


Ford Division has been award- 
ed the American Public Relations 
Assn.’s silver anvil for its intro- 
duction program on the Falcon. 

One of the highlights of the 
Falcon public relations program 
was the use of closed-circuit tele- 
vision to conduct one of the larg- 
est press conferences in history. 

Silver anvil awards also were 
presented in 18 other categories. 

oa * + 


Post Wins Freedom Medal 


A bronze medal has been present- 
ed to the Saturday Evening Post by 
the Freedoms Foundation, honoring 
the magazine for “outstanding 
achievement in bringing about a 
better understanding of the Ameri- 
can way of life.” 

The medal was earned by a Post 
promotion advertisement published 
in the Jan. 3, 1959 issue of the mag- 
azine. The advertisement compared 
the average American and average 
Russian, their relative employment 
opportunities and economic ability 
to own a new automobile. 


The advertisement was run in 
= * a 





bureau president; Leo Bogart, bureau marketing and research vice-president; 


Don Klein, Chicago Tribune; Fred Currier, Detroit Free Press; Harry Rosten, New York 
Times; Harry Hannum, Philadelphia Inquirer, and Eugene Dalgin, Ridder-Johns, Inc. The 
group discussed the program and functions of the council, which will bring together 
research personnel from throughout the newspaper field to counsel the bureay on its 


research program. 





the Post’s annual “Automobile 
Row” issue, as a part of the maga- 
zine’s continuing program to im- 
prove the public image of franchis- 


ed quality automotive dealers|j} 


nationally. 


* * * 


Dodge Sticks to Welk 


Dodge has renewed its sponsor- 
ship of the Lawrence Welk Show, 
on ABC-TV, for the 1960-61 season. 


The show will be programmed in| BS} 


the same time slot: 9 p.m, Eastern 
Standard Time on Saturday nights. 
During the 1960-61 season Dodge 
will sponsor 26 of the hour-long 
programs. “Sponsorship of 26 shows 
will allow us greater flexibil- 
ity in our over-all advertising pro- 
gram,” W. D. Moore, director of 
advertising and sales promotion, 
said. “But, at the same time, we 
will retain the impact of a well- 
established, 

show.” 
* * * 


GMM&B Add Rambler Group 


The Washington Rambler Deal- 
ers’ Assn. has named Geyer, Morey, 
Madden & Ballard, Inc., ag its ad- 
vertising agency for an intensified 
newspaper, television and radio 
program in the Washington area. 

GMM&B, which handles the 
American Motors Corp. account na- 
tionally, also serves Rambler dealer 
groups in Detroit, St, Louis, Kansas 
City, Dallas- Fort. Worth, Houston, 
Philadelphia and Baltimore. 


* * * 


PR Men to Hear Newsmen 


Two Washington newsmen will 
address meetings of a national 
trucking industry public relations 
conference scheduled for May 19-20 
at the Woodner Hotel. 

The two-day workshop, sponsored 
by the American Trucking Assns., 
will hear luncheon talks by Jack 
L. Bell, chief political writer and 
head of the Senate staff of the As- 
sociated Press, and Theodore F. 
Koop, director of news and public 
affairs for the Columbia Broadcast- 
ing System in Washington. 

More than 100 public relations 
men from trucking companies and 
organizations throughout the coun- 
try are expected to attend the con- 
ference to discuss problems and 






top-rated network) 4 Holiday Display— 


A traffic signal, erected in the concourse 
of the Detroit Metropolitan Airport, dra- 
matizes a Holiday magazine survey which 
shows that its readers buy more avtomo- 
biles per family in both good times and 
bad than any other magazine-reading 
group. The signal alternately flashes on 
the figures 33.8 and 28.2, the former rep- 
resenting the percentage of Holiday fam- 


ilies who bought at least one new car in| — . 


1959 and the latter the percentage of Hol- 
iday families who bought new autos dur- 
ing the recession. Viewing the exhibit, 
from left, are Joseph E. Wellman, presi- 
dent, Detroit Terminals Advertising Co.; 
Archie MacDonald, safety officer at the 
Detroit Metropolitan Airport, and Kenneth 
G. McCarren, manager, Holiday Detroit 
advertising sales office. 
* * * 

techniques of trucking industry 
public information work. 

The meetings will include panel 
discussions on matters of special 
interest to the trucking industry 
and presentations of successful 
public relations programs. 

* * * 


Ad Series Moves 35 Darts 


An eight-day advertising cam- 
paign produced 35 new-car sales 
for Glenn E, Thomas, Long Beach 
(Calif.) Dodge dealer. 

Starting with 30 small, one-col- 
umn—two-inch teaser ads, the cam- 
paign progressed to a four-column, 


29 


page-length price advertisement, 
and finally to a six-column, two- 
color, 18-inch piece stressing the 
full-sized Dodge Dart, its gas econ- 
omy and performance, Competitive 
prices, including equipment costs, 


were included. 
* * * 


Personnel Changes 


Elmer J. Steger from editor and 
advertising manager of Diesel Pub- 
lications, Inc., to advertising man- 
ager of Curtis Mfg. Co., St. Louis 

Bernard Bogue from creative 
director of Cerre Co., Detroit, to 
director of the newly formed Auto- 
motive Division of Mail Advertis- 
ing Corp. of America. 

John R. Mulligan from editor of 
Coronet magazine to associate edi- 
tor of the American Weekly ... 
Anthony C. DePierro from vice- 
president of Lennen & Newell, Inc., 
advertising agency to assistant to 
the president of Geyer, Morey, Mad- 
den & Ballard, Inc. .. . Richard H. 
Walker from Katz Agency, Inc., 
newspaper representatives, to New 
York advertising sales staff of 
Petersen Publishing Co. 

Seven promotions at D. P. 
Brother & Co.: Donald W. Walton 
from director of merchandising to 
copy chief on Oldsmobile account 
Jack R. Hendrickson from as- 
sistant account executive on Olds- 
mobile account to director of mer- 
chandising .. . Harold P. Richard- 
son to assistant account executive 
on Oldsmobile ... Thomas J. Jipson, 
account executive on Rochester 
Products, additional account re- 
sponsibilities for Guide Lamp and 
Brown-Lipe-Chapin accounts. 

Thomas H. Reid, from copy 
writer on New Departure account 
to account executive on New De- 
parture ... Thomas R. Boyd, from 
creative staff to assistant account 
executive on General Motors Guard- 
ian Maintenance account, and Ed- 
mund F.. Rushton from copy writer 
on accessory group accounts to 
copy chief on the accounts. 

In addition, D. P. Brother an- 
nounced the appointment of Wil- 
liam M. Adams as public relations 
director for the agency. He for- 
merly was manager of out-of-town 
plants public relations activities for 
Chrysler Corp. 


ad 


CARDITIONER 


a Ce 
TOTAL CAR COOLING 


ee Se ie ee 


= 


\ a 
“a 7 hy > A 
~ Fois 
» 


POWER-PACKED MODELS 
BRING TO AIR CONDITION 
ING TO NEW HEIGHT OF 
COOLING EFFICIENCY 

Ni 
OW A CHOICE UAL BI 


ene: 


AUT 


ial ia 


PLUS 


ymatic and Manual Control 
101 Thermostat Contro 


cena: 


> 
os 
Nate Coe wet 


7, 


JAL BLOWER 


M 


aie 


featu 


Sly po 


re allows 


CMe oe) 


ct a 
hn 


A 


2 


TWIN FAN 


a 


tel, Valid 


builf info an auto 


cooling in any tempera 
faster temperature 
and automatic 
low total car 

trimmed 


a Lmeeliy 


PARKOMAT SALES CO., INC. 


2000 SOUTH AKARD 





DALLAS 15, TEXAS 





Reahdaaaeginnpenaieuarebatienpietemtamtaetted ; r ee 


a a 


Ree ara 





30 AUTOMOTIVE NEWS, APRIL 25, 1960 


Auto Personnel 


sello, from retail salesman to 
Bridgeport ——. 


Donald E,. Werner has been ap- 
pointed assistant director of un- 
employment and workmen’s com- » 
eee no ce eens Ses Shotton ice Manager 

erner join s Brown-Lipe- 
Chapin division in Syracuse in Of New Rambler Plant 
1941, and had been personnel di-| American Motors (Canada), Ltd., 
rector for that division’s Syracuse has named W. H. 


plant since 1952. Shotton works 
Se oe manager of its 


Pioneer Promotes Burns Rambler plant in 


Brampton, Ont. 
S. Paul Burns, vice-president and The appoint- 
chief engineer of Pioneer Engineer- ment coincides 
ing & Mfg. Co., Inc., Detroit, has with the com- 
been named executive vice-presi- pany’s recent an- 
dent and elected to the board of nouncement of 
director of the firm. Burns joined 


plans for building 
Pioneer as a draftsman in 1936. the new Rambler 








Soe re an ' plant in Bramp- 
- H. Shotton ton. Shotton was 
Spitzer Honors Salesmen— Mack Shif ” Meale, Up = previously plant manager of a large 
Thirty salesmen from Spitzer dealerships in Cleveland, Elyria, Lorain, Mansfield ond| Massello to District Chief manufacturing firm. 

Columbus, O., Miami, and Little Rock, Ark., were honored for outstanding salesman- Appointment of two New Eng- a ee 
ship at a dinner-dance at the Spitzer Management Bidg., Elyria. Among those present| land district managers has been Arvin A ppoints Lantis 
were, from left, front row, Dave Mobbs, assistant general manager Spitzer Ford; John ss by Mack, They are: 
Spitaer, president, Spitzer Management; Walt Harrigan; Jim Marsh; John Ambrose; Meale, from Bridgeport; Gale L. Lantis, Charlottesville, 


Del Spitzer, first vice-president, Spitzer Management; Harold Albertsen; Bill Jones; (Gown) manager to New Haven| Va., has been named district man- 
Harold Stann, general manager, Spitzer Ford; Ed Gottesman; Ed Justin, and Ed Donnelly. (Conn.) manager, and L, J, Mas- ager for Arvin Industries’ replace- 


Marketing for money— 
wherever it is! 


The Sales Manager looked at the 
cluster of pins on the map—symbols of 
denser distribution, more active outlets, 
higher sales. 


“We're marketing for money,” he said, 
“wherever it is. Let’s put most push 
where we've got most pins!” 


For such sales situations, SuccessruL 
Farmine has a potent new sales tool— 
the 24 State and Regional Editions, 
in addition to the National Edition. 


With these sales tools, advertisers can 
intensify advertising in markets with 
high potential, concentrate effort in 
regional territories, put drive behind the 
distribution. Messages can be personalized, 
dealers listed, prices featured, copy 
capitalize on local events, and 
merchandising match the map! 


With circulations ranging from 
68,000 to 600,000, the editions give the 
advertiser all the advantages of 
SuccessFut F'armina, editorial excellence, 
fine visual presentation and reproduction, based on 57 years of service, and farm 
full color, long life—and the same service subscribers with high incomes .. . 
content of better living and better estimated annual average cash income 
farming which has made SF adoor-opener from farming alone of around $10,000 for 
for generations in the homes of the more than a decade . . . SuccessFuL 
nation’s best farmers. And for massive Farmine markets for you, in the 
sales impact, SucczssruL Farmina’s markets with money! 





for 70% of all U. 8. cornpickers, 63% of 
all pickup balers, 54% of all combines, 
and 51% of all side delivery rakes. 

Big businessmen in the big industry 

of agriculture, they have money and 
means for all quality merchandise 
contributing to higher living standards, 
or greater productivity and profits. 


Combining influence and prestige, 


National Edition delivers more than Call the nearest SF office for data 
1,800,000 circulation. and details. 

The Succzssrut F'armine farm families 
have large farms, averaging 336 acres Meredith of Des Moines ... America’s 
with eleven permanent buildings. biggest publisher of ideas for today’s 


Highly mechanized, in 1957 they accounted living and tomorrow’s plans. 


Successful Farming 


. - Des Moines, New York, Chicago, Atlanta, Boston, Cleveland, Detroit, 
Los Angeles, Minneapolis, Philadelphia, St. Louis, San Francisco. 
















ment mufflers and exhaust system 

sales in Delaware, Maryland, Vir- 

ginia, the District of Columbia, 

West Virginia and North Carolina. 
+ * * 


Brooks & Perkins Names 


Marketing Director 

Albert T. Hapke has been named 
to the newly-established position of 
director of marketing of Brooks & 
Perkins, Inc., Detroit, magnesium 
fabricator. 

President Howard Perkins said 
Hapke will be temporarily head- 
quartered in California to deter- 
mine the needs of Brooks & Per- 
kins’ space and military customers 
on the West Coast. 


Union Carbide dneumecs 


Three Appointments 


Three new assignments have 
been announced for the Antifreeze 
Department of Union Carbide Con- 
sumer Products Co., Division of 





M. N. Sigovich Cc. J. Van Winkle 


Union Carbide Corp., New York. 

The appointments are: M, N. 
Sigovich to the newly created post 
of merchandising manager, W. P. 
Fischer will assume the responsibil- 
ities of assistant to the merchandise 
manager, and C. J. Van Winkle has 
been appointed manager national 
account sales. 


Mack "Ups Meinert 
Richard J. Meinert, a 39-year vet- 
eran with Mack Trucks and Chica- 
go district manager since 1956, has 
been promoted to central division 


manager. 
7” 


* 7 
New Spot for Gallagher 
Keith Gallagher has been named 
by Sealed Power as replacement 
division zone Manager in south 
Texas, He has been associated with 
Sealed Power for more than six 


years. 
* 


* . 
P-D-V Shifts Ruland 
James W. Ruland has been ap- 
pointed Philadelphia regional sales 
manager for Plymouth-DeSoto- 
Valiant. He had been St. Louis re- 


gional sales manager. 
* . *” 


Goodrich Tire Appoints 


Wholesale Staff Manager 


Karl O. Nygaard has been ap- 
pointed wholesale staff manager in 
replacement tire 
sales of B. F. 
Goodrich Coa, 
Akron, 

Nygaard, for- 
merly corporate 
director of busi- 
ness research, 
joined Goodrich 
in 1954 as an 
economist in the 
business research 
department, fol- 
lowing four years K. O. Nygaard 
with the United States Department 
of Commerce in Washington. He 
became director of business re- 
search in 1957. 

* 





- + 
Masterson Directs 


Yellow Mfg. Branches 


Harold Rowe, president of Yel- 
low Mfg. Acceptance Corp., an- 
nounces election of Charles R. 

rson as vice-president in 
charge of branch operations. 

He joined YMAC in 1937 as a 
field representative, and later serv- 
ed as a national field supervisor 
hearquartered in Detroit. He sub- 
sequently served as branch man- 
ager in Memphis, Kansas City and 
Orlando, 


Borg Fabric Names Seifert 
Carl J. Seifert jr. has been ap- 
pointed general manager of the 
Borg Fabric Division of Amphenol- 
Borg Electronics Corp. 
. - * 


Gabriel Unit Promotes 


Henry J. Christ jr. has been 
named operations vice-president of 
Gabriel Division of Gabriel Co., 
Cleveland. He formerly wag direc- 
tor of purchases. 
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Technical 


Personnel 





(Continued from Page 18) 


Division. He succeeds R. M. Riblet, 
who has retired. 

Williams joined Timken in 1938 
as an industrial sales trainee in 
the Engineering Department at 
Canton, O. He had been assistant 
chief engineer of the Automotive 
Division prior to his promotion. 

* * * 


Curcuru Named to Head 


Wettlaufer Engineering 

Robert T. Curcuru has been ap- 
pointed a vice-president of Pioneer 
Engineering & Mfg. Co., Inc., De- 
troit, and general manager of the 
Wettlaufer Me- 
chanical Engi- 
neering Division, 
according to S. 
Paul Burns, exec¢ 
utive vic e-presi- 
dent. 

Formerly head 
of his own re- 
search and de- 
sign firm, Curcu- 
ru brings all of 
the key personnel 
of that firm into 





R. T. Curcuru 
the Wettlaufer organization, which 
will specialize in chassis engineer- 
ing in addition to other phases of 


mechanical engineering. Curcuru 
was with Chrysler engineering for 
over 20 years, leaving there when 
he was managing engineer of ad- 
vanced truck chassis design. 

* om + 


Dura Corp. Appoints 


Engineering Directors 
Appointment of Paul G. Frerer 
as engineering director for Dura 
Corp., Detroit, has been announced 
by J. Thomas 
Smith, president. 
Frerer formerly 
was with Cherry- 
Burrell Corp. 
Cedar Rapids, Ia., 
where he was en- 
gineering coordi- 
nator, Prior to 
joining Cherry- 
Burrell, he was: 
associated with 
Sunbeam Corp. 
Chicago, as divi- 


P. G. Frerer 
sion manager, research and devel- 
opment. 


7 * oe 
Highway Trailer Names 
2 Engineering Officials 
Directors of two engineering 
groups have been named by High- 
way Trailer Co. Calvin O, Smith 
and William H. Reinhold were ap- 
pointed director of advanced engi- 
neering and director of research 
and development, respectively. 
Smith, who came to Highway last 
November after 11 years with 
Grumman Aircraft Engineering 
Corp., will head a staff in the com- 
pany’s New York offices. Reinhold’s 
operation will be headquartered at 
the company’s Hazleton (Pa.) plant. 
a *~ + 


Chrysler Names Kerigan 


To New Executive Post 


Joseph F. Kerigan, general man- 
ager of Chrysler Corp.’s Stamping 
Division, has been appointed group 
executive— 
stamping in the 
automotive man- 
ufacturing group. 

Kerigan joined 
Chrysler in 1942, 


to Syracuse as 
president and 
general manager 
of the New Proc- 
ess Gear Co., now 
a Chrysler divi- 


J. F. Kerigan 
Was named general manager of the | 
stamping division. 

> + + 


LaFrance Ups Vergara 
Ricardo H. Vergara has been 
appointed chief engineer of Ward 
LaFrance Truck Corp. He joined 
the company in 1959 as a project 
engineer. 
” + + 


Dana’s Parish Pressed Steel 
Ups Phillips in Engineering 
R. L. Phillips, a veteran of 25 


years with Dana Corp.’s Parish 
Pressed Steel Division, has been 








named design and development en- 
gineer for trucks and trailers. 
Phillips joined the division as a 
tool room apprentice. For the last 
20 years he had been a sales en- 
gineer. 
* ok * 


Kendall Heads Chrysler Plant 


John B. Kendall has been named 
manager of Chrysler Corp.’s Conant 
stamping plant. He succeeds W. R. 
Gerber, who has joined the staff 
of the general plants manager for 
the Stamping Division. 

* * ca 


Research Post in GM Unit 
Is Headed by Wilcox 


Dr. Howard A, Wilcox has been 
named director of research and 


engineering in the General Motors) 


Defense Systems Division. 

Wilcox, who had been a deputy 
director of defense research and 
engineering in the United States 
Defense Department since March, 





1959, will be in charge of all scien- 
tific personnel of the recently 
created division. 

a. a on 


Chrysler Shifts Bentley 


Harry R. Bentley has been named 
plant manager of Chrysler Corp.'s 
Trenton (Mich.) engine plant, He 
had been manager of the Mound 
Rd. engine plant in Detroit. 

* + od 


Hughes Joins Chrysler 

Richard F. Hughes has been 
named assistant chief aeroballistics 
engineer for Chrysler Corp.’s Ad- 
vanced Projects Organization. He 
had been executive assistant to the 
executive vice-president of Kaighin 
& Hughes, Inc. 
+ 


* * 


Dann Heads New Holley Unit 

Nick Dann, former assistant to 
the president, has been named gen- 
eral manager of Holley Carburetor 
Co.’s new Electromechanical Divi- 
sion, Moving into Dann’s prior po- 
sition is Arleigh Hess, who was 
head of Holley’s Aircraft Division. 

+ ad * 


Smith Joins Motor Wheel 


Motor Wheel Corp., Lansing, has 
named Robert M. Smith to the 
sales staff of its industrial divi- 





sion’s metal products section, He 
formerly was a product design en- 
gineer with Ford Motor Co.’s trac- 
tor and implement division. 

* * 


Motor Wheel Appoints 
New Chief Engineer 
Robert J. Derleth has been 


named chief engineer of Motor 
Wheel Corp., Lansing. He formerly 





Earl N. Pearson 
was the firm’s car equipment repre- 
sentative in Detroit. 


R. J. Derleth 


Taking Derleth’s place in Detroit | 


is Earl N. Pearson, former assist- 
ant sales manager of Thompson 
Products, Inc., Warren, Mich. 


Meyer Joins Motorola 
In Automotive Sales 


Frank G. Meyer, former senior) 


Childers Ca 








engineer on the Chrysler Corp. mis- 
sle project, has been named auto- 
motive sales engineer for Motor- 
ola’s semiconductor products divi- 
sion. 

After graduation from the U. 8. 
Naval Academy, Meyer served in 
the U. S. Navy for seven years and 
later was a sales engineer for De- 
troit Gasket & Mfg. Co. 


* * * 


Rehm Heads Tire Plant 
Robert E. Rehm has been ap- 
pointed manager of General Tire 
& Rubber Co.’s new tire-manufac- 
turing plant at Mayfield, Ky. He 
had been production manager at 


General’s Akron tire plant, 
Oo” * + 


Chambers Leaves Smog Post 

Dr. Leslie A, Chambers, director 
of research for the Los Angeles 
Air Pollution Control District, has 
become scientific director of the 
Allan Hancock Foundation at the 
University of Southern California. 

* a oo 


Monaghan Moves Up 
Thomas P. Monaghan has been 


named director of quality control 
for Ford Motor Co. of Canada, Ltd. 


with colorful Panorama Trim give your lot 


a commanding look of stability and permanence. Si 


letters can be attached 


. A carnival-gay day or nig t 
er 


showcase. Childers Carports also available in o 


trim styles. (See photos below.) 








Now! Make Your Lot A Profitable 365-Day ‘Showroom’ 
With Childers Carports That Pay For Themselves 


In 1954, he went | 


sion, and in 1956} 





By slashing expensive clean up costs and light bills, eye-catching 
Childers Carports easily save you their small cost of as little as 5c per car per day! 


For their beauty alone, Childers 
Carports are one of the best invest- 
ments you can make to increase sales 
and profits. 

But Childers Carports do far more 
than turn an ordinary-looking lot into 
an inviting, exciting outdoor showroom. 


Childers Carports actually pay for 
themselves in savings on clean up costs 
and light bills. 


Clean Your Cars Only Once 

Childers Carports shield your cars 
from rain, sleet, snow and dust. As a 
result, you often clean your cars only 
once before they’re sold. 

The money you now spend to wash, 
clean and wax your cars over and over 
again can quickly amount to more than 
the small cost of your Childers Carports. 


Cut Light Bills Up To 50% 


At night, when most car buyers are 
looking, Childers Carports concentrate 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 
Take advantage of Childers special 


ngs plan for car dealers. Pay 
or your Childers Carports in four 


equal monthly payments! 





our lights directly onto your cars. 

ight bills are cut up to 50%. Profits 
go up. 

Attract More Prospects 

Just look at the photo above and 
you can see why more pros are 
attracted to this outdoor showroom. 
More prospects mean more sales. More 
sales mean more profits. 


Why Dealers Praise Them 


Here are some additional reasons 
why hundreds of dealers in 40 states 
consider Childers Carports one of the 
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Continental Trim on Childers Carports adds 
a Gataciive eppedvenss te our lot. Trim 
finished in white enamel or factory 
Bonderized—ready to paint! 


Choose The Trim That You Prefer: 





tad eens we 





gives a 
strikingly modern look to your lot. Easy 
to . America’s lowest cost perma- 
nent outdoor protection! 


Thinline Trim on Childers Carports 


best investments any dealer could 
make: 


. Make every day a selling day. 

Let prospects trade in comfort. 
Bring higher prices for cars. 
Increase turnover. 

Lowest cost “showroom expansion.” 
. Easy to move and re-assemble, 

7. Quick, low-cost installation. 


Call Two Dealers, Free! 

Childers will send you a list of 400 
happy dealers who have turned their 
lots into year-round, all-weather show- 
rooms, inc sales and dec 
costs with Childers Carports. 

After you receive this list, call any 
two dealers. Let them tell you about 
Childers Carports in their own words. 
Send the bill for these calls to Childers. 
You'll be reimbursed promptly. No 
obligation. Mail coupon below, today! 


PE aww — 


WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 


pan MAIL THIS COUPON TODAY ——— 


Childers Manufacturing Co., 

Dept. AN-10 

3620 West 11th Street 

Houston 8, Texas 

Send me complete information and list 
of 400 dealers who have installed 
Childers Carports. 
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What's New... 





Ballou & Wright 


Closes Warehouse 


PORTLAND, Ore. — Ballou & 
Wright has closed its Portland 
warehouse for economy reasons, 
but will expand branch stores in 
Salem, Eugene and Klamath Falls, 
according to Walter J. Finke, presi- 
dent. 

He said the three stores will be 
supplied by the firm’s Seattle ware- 
house, while the bookkeeping and 
other corporate activities will be 
handled by the Portland office, 


Olson, vice-president. 

The Washington operation and 
its branches are not affected by 
the Portland changes, said Finke. 
Some salesmen in Portland will be 
transferred to the three Oregon 
stores, others will join the Wash- 
ington outlets and some will retire, 
he added. 


* * * 


Clayton Named Sales Rep 


ST. LOUIS.—Wheel Balancer 
Manufacturers Associated, maker 
of the Foto-Tel electronic wheel 
balancer, has appointed Clayton 
Enterprises, Inc., St. Louis, as sole 
sales agent in the United States 
and Canada. 

+ * + 
Trade-Convention Exhibits 
Are Offered by Chicago. Firm 

CHICAGO. — T rad e-convention 
exhibits which are keyed to a 
manufacturer’s corporate colors 
and designed to display and sell are 
being offered by J, M. Callan, crea- 
tive merchandising agency. Typical 
of such exhibits, Callan said, is one 
prepared for E. Edelmann & Co. 

The Edelmann display, used at 
the Automotive Service Industry 
Assn. show in February, employed 
turquoise, black and white, colors 
used in Edelmann's recently rede- 
signed packaging line. 

- * - 


MEMA Schedules Seminar 
On How to Sell Overseas 


f Overseas” will be the topic of the 


SV SETO ALE CONPITIONSE J “5 first semiannual seminar scheduled 


rte Highways & Safety 


a eee ee 
Tests by highway engineers, con- 
tractors and Johns-Manville re- 
searchers indicate substantial bene- 
fits in life, performance and main- 
tenance can be achieved by adding 
2 or 3 percent of asbestos fiber to 
asphalt paving mixtures, according 
to C. B. Burnett, J-M president. 
Use of the asbestos fiber could 
open up a market for 500,000 tons 
of the product, he said. 
*” oa + 


2 Driver Safety Studies 
Conducted by Columbia U 


Basic research in driver safety is 
being conducted by Teachers Col- 
lege, Columbia University, with two 
grants, totalling $89,000, from the 
National Institutes of Health of the 
United States Public Health Serv- 
ice. 

The grants will finance two-year 
research projects on “Measuring 
Teacher Effectiveness in Driver 
Education” and “The Development 
of a Criterion of Driver Behavior.” 
+ + 


o* 

Install Auto Seat Belts, 
West Virginians Urged 

Asserting that studies have 
shown that seat belts reduce the 
risk of injury in a crash by 60 per- 
cent, the West Virginia Automobile 
Assn. has urged all motorists to 
install the belts in their cars. 

The association called unfounded 
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SELLS FASTEST! 
COOLS BEST! 





AVAILABLE FOR DEALER INSTALLATION 


No Need to Carry a Costly Inve ntory of 


Factory Air Conditioned Cars! 


© 1960 FRIGIKING COOLS OVER 200 MAKES AND MODELS of 
cars (1952 to 1960 inclusive) in matter of seconds. 


© ALSO FITS THE COMPACT CARS—Comet, Corvair, Falcon, Lark, 
Rambler, Valiant ... plus many foreign cars. 


© 200 DISTRIBUTORS IN 43 STATES carry inventories for dealer 
installation; provide installation service if desired. 


PIONEERS SINCE 1949 


FRIGIKAR CORPORATION 


108658 Harry Hines Bivd., Delias 20, Texas 
Phone: Fleetwood 7-6361 
ee RS SS ee eee persons inside the car. Chances of 
being killed are six times greater 
for those thrown out of a car in an 
accident, the WVAA added, 
+ - * 





() Send Literature on 1960 Frigiking 
(CD Hove Sales Representative Cail 


NAME 


Dealer Loans Car to School 
DEALERSHIP. ze Russell Smith, Smith Ford Co., 
ie irri S Lordsburg, N. M., has turned over 


a 1960 Ford Fairlane to Lordsburg 
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which will be headed by Alfred E.| 





the fear that the belts may trap) 


1960 


by the Motor & Equipment Manu- 
facturers Assn. April 27-28 at the 
Hotel Barbizon Plaza here. 

There will be talks on marketing 
exports, financing, setting up li- 
cense operations and when direct 
investments abroad are more suit- 
able. 

* * * 


Bison Mfg. to Produce 


TBA Merchandising Racks 


BUFFALO.—Bison Mfg. Corp. 
has been formed to produce TBA 
merchandising racks and displays. 

The firm is headed by Stanley J. 
Rosen and is located in a 53,000- 
square-foot building at 35 Roetzer 
St., Buffalo 11. 

a 


* * 


Kelly Buick Service Chief 


Wins Big Four Contest 


CINCINNATI, — Winner in Big 
Four’s contest to locate the oldest 
Big Four tire changer still in use 
is James L, Ewell, service manager 
for Kelly Buick, Inc., Covington, Ky. 

Until Big Four replaced his old 


In Parts and Accessory Distribution 


model with a new air-powered 
Model P-58, Ewell was using an 
original Model A102 Henderson tire 
changer built in 1947. Ewell and his 
wife are entitled to a week’s vaca- 
tion in Florida as the guests of Big 
Four Industries, in addition to the 
award of the new tire changer. 
* of * 


Arkansas Wholesalers Plan 


To Form State Association 


LITTLE ROCK. — An organiza- 
tional meeting of automotive job- 
bers in Arkansas is scheduled June 
14 here at the Hotel Marion. 


Speakers will include Tom Payne, 
executive secretary of the Automo- 
tive Wholesalers of Oklahoma, and 
Richard A. Melvin, of Automotive 
Service Industry Assn. and an auto- 
motive wholesaler. The theme of 
the meeting will be the benefits to 
be derived from state organizations. 
All automotive wholesalers in the 
state, whether they are members 
of regional, municipal, or National 
Associations, are invited. 


R. I. Assn. Tells Buyers 
How to Spot Unethical Deal 


PROVIDENCE.—The Rhode Is- 
land Automobile Dealers Assn. has 
prepared and distributed a pam- 
phlet, “For Your Protection,” to 
help car and truck buyers avoid un- 
ethical dealers. 

“This is another effort on the 
part of the enfranchised new-car 
dealers to further raise the ethics 
of the industry and make Rhode 
Island an ideal area in which 
motor-vehicle purchasers will be 
fully protected,” said Robert W. 
Pierce, RIADA president. 

The four-page pamphlet urges 
prospects to “back up fast” if: 

“You are asked to sign, or are 
ever presented with a blank order 
form or conditional sales contract. 

“After signing an order, espe- 
cially if you have made a deposit, 
a high-pressure attempt is made to 
lower the agreed-upon allowance or 
raise the car being purchased. (This 
is called “bushing” and frequently 
an act is put on by the manager 
“bawling out” the salesman in your 
presence to arouse your sympathy.) 

“Any statements are made by 
a salesman such as a possible re- 
turn of your deposit, additional 
work on, or equipment to be in- 
stalled in car, or type of warranty 
promised, unless such agreement 
is written or printed clearly upon 
the order form. 

“You are not voluntarily given a 
copy of all papers you are signing, 
accepted and signed by an official 
of the company. 

“You are told the offer is good 
only if accepted immediately. Un- 
less you have read a car shortage 
in the press, such statements are 
— typical “high-pressure” sell- 
ng. 

“You feel you are being rushed 
or so many people are ‘in the act’ 
that you feel confused.” — 

The prospects also are urged to 
remember that: 

“New-car warranties are stand- 
ard, printed by the various fac- 
tories, but are only as good as the 
dealer’s integrity. 

“Used-car warranties, should be 
reviewed and understood before 
you sign the order. Warranties 


should always be in writing, sign- 
ed by the company and furnished 
to you freely. 

“If you have never done business 
previously with a company, make 
inquiry of people who have dealt 
there or check up through your 
local bank.” 


Crowley Stresses 
Value of Service 


To Illinois Dealers 


SPRINGFIELD, Ill. — Patrick J. 
Crowley, director of the General 
Motors dealer relations section, told 
dealers attending the convention of 
the Illinois Automotive Trade Assn. 
that good customer service is es- 
sential for success as a dealer. 

“To the alert dealer, good service 
is a guaranty of security,” he said, 
adding: “No automobile dealership 
has survived the fluctuations of the 
business cycle over a 10-year period 
without good service, His service 
department is his first-line sales 
promotion department.” 

A good dealer is one who is ex- 
perienced in planning, organizing 
and executing, and a man who 
thinks in terms of results, Crow- 
ley said. 

In urging ever greater dealer 
participation in community activi- 
ties, he emphasized that no one can 
put a price tag on the esteem in 
which a dealer is held by his 
friends, neighbors and fellow citi- 
zens, Through community project 
participation the dealer will de- 
velop as an individual, he told the 
gathering. 

“In community projects, friend- 
ships develop with leading busi- 
nessmen, many of whom will be in- 
terested in the dealer's products 
and service,” Crowley said. “Com- 
munity projects also bring the 
dealer in touch with the average 
citizens who account for his busi- 
ness volume, Ag the dealer’s repu- 
tation develops in community af- 
fairs, his business is viewed in the 
same favorable light.” 





ADVERTISEMENT 


“WITH CHILDERS CARPORTS WE ADDED ANOTHER EIGHT CAR 
SHOWROOM adjacent to our present one for very little cost,” remarks 
J]. B. Parkhill of Parkbills, Inc., Champaign, Ul. “Your easy terms are a 


sales extra whic 


we readily accepted.” You too can own Childers Carports 
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High School for use in its driver- 
training program: 


for only pennies per car per day. See Page 31 for full details. 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


Darner’s Economy Run 


ARNER’S Plymouth Center, 

Mesa, Ariz., stages a weekly 
economy run before a large crowd. 
It’s held at the Manzanita Race 
Track, Phoenix, during the regular 
program. 

Two contestants are selected 
from the audience by ticket stub 
numbers, and they compete to see 
who can get the best mileage on a 
gallon of gasoline. 

In the first event, the winner 
posted 36.8 miles per gallon, and 
the loser recorded 31.8. The winner 
receives a trophy and a prize. 

* * > 


Lark Shop-A-Thon 


4 hee Studebaker dealerships in 
Atlanta—Chick Barron, Callo- 
way Motors and Harry Sommers— 
put on a week-long promotion at 
Lenox Square with a daily program 
that rivaled a Broadway produc- 
tion. 

John Reed King, acted as master 
of ceremonies during the entire 
Shop-A-Thon week. Local TV per- 
sonalities conducted fashion shows, 
teen dance contests, quiz shows and 
contests for children. 

Hundreds of prizes were given 
away, including an all-expense 
trip to Daytona 

The promotion was “most suc- 
cessful, with more than 10,000 per- 
sons viewing the Studebaker and 

Lark cars on display at the shop- 
ping center,” stated Barron. 

The Shop-A-Thon was factory- 
sponsored and didn’t cost local 
dealers one cent, it was reported. 
Newspapers and radio ads sparked 


the promotion. 
* * + 


Dealer Offers ‘Spring Tonic’ 
ENMORE MOTORS (Ford), 
Buffalo, went after spring busi- 

ness in used convertibles with an 

unusual newspaper ad with a pre- 
scription theme. 

The ad featured art work show- 
ing a prescription bottle and a large 
spoon holding a convertible. Said 
the caption: “Kenmore Motors 
spring tonic. Adults become young 
at heart. Teen-agers become ma- 
ture.” 

The ad listed a wide variety of 


used convertibles. 
* * * 


Quick for a Bunny 


URING its pre-Easter sale 

Young Rambler, St. Paul, gave 
a stuffed rabbit to children when 
their parents came in and test 
drove a new or used car. In addi- 
tion, everyone who bought a car 
during the promotion was eligible 
for a chance on a $190 stereophonic 
phonograph. 


Something to Shout About 


L. TALLMAN, INC. (Cadillac), 

* Decatur, Ill, inserted a four- 
column ad in the Decatur Herald 
announcing “we are celebrating our 
35th anniversary.” 

“For 35 years we have stressed 
the highest ethics in selling and 
merchandising the finest in new 
and used automobiles,” said the 
firm, which received its Cadillac 
franchise April 4, 1925. 

+ * +. 
Dial a Ride 
JIETFIELD-QUEENAN, INC. 

(Dodge-Plymouth), St, Paul, 

has installed a mobile telephone in 
one of its Dart demonstrators. 
Prospects can get a demonstration 
ride by calling the main office or 
the special mobile unit number, 

- e s 


‘Dick Dwyer’s Corner’ 
CE a week, Auto Dealer Dick 
Dwyer, Rochester, N. H., moves 
from his showroom to the type- 
writer to turn out “Dick Dwyer’s 
Corner,” an advertisement for the 
weekly Courier. 

Written in conversational style, 
it chronicles the doings of Dwyer’s 
family and friends and other topics 
and winds up with a sales pitch for 
the dealership, Dwyer Motor Sales, 
Inc, (Buick-Pontiac-Vauxhall). 


* * *” 
Toyopet Economy Run 
yi“ AN eight-hour economy run 


sponsored jointly by Quigley 
Motors, Inc., St. Paul, and Conoco 


Oil Co., a Toyopet sedan got 32.15 
miles per gallon in stop-and-go 
driving. The driver, a Quigley em- 
ploye, covered 200 miles within the 
city limits. 


* * * 


‘Everyone Loves a Winner’ 


e Am the world loves a winner, 
and Warren Motors is a win- 
ner in many ways,” the Plymouth- 
Valiant-DeSoto dealership empha- 
sized in an “open letter” in the 
Warren (O.) Tribune-Chronicle. 


Warren Motors has won top spot 
in a DeSoto sales contest, has won 


a Quality Dealer Award, was 
ranked third in Plymouth-Valiant 
sales out of 340 dealers in the 
Pittsburgh area and has received 
recognition for market penetration 
far above average, the ad said. 

The firm is a consistent winner, 
the ad continued, because of its 
“cars that are second to none, ex- 
ceptional deals that are always just 
a little below our competitors, ex- 
cellent auto maintenance service 
and facilities and outstanding used- 
car sales record.” 

* * . 
Bonneville Burro 

REE donkey rides were offered 

every Saturday during April at 
McKissick Pontiac, San Leandro, 
Calif., to children who visit the 
dealership accompanied by their 
parents. 


In the Letterbox 





(Continued from Page 14) 
It may just be that he doesn’t want| fulfill the claims made for it in 


to reduce his fixed expense, with 
better and cheaper ways of doing 
business. 

It is quite apparent, too, that 
Mr. Gibbs has frozen unto the 
theory that the direct-mail opera- 
tion simply has to be in the serv- 
ice department rather than else- 
where in the dealership, where it 
seldom gets done consistently, and 
that most people today are getting 
that type of merchandising from 
so many dealers —car salesmen, 
too—that it is pouring out their 
ears. 


He seems to object to the theory 
of merchandising of a higher qual- 
ity and at a higher level, leaving 
service people to do the things they 
really know how to do—building 
greater car-sales volume through 
making friends out of masses of 
people who are now patronizing the 
super-service stations to the tune 
of about 70 percent of their service 
needs. 

Actually, Mr. Gibbs hag afforded 
me a fine opportunity to say to the 
readers of Automotive News that 
an open mind is one of the greatest 
needs of the auto-retailing business 
today. It is very natural that hu- 
mans have a habit of resisting 
change and progress. This has been 
the history of the world. 

All through the years America 
has been the exception to this, and 
for this reason has given the world 
more things of progress in its short 
history than all of the rest of the 
world put together. Let us not re- 
vert back to old-world thinking by 
trying to find all of the reasons why 
something cannot be done, and why 
it will not work. 

The automobile dealers of the 
nation have had their backs up 
against the stone wall in the last 
few years. They are fighting for 
the preservation of a business that 
has been good to them and their 
communities. Lest progress pass 
them by like it has in so many other 
fields where chain-store operation 
has come, it is urgent that they 
find newer and better ways of oper- 
ating their dealerships—ways that 
will bring back that 70 percent who 
have abandoned them. 

The obvious course must be in 
rendering a type of service that 
is quick, that the super-service 
stations cannot offer; that will 


Calendar 


(Continued from Page 14) 


Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

May 20-22—Norfolk Imported Car Show, 
Norfolk Arena, Norfolk, Va. 

Nov. 23-27—Portiand Auto Show, Memorial 
Coliseum, Portland, Ore, 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
Wer Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 


General 


Apr, 21-28—American Society of Tool and 
Manufacturing Engineers, Conference 
and Tool Show, Artillery Armory, Detroit. 

May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D, C, 

July 21-23—Automotive Trade Assn. Man- 

. @gers, summer meeting, Grand Hotel, 
ackinac Island, Mich, 
1960—Production Engineering 
how, Navy Pier Calcoge. 

Sept. 6-16, 1440—Machine ool Exposition, 
International Amphitheatre, Chicago, 

Oct. 16-2i—American Trucking Assn. an- 


nual convention, Waldorf-Astoria Hotel, 
New York City. 





merchandising and advertising— 
not just lip service, and that will 
rebuild the mass “blood banks” 
of customers loyal to the dealer- 
ship and willing to pay more in 
order to do business with their 
favorite dealer and salesman, and 
will repeat their car purchases 
again and again. 

Results of the research of my com- 
pany indicate that the best way to 
accomplish these things is for the 
dealer to swing every ounce of the 
persuasion power at his command 
to building up service patronage. 
His crack sales people are none too 
good if this is to be accomplished, 
but he cannot afford to overlook 
anyone in his organization. 


The sales department has the 
most at stake in the need for serv- 
ice patronage. As it stands now the 
dealer has the choice of either go- 
ing all out to rebuild service patron- 
age, or continue the gales “rat race” 
of the past few years. 


The public is begging for good 
service. It swears up and down that 
if and when it is found, that will 
be the place where it will throw all 
of its loyalty. Certainly dealers must 
continue to advertise—construc- 
tively, however—for they will bring 
in about 30 percent of their poten- 
tial sales to lay in the lap of sales 
people. 

The other 70 percent will have 
to be obtained by going out after 
it and capitalizing on the soften- 
ing effect of the advertising pro- 
grams, or it will be lost to com- 


factory has not been given the 
kind of representation it is en- 
titled to. 

There has been a great deal of 
frustration on the part of automo- 
bile dealers. They are just beginning 
to pull out of the situation that 
caused it. Enlightened dealers will 
be better business men, and will 
enjoy that balance between business 
and family life that makes for bet- 
terment for all concerned. Let’s not 
start tearing down the things that 
will make this possible at long last. 
—R. J. Younc, Automotive Enter- 
prises, Birmingham, Mich. 

a. 


Valiant, Pontiac Use Wood 


Eprror’s Nore: In a letter pub- 
lished April 4, R. Blagden, West 
Hartford, Conn., said he had 
heard that one car maker in- 
cluded “a large piece of wood” in 
its ’60 cars, and wondered which 
maker it was. 


In re R. Blagden’s letter, my 1960 
Valiant has a large piece of ply- 
wood over the spare-tire well. Per- 
haps this is what Mr. Blagden re- 
fers to, but I do not know at the 
moment whether or not it has been 
discontinued. — Harry Srorin, As- 
~~ Discount Corp., Hempstead, 

* e 


a 

This reader may be referring to 
the laminated walnut insert on 
Pontiac Bonneville instrument pan- 
els.—Larry Sruart, Pontiac Divi- 
sion, Pontiac, 

* * ? 

In reference to a large piece of 
wood being used in 1960 models, 
you will find the Pontiac Bonneville 
uses a piece of polished walnut in 
the das h.— Larry Latrin, Pough- 
keepsie, N. Y. 


ry 


STAINIESS STEEL 


for Easy Care 
and 
Long Wear 


Like it's the end of maintenance worries and the 
beginning of easy care wherever stainless steel 
brightwork is used. No other trim material offers such 
easy maintenance. 


Stainless is superbly easy to clean, and to keep 
clean. The satin-smooth, hard finish needs only 
occasional washing to keep it looking like new. No 
waxes or chemicals required to restore its original 
luster. No lacquers needed to protect it afterward. 


Check your manufacturer's parts list for the use 
of stainless brightwork on your product. Then sell 
the assurance of easy care and long wear that only 


stainless steel can provide. 


REPUBLIC STEEL 


GENERAL OFFICES © CLEVELAND 1, OHIO 


This Stainless STEELMARK of the American 
Steel Industry identifies products made of 
stainless steel. Look for it on the product you 
buy. Place it on the product you sell. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '€0s added and '52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic 


transmission or over- 
drive, and (ps) indicates power 


steering. 
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By 2-dr. Riviera, $540*; 4-dr., 


BA Super 4-dr., Hi (ps). 
’53 Special 2-dr., 


ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 


Colerado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 
SALE EVERY MONDAY 
11:00 A.M. 
George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 














Need hard to get parts? Automotive News’ 
Went Ads get quick results. 








Denver Auto Auction 
% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed, G. Smith 
Auction Every Friday 
at 11:00 A.M 
Auctioneers: Geo, Workman—Bill Hauschiidt 
Titles and Checks Guaranteed 


TWIN RING SELLING 





CONNECTICUT 





NEW ENGLAND'S OLDEST 


AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





CADILLAC—’59 (62) 4-dr. hardtop, $3,- 
625° (ps). 
"57 (62) conv., $2,050* (ps). 
55 (60) Special 4-dr., $850* (ps). 
54 _ mar hardtop, $1,000* (ps); 4- 
’63 (62) 4-dr., eos (ps), $350* ( 
CHEVROLET. 


" Bel Air (6) 2-ae 52, 

150° ; Saveie' (6) 4-dr., $1,695*. 

"59 Impala (8) conv., $1,900 

'58 Brookwood (6) 4-dr., $1,280°; Bis- 
cayne (8) 4-dr., $1, 250° ; Biscayne (6) 
+» $1,235, $1,075, $1,025; 4-dr., $1,- 
'ST Nomad ) 4-dr., $1,350*; Bel Air 
(8) 2-dr., $1,300*; Bel Air (6) 4-dr., 


Two-ten (8) sta- 
$1, , '$920* (ps); * 

soe0": Snetarty ce ey 2-dr., ao 
56 Two-ten (6) station ‘on, 
$630; Bel Air (8) 4-dr., “Elbo, 
One-fifty (6) 2-dr., $750, $670. 
"55 Two-ten (6) station aman $687; 
Two-ten (8) station wagon, $435*; Bel 
Alr oh es ‘sen ¢ Bel Air (8) 4-ar. ° 
oe oe $530, $490°; One-fifty (6) 


ag 125* (ps), yoo 010°; 


“$80. 


DeSOTO—’57 Firedome 4-dr., $1,000* (ps), 
$825* (ps). 
‘55 Fireflite 4-dr., $290*° (ps). 
DODGE—’55 Coronet (8) 2-dr. hardtop, 
$560*; Royal (8) 4-dr., 7. 
"54 Royal (8) 4-dr., $300* ( 
EDSEL—’58 Bermuda 4- dr., sit 120°: 
2-dr. hardtop, $825° (ps). 
FORD—’'60 Falcon (6) 2-dr., $1, 660. 
’59 Galaxie (8) 4-dr., $1, 580° 
’57 Country Squire (8) 4-dr., $1,200°*; 
Fairlane 500 (8) 4-dr., $1,050* (ps); 
Custom 300 (8) 4-dr., $950*; Fairlane 
(8) 2-dr.. $900*; 4-dr., $785*; Ranch 
Wagon (6) 2-dr., $860. 
’56 Fairlane (8) conv., $930*, $850*; 2- 
dr. Victoria, $710*, $610*, $560° (ps) ; 
Custom (8) 2-dr. Victoria, $730*; 4- 


Pacer 


dr., $480; Ranch Wagon (8) 2- ‘dr. 9 
$475*, $430°; Main (6) 2-dr., $400; 
Main (8) 4-dr., $285. 


’655 Fairlane (8) "2-ar., $510*, $485. 

"54 Crest (8) 2-dr. Victoria, $430, $420; 
4-dr., $400*; Custom (8) 4-dr., $350; 
Ranch Wagon (6) 2-dr., $280. 

53 Ranch Wagon (8) 2- ar., $280; Cus- 
tom (8) 4-dr., $230°*. 


54 Bel Air 2-dr. -, $440°; Two-ten 4-dr.,| IMPERIAL — "57 Imperial 2-dr. hardtop, 


$380. 
'53 Two-ten 4-dr., $240. 
52 Deluxe 2-dr., $140*. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


= AIR—Bel Air —_ Auction. Ti- 
es, checks guaran Cars up- 
ed. Thur., 12 noon. Established 1947, 


MICHIGAN 


Nae 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Aptce 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


ATMO LN ALPES IE 
SAM GOODMAN'S 
STATE FAIR AUTO AUCTION 


19745 Ralston in rear of 19600 Woodward, 
Detroit 3, TOwnsend 9-4660-6!-62, Same loca- 
tion—new facilities. 
EVERY TUES. & FRI. 12:00 NOON 
Conveniently located in the heart of the 
automobile center. 








North-East-South-West 
Automotive News’ 


acer in | Used-Car Auction Direc- 
tory” gives the sale day and time 
Rg Auto Auctions EVERY 








$1,520* (ps). 
COLN—’53 Cosmopolitan 2-dr. hardtop, 
$200*. 


NEW JERSEY 





Minutes from New York City 


Z 


UTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 


AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 
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NATIONAL AUTO 
DEALERS EXCHANGE 





(Copyright, 1960, by Automotive News) 





MERCURY — '58 Voyager 4-dr., $1,600* 
(ps); Montclair 2-dr. hardtop, $1,480* 


(ps). 

"57 Colony Park 4-dr., $1,100* (ps); 
Monterey 2-dr. hardtop, $940*. 

‘56 Monterey 4-dr., $650° (ps), $530*; 
Montclair 4-dr. haratop, $560°; 2-dr. 
hardtop, $560* (ps 

"53 a. a dr., $310; Monterey 2-dr. 


hardtop, $ 
tmmann — ‘57 (88) 4-dr., $1,070* 
(ps). 
"56 (98) 4- dr. Holiday, $920* (ps); (88) 
4-dr., 
"55 (88) 4- a, $735*; 4-dr. Holiday, 
$570* (ps); (98) 2-dr. Holiday, $400*. 


’54 (88) 2-dr. Holiday, $290* (ps); (88) 
Super 2-dr., $290*. 
’52 (88) conv., $120. 
PLYMOUT H—'57 Belvedere (8) ‘ -dr., 
dr., 


$890*; Savoy (8) 4-dr., $660*; 
$620*: Plaza (6) 4-dr., $600*, 
'56 Belvedere (8) 2-dr., $650*. 
"54 Savoy 2-dr., $210. 
PONTIAC—’58 Chieftain conv., $1,620* 


(ps); 4-dr., $1,030. 
’55 Star Chief 4-dr., $530*; 2-dr. Cata- 
lina, $310*; Chieftain 2-dr. Catalina, 


54 Chieftain 2-dr., $135. 


NEW YORK 


LAFAYETTE—Syracuse Auto A 
Center of Empire State. Check an 
Title Protection. (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


oo, Monday — I! O'Clock 
60 car sale average 
All Titles and Checks Guaranteed 


THREE WAY PROTECTION 


When You Do Business with the 
MANHEIM AUTO AUCTION 








‘53 Chieftain 2-dr. Catalina, $120*. 
‘41 Silver Streak 4-dr., $400. 
RAMBLER—’59 Deluxe (8) 4-dr., $1,470. 
‘58 Super (6) 4-dr., $875. 
MISCELLANEOUS—’58 Dodge %-ton pick- 
up, $740. 
‘56 Dodge %-ton pickup, $325. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of April 13. 
BUICK—’'59 Electra 4-dr., $2,500* (ps), 
$2,210* (ps); LeSabre 2-dr. hardtop, 
$2,225*; 4-dr. hardtop, $2,200* (ps); 
4-dr., $1,950* (ps). 
’58 Special 2-dr., $1,265*. 
‘55 Special 2-dr. Riviera, $519*, $485*. 
CADILLAC—’58 (62) Sedan de Ville, $2,- 
850° (ps); 4-dr. hardtop, $2,510* (ps). 
'5S (60) Special 4-dr., $1,080* (ps); 4- 
dr., $1,030* (ps). 
'53 (62) 4-dr., $375*. 
CHEVROLET—’60 Impala (8) conv., §$2,- 
650°; Parkwood (8) 4-dr., $2,400*; 
Biscayne (6) 2-dr., $1,810; Corvair (6) 


4-dr., $1,600*, $1,520. 

'59 Impala (8) conv., $2,250* (ps); sport 
coupe, $2,035*, $1,885; sport sedan, 
$1,975*; Nomad (8) 4-dr., $2,025* 
(ps); Bel Air (8) 4-dr., $1,670*, $1,- 
Sed 2-dr., $1,650*; Bel Air (6) 2-ar., 


‘658 Impala (8) 2-dr. hardtop, $1,625*, 
$1,610* (ps), $1,605* (ps); conv., $1,- 
615*; Bel Air (8) sport sedan, $1,515* 
(ps); 2-dr., $1,385*; Biscayne (8) 4- 
dr., $1,215*. 

‘ST Bel Air (8) sport sedan, $1,285*, $1,- 
200*, $1,190*%; Two-ten (6) 4-dr., 
$910*; 2-dr., $900°*. 

’56 Bel Air (8) 2-dr., $850*; 
$800*; Two-ten (8) 2- dr., $700*; 

ten (6) 2-dr., 


sport sedan, 
Two- 


$600°; One- -fifty (6) sta- 
tore wagon, ‘3680; One- fifty (8) 2-dr., 
"55 Bel Air (8) 2-dr., $445*; Two-ten 
(6) 2-dr., $300. 
YSLER—’57 Windsor 4-dr. hardtop, 
$1,050* (ps). 


'56 NY 4-dr. hardtop, $900* (ps); 4-dr., 
$800*; Windsor 2-dr. hardtop, $655* 
(ps). 

‘6S NY 2-dr. hardtop, $465* (ps). 

DeSOTO—’59 Firesweep 2-dr. hardtop, $2,- 
050* (ps). 
’5S Firedome 4-dr., $505*, $390°* (ps). 
DODGE—’60 Polara (8) 4-dr., $2,510*. 

‘57 Coronet (8) 2-dr. hardtop, $1,025*, 
$995°, $850*. 

56 Custom Royal (8) Sierra 4- dr. , $840°*. 

EDSEL—’59 Corsair 4-dr., $1,650 

FORD—’60 Galaxie (8) 4- ar., $2, o75° (ps); 
2-dr., $2,225* (ps); Falcon (6) 2-dr., 
$1,765. 

59 Thunderbird (8) 2-dr. hardtop, $2,- 
900* (ps), $2,550; Galaxie (8) conv., 
$2,260* (ps), $2,215* (ps), 2 at §2,- 
210* (ps), $2,170* (ps), $2,150*, $2,- 
135°; 2-dr. Victoria, $2,025* (ps); 4- 
dr. Victoria, $2,000*; 2-dr., $1,960", 
$1,775, $1,635; 4-dr., $1,630; Ranch 
Wagon (8) 4-dr., $1,735; Fairlane 500 
(8) 4-dr., $1,710*; 2-dr. Victoria, $1,- 
700*; Fairlane (8) 4-dr., $1,520*; 2- 
dr., $1,400*; Custom 300 (6) 2-dr., 
$1,300. 

(Continued on Page 37, Col, 1) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


TEXAS 





AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 


WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 


12 Years Fair Dealing 
Auction Checks Issued—— 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


Crossroads 


. . . where they meet... 


3202 E. 














buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 


Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 
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ward to meeting again with Carl 
H. Hahn, general manager of 
Volkswagen of America. 

They were disappointed, 

Hahn picked that day to fly to 
San Francisco and announce his 
engagement to wed a California 
girl. 








Peugeot 404. Coming oe 


Volvo Coupe, Tatra 
Stir Show Visitors 


OOKING back on the Interna- 

tional Automobile Show, which 

closed yesterday (April 24) in New 
York after a nine-day run: 

Volvo’s new P-1800 sports coupe 
drew the most favorable comments 
from visitors, competitors and deal- 
ers. 

Volvo has set a tentative price 
of $3,800 on the P-1800, although 
more than one Volvo dealer 
vowed he could sell virtually any 
number at $5,000 a copy. 

Factory plans call for production 
to begin in August or September, 
with full output attained by Janu- 
ary. Volvo hopes to build 7,000 to 
7,500 of the new models yearly, with 
5,000 to 5,500 earmarked for the 
United States. 

Volvo dealers are already schem- 
ing on how to impress the factory 
during the rest of the year in hopes 
that this will win favorable treat- 
ment when the time comes to dis- 
tribute P-18008. “ 

« 


One of the most versatile dis- 
plays at the show was Fiat’s, 
which included 14 models in six 
series. 


o 
Soviet Stars 
= Soviet-built Moskvich and 

Volga drew lots of interest but 
little enthusiasm. 

Automen noted the cars copied 
Opel design and engineering in 
many respects; were impressed by 
sturdy components. Summed up 
one, “Not much for looks, but hell 
for stout.” 

One advantage in the higher- 
priced Volga: Serial plate and 
controls printed in English; 
they’re in Russian on the Mosk- 
vich. 


The Moskvich hubcap emblem so 
closely resembles that of GMC that 
the looker is startled on first glance. 




















* * * 


Kleptomania 
quar visitors this year were con- 

sidered by exhibitors to be more 
unruly than ever before. Petty 
thievery was rampant. 

Some visitors calmly hopped 
aboard moving turntables and at- 
tempted to remove various pieces 
of equipment from the car in 
question. 

Said a spokesman for one exhibi- 
tor: ‘Next year I’m going to set up 
my own booth and sell Exhibition 
Kits, complete with a screwdriver 
and wrenches. It should be a sell- 
out item.” : 




































lars below the official wholesale 
figure. 

Some nonfranchised Volkswagen 
dealers are about ready to start ad- 
vertising 1960 VWs at $1,395. 

Import dealers who try to get a 
domestic franchise get the cold 
shoulder from factories, even when 
they promise to abandon the import 
lines. 

One line has had to ship many 
cars back to Europe because the 
distributor and dealers refused to 
accept any more. 

If an import dealer loses a 
franchise that he wishes to keep, 
he can get it back merely by 
threatening a good-faith suit. 
Listening to The Grapevine can 
be a perilous business, for obvious 
reasons. 











































Press Demonstration— 


Off the beaten path, this British-made, four-wheel-drive Land-Rover demonstrates 
tank-like power and mountain-goat agility as it goes through its eight forward speeds 
in recent test by Southern California auto and outdoor editors. The demonstration was 
sponsored by Peter Satori, Inc., Pasadena, the exclusive Rover dealer in Los Angeles, 
Santa Barbara and Ventura counties. 


1,000 Young Mechanics 
Enter Chrysler Contest 


DETROIT.—Nearly 1,000 students 
who have demonstrated outstand- 
ing automotive mechanical ability 
will compete in Chrysler Corp.’s 
sixth annual “trouble-shooting con- 
tests” to be held in 16 cities this 


Women Helped 
To Understand 
Car ‘Ailments’ 


CHICAGO.—Woman’s vocabulary 
is every bit as rich and varied as 
man’s, psychologists wil] tell you. 
But there is one area where women | of 





ECCHNICAL - MINDED visitors 

were intrigued by the Tatra 603, 
complete with all-aluminum, air- 
cooled, V-8 engine mounted in the 
rear. 

The engine compartment is par- 
ticularly tidy, with plenty of room 
for easy service access. V-belts 
drive twin blowers to cool each 
shrouded bank of cylinders, with 
air intake adjusted by a thermosta- 
tically controlled baffle. Dual car- 
buretors are used. 

The Tatra’s luggage compart- 
ment in front is big enough to 
hide Tom McCahill and his dog 
and the interior of the car is 
roomy and has high, well posi- 
tioned seats. 

Wheelbase of the Tatra is 108.2 
inches, despite the fact that ma- 
terial prepared by an American ad- 
vertising agency claims it to be 81.7 
inches. The American spec sheet 
correctly stated overall length at 
199.4 inches. 

The car, except for its triple 
headlights, is reminiscent of an 
elderly Nash Statesman. 

Price was quoted at an estimated 
$3,300. First shipments are expected 
late this summer. 









* * * 


Panhard offered enough free 
gasoline with each new purchase 
to provide 20,000 miles of driving. 

* + 


Fewer Heads Counted 


ROWDS were smaller at the 
show this year, despite official 
announcements to the contrary. 
On the first Sunday, (Easter) it 
was possible to stroll casually 
through the exhibits in mid-after- 
noon. On the corresponding day last 
year the crush of visitors made the 
show’s stands and passages resem- 
ble Times Square on New Year's 







spring, according to George Cut- 
ler, Plymouth-DeSoto-Valiant serv- 
ice director. 
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done on a two-man 






Said H. Gordon Munro, president 
of Rover, “The crowd is a selective 
one, genuingly interested in the 
quality type car we are offering.” 

His views were echoed by Johan- 
nes Eerdmans, president of Jaguar, 



























Drivers of ‘54 Fords will instantly/and Alan F. Bethell, president of OM EAe Tet 
sonatas the Volga instrument| Standard-Triumph. On the Side 
panel. “I am most impressed by the visi- “Who makes asked 
Robert J. Castle, Syracuse, N. Y.,/tors we are meeting,” said Eerd-| » visitor a Austin 
who imports the Moskvich and re-| mans. 850 with its transverse-mounted 
Raat tn tee aoe tue peas Seca tee ots ae ene ‘mae, Ss thon Seer of ¢ to make) "ae woted 
y n the ne ° say quite a stream 0} contests are cond 
he expects the first 500 to arrive inj}customers hag been proceeding rae S tadowere Masten Lae” Oe ee ly by the local Chrysler = 
May. ,.| from our stand here to our Broad- _- corporation’s regional 
Moscow papers, please copy: He’s| way showrooms a couple of blocks tatives 


LTHOUGH Datsun has a twit- 
tering collection of parakeets 
(Bluebirds, get it?) in itg display, 
there were fewer live animals used 
in this year’s show than in previous 
years. ti 
Unless you include girls. The 
models were more numerous than 
before, and prettier, too, if that’s 
possible. bee 
o 


Te Concours d’Elegance, spon- 
sored by Sports Cars Illus 
included a 1905 Pierce-Arrow that 
must have been the dream car of 
back-seat drivers in that era. 

A row of 10 pushbuttons in the 
back seat is connected to = 
ponding signal lamps in the uf-| rods, thermostat, cooling system, 
feur’s compartment, The 1amp5/ wate fuel-air mixture. 
soad: Start, cab, fact. torn, fellew,| Pee ae 5 
slow and back. 


doing business from a Wall St. ad- 


away to take deliveries. 
dress. oe ee 


Pi cer aeemiin 90805 400 
Raisbeck Sees 

33 Million Sales 
In Next 5 Years 


INDIANAPOLIS. — A prediction 
that auto sales between now and 
1965 will climb at least 10 percent 
over the past five-year period was 
made here by John W. Raisbeck, 
assistant to the president of Amer- 
ican Motors. 

Addressing the Bankers Install- 
ment ig Assn, of Greater Indi- 
anapolis, he estimated “conserva- 
tively” that about 33 million new| ®°me, stop, left, 
cars will be sold in the United ° 
States in the next half-decade.| Antiquarian 
ates the past five years totalled EST car at the show was an 

on cars. 

Population, households and dis-|mne ser ig complete with rein 
posable personal income all are €X-/ puards and holes for connecting 
horse shafts. 


pected to rise substantially, Rais- 
It is powered by a V-2 Daimler 


beck said. 
“We look for the nation’s popula- 
tion to climb f .5| engine—one of the earliest, with 
on climb from its present 179.5 hot- ignition in pl - 
which hadn’t been 


million to 195 million five years 
hence,” he said. 

“The number of household units 
should rise from today’s 52 million 
to 56 million, and the nation’s total 
disposable personal income, now 
pegged at $353 billion, should soar 
to $443 billion 1965, And the 
number of multiple-car families is 
posting leaps-and-boundsg in- 
creases.” 

Leading the sales gains will be 
compact cars like the Rambler, he 
said, adding that about 2.25 million 
compact and smaller cars will be 
Sold in 1960, “or almost one-third 
of the approximately seven million 
car sales expected for the year.” 

“By 1963—and perhaps sooner— 
compact cars will account for more 
than half of all new cars sold,” he 
predicted. 


* * * 


|; new Peugeot 404 reportedly 
will reach the U. S. this winter. 
It is more deluxe and costly than 
the 403, which will be continued in 
its present form. 

Jack Kent, sales manager for Re- 
nault, said the Peugeot 404 will be 
Sea to the Mercedes-Benz 


. + = 
One importer’s waggish defini- 
tion of am American compact: 
1954 in size, 1960 in style and 
$1,965 in price. 
. +. * 


Off the Grapevine 
- CALIFORNIA, in France, in 
Italy, the grapes grow best in 
golden sunshine. Not so in the auto 
industry, where The Grapevine 
flourishes best when the situation 
is the murkiest. 
At the show, The Grapevine 
was producing more juicy items 
than ever before. This would seem 






















know them all. However, there are 
a few key words and phrases a 
women should know when she 
drives in for repairs, according to 
CGKI. These include: 

Motor miss, hard starting, shakey 
steering, motor knock, runs hot, 
spark plug gap, weak coil or con- 
denser, defective steering, front- 
wheel alignment, loose connecting 











He said that the nes car, with 
its ne provements, is 
becoming an increasingly 
iaeuienin. one 
Specialists are needed in hydrau- 
lics, electronics, steering, transmis- 
sions, suspension and other 


ns, systems 
assemblies and subassemblies 











i Chrysler’s trouble-shooting con- 

uae coome Will he staged tn the tanewtng 
_|_ Pittsburgh, April 30; 

_|Mich., April 30; La Mesa, Calif, 


iaakeli: Sean $0; Bpsiowtn | 
ls 0; d, 
_ | Mass., May 12; Dayton, May 14; 

Philadelphia, May 14, 

Chicago, May 14; Los Angeles, 
May 18; San Francisco, May 19; 
Buffalo, May 20; Cincinnati, May 
21; Detroit, June 10, and New York, 
June 13. A contest will be held in 
Portland, Ore. on a date to be 
selected. 


Fredericks Opening 

GOLDEN, ‘Colo.—Grand opening 
of the new $100,000 building of 
Steve Fredericks Chevrolet Co. has 
taken place, according to C. T. 
(Steve) Frederick, president. The 
company, formerly known as Craig- 
Frederick Chevrolet Co. was 
founded in 1931 and has been in the 
old location 25 years. 










> a state of uncertainty and 
The Grapevine last week produc- 
ed such don’t-quote-me-but reports 
as: 







spark plugs, 
invented. in 1891, 
The engine was cooled by circu- 
lating water through the car’s tubu- 
lar frame. 






A certain import chief ig going to 
be recalled to the homeland because 
U. S. sales are suffering. 

One make had cars standing on 
the docks so long that thousands 
had to be repainted. 

A distributor hag had to cancel 
tieins (take six of these to get one 
of those) because dealers threat- 
ened court suits if the policy were 
continued. 

The distributor of one make is 
registered as a foreign agent be- 
cause he receives a subsidy from 
a foreign government for han- 
dling cars in the U. S. 

Bootleggers offer new cars of a 
certain make to dealers at prices 
ranging up to several hundred dol- 








Chevrolet's experimental Cor- 
vette was not displayed on the 
Chevrolet stand. It shared space 
with the oddball cars in the con- 
cours. 
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* * * 


KODA had one of the most pop- 

ular features at the show. Visi- 

tors, seated in a Skoda convertible, 

had their pictures taken with a 60- 

second camera for a personalized 

show souvenir. 

The Skoda, of course, igs promin- 
ently featured in each snapshot. 
—Rosert M. Lignert 





What Did You Say?— 


“Weeuulll, it's sort of a tipocka, tipocka, 
queep—but | can't tell if it's coming from 
the front or back." Everyday, servicemen 
face this dilemma with their women cus- 
tomers and the Good Car-Keeping Institute 
is ovt to improve the situation. Women are 
noted for their loquacity until they cross 
the threshold of the auto repair shop. 
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Product, Staff, Service . . . 
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Quality Everywhere 
Called Imports’ Ace 


Ta quality of the imported auto, 
plus a of the service 


have in us through our past deal- 

ings with them.” 
As an illustration of the type of 
care he encourages, Dube 


New Dictionary 
Gives Auto Terms 


and , “pe 

” in German, “Jido- 
sha” in Japanese and something 
un-spellable in Russian. 
This is an example of what can 
be done with 5,224 other words with 


Compiled for engineers, dealers, 
service managers and technicians, 
this dictionary will facilitate pre- 
cise communications and the un- 
derstanding of automotive litera- 
ture for any of the eight languages. 

The basic table is arranged hori- 
zontally across two pages, with the 
——— list in alphabetical order. 

ing the basic table are al- 
phabetical lists of each of the seven 
other permitting a per- 


languages, 
son to translate rapidly from any 
one language to any of the other 
seven, More than 6 percent of the 
terms are defined in English. 


where a customer is 


Dube stressed that this kind of 
treatment igs not reserved for cus- 
tomers, “We are known among 
dealers as the fastest to settle fac- 
tory claims,” he said. 

Within his distribution area, 
Dube added, there are some $300,- 


Thig year, he continued, out of a 
total projected Borgward produc- 
of 50,000 units, the United 


would | States will receive approximately 


10,000, to be sold through four dis- 
tributors. Fergus, he said, will re- 
ceive approxima’ 600, 

By the end of 1960, he added, the 
Fergus dealer body probably will 
increase by 25. 

“We are more interested in the 
right man for our dealership group 
than we are in the kind of setup he 
now has,” he said. “If he is a good 
service man and an aggressive, 
sales-minded dealer, his size or the 
relative beauty of his establishment 
is not nearly as important to us.” 

* o . 

[pi ecussine import prospects 

for the remainder of 1960, Dube 
predicted there would be a total 
import sale of about 500,000 units. 
This drop, he said, probably will 
be due iargely to the fact that 
American manufacturers will begin 
to soft-pedal their European en- 
tries in the U. 8. market, so that 


figure over 1959 SAt" 
Volkswagen 


|= North Carolina State Ports 
Authority no longer is negoti- 
ating to have Volkswagen automo- 
biles enter the United States 
through North Carolina ports. 


Williams said the Authority had 
discussed use of ports at Morehead 


City and Wilmington with the Ger- 
man firm last fall but that the talks 
ended without an agreement. Re- 


agreement on shipments through 
= * * * 


A NUMBER of Volkswagen deal- 
ers in Michigan and Indiana 
were guests of the factory during 
a two-week tour of Germany. They 
visited the VW plant in Wolfsburg 
and a number of other German 
cities. 

The tour was one of a series 
which the factory is sponsoring for 
all VW dealers in America. 

* o * 


Alfa Romeo 
OFFMAN MOTORS OF CALI- 
FORNIA, Alfa Romeo distribu- 
tor, said sales of the Italian sports 
car in this country totalled 2,085 
last year, compared with 2,039 in 
1958. 

Although the gain was only 46 
units, Hoffman noted that in each 
case this was the full quota of cars 
allotted to the United States and 
that every car was sold before it 
arrived. Hoffman expects an in- 
creased allotment this year. 

. + * 


Agusta 
Italian-built Agusta diesel 
truck is being imported into 13 
Western states by European Sports, 
Inc., 65 Page St., San Francisco 2, 


Available as pane] van or pickup, 
the truck is powered by a 27-horse- 
power, two-cylinder diesel engine. 

Victor Brincat is president of the 
importing firm. 


* + 

Mercedes, AU-DKW 
STABLISHMENT of a new zone 
office in Jacksonville, Fila, for 
the Mercedes-Benz and Auto Union- 
DKW lines is announced by F. L. 
Armstrong, Mercedes-Benz Sales, 

Inc., general sales manager. 


Walter T. Swink, promoted to the 
position of zone sales manager, is 
in charge of the office, located in 
the Collier Building, 121 E. Eight 
St., Jacksonville 6. He formerly was 
a field gales manager. 

Assisting Swink are N. W. Mc- 
Collum as field sales manager at 
Jacksonville, and William D. Biles 
as field sales manager at Memphis. 
Robert G. Yoas is being transferred 
from the home office at South Bend 
to Jacksonville, where he will serve 
as zone administrative manager 
and zone car distribution manager. 

. . * 


Rootes Group 


STATES sales of Rootes 
Group cars for overseas deliv- 
ery increased 37.7 percent during 
the first three months of 1960 over 
the same period in 1959, officials 
said. East of the Mississippi alone 
the increase was 58.4 percent dur- 
ing the same period, Rootes said. 


* * a 

Peugeot 
BzENARD NANTEL, president 
of Peugeot Distribution, Ltd., 
declared his company has taken up 
Montreal Mayor Sarto Fournier on 
his suggestion that European firms 
selling motor vehicles in Quebec 
Province built plants in the Mon- 





be located near Montreal. It 
would be the: first such plant in 
Canada. 


Nantel said tooling plans are 
drawn up and the “only thing re- 
maining is an economic study to 
determine the economic feasibility. 
Our parent company in France has 





Fiat Trains Mechanics— 


A group of eight mechanics from Fiat dealers throughout California comprised the 
first class in 1960 to be graduated from the Fiat Service Center, Van Nuys, Calif. From 
left, back row, are Walter Bosini, factory instructor; Jim Fritz, factory warranty man- 
ager; Jack Ewell, Wilmington; Al Johnson, Long Beach; Jim McCune, Bakersfield, and 
Emile Campagnaro, factory instructor. Front row: Joe Reese, Los Gatos; Reg Buxton, El 
Monte; John Romano, chief instructor; Fabio Santori, Fiat West Coast service director; 
Hal Boudinet, Berkeley; Dean Hollis, Ft. Worth, and Frank Torre, factory instructor. 





Capsule Reports... 
Auto News in Brief 


eral of its exclusive truck features. 

The demonstrator kit is made up 
of a plastic wallet-size cover con- 
taining a set of five double-face 
cards. Included are simplified dia- 
grams which reproduce the mechan- 
ical action of tandem-axle steering, 
Mack’s Power Divider—torque 
transfer, turbochargers, controlled 
diesel injection timing, diesel air- 
swirl combustion, front-axle drive 
and multispeed transmissions. 


U. S. Accuses Scrap Dealer 
Of Wage-Hour Violations 

SAVANNAH, Ga.—Gerdine Virgil 
Clark, who operates G. V. Clark 
Used Auto Parts, has been accused 
in a United States Labor Depart- 
ment suit alleging that he violated 
the federal wage and hour law. 

The complaint alleges that work- 
ers engaged in the production, sale 
and distribution of scrap metal and 
used auto parts and were paid less 
than $1 an hour. Some also were 
not paid time and one-half for 
hours over 40 in the week, the suit 
added. 


AKRON.—Firestone Tire & Rub- 
ber Co. claims that one of retread- 
ers’ biggest problems, that of ad- 
justments, has been simplified 
“thanks to a little red and white 
rubber medallion that says, ‘Fire- 
stone Quality Tread.’” 

The company explained: “Any 
tire retreaded with Firestone tread 
rubber with Firestone tread designs 
and identified with this medallion 
carries with it a nationwide guar- 
antee, the same as on new tires. 
They are adjustable at any Fire- 
stone dealer or store in the United 
States.” ee oes 


University in Ohio Cranted 
$100,000 by 1H Foundation 


SPRINGFIELD, O.—The largest 
single contribution ever made by 
the International Harvester Foun- 
dation to a college or university 
outside Chicago—$100,000—will go 
to Wittenberg University for its 
proposed science building. 

A. D. Bishop, manager of IH’s 
Springfield Motor Truck Works, 
and Wittenberg President Clarence 
C. Stoughton announced the gift. 
A check for $20,000, first of five an- 
nual installments, was presented to 
Dr. Stoughton by Bishop. 

- as 
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Rubbermaid Celebrates 


‘Sweetest’ Sales Month 


WOOSTER, O. — Rubbermaid, 
Inc., celebrated February, its 
“sweetest” sales month in history, 
by giving its nearly 800 Wooster em- 
ployes and national salesmen a box 
of chocolates. 

Rubbermaid’s gross sales in Feb- 
ruary were $2,600,000, compared 
with the previous high of $2,300,000 
in August, 1959. These figures do 
not include subsidiary operations. 

*~ * 


15,880,000-Bearing Output 
Sets Record at Hyatt 


HARRISON, N, J.—Hyatt Bear- 
ings Division of General Motors 


Acme Specialty Honors 


Two 25-Year Employes 

TOLEDO.—A purchasing agent 
who has listened to the sales pitches 
of more than 3,000 salesmen and a 
machine operator who hag had a 
hand in making parts for mirrors 
used on more than a million heavy 
vehicles have been recognized for 
a quarter century of service. 

Walter J. Bohn, secretary and 
purchasing agent for Acme Spe- 
cialty Co., and Arlie Wise, machine 
operator, became the 13th and 14th 
members of Acme’s 25-Year Club 
at a dinner in their honor. 

~ * * 


New Sales Aid Simplifies 


Story of Mack Features 

PLAINFIELD, N. J.—Mack 
Trucks, Inc., hag developed a series 
of pocket-size animated cards which 
enable its salesmen, by simply pull- 
ing a tab, to demonstrate the com- 
plex engineering concepts of sev- 


time record, W. E. Milner, Hyatt 
general manager, announced. 
Previous high in Hyatt’s 68 
years of operations was in 1956, 
when 12,900,000 bearings were 
produced. Contributing im p o r t- 
antly to the Hyatt record was the 
volume of business from general 
industrial and automotive ac- 
counts, and diesel locomotive 
bearing requirements. 
* 


Traditional, New Blended 


In Display of Executive Office 


NEW YORK.—A colorful execu- 
tive office, using Remington Rand 
Aristocrat executive and modular 
furniture, is on display at the Na- 
tional Design Center, 415 E. 53rd 
St. 

The furniture blends both the 
traditional and the new, said de- 
signer Sylvia Choyke, American In- 
stitute of Decorators, who created 


$2 





agreed wholeheartedly with the 
plan.” 

Peugeot already has assembly 
plants in Australia, Northern Ire- 
land and South Africa, ag well as 
in many other foreign countries. 

“This establishment would be in 
line with the company’s policy of 
assembling cars in the country of 
sale,” he said. 





40 Dealers Signed— 

The Arabelia, the latest import from the Borgward Group in Germany, was introduced 
to dealers and distributors at special showing in New York. Arabella Motors Corp., 
New York, importer and distributor, reports that 40 dealers were signed as a result of 
the introduction. The car is said to have a maximum cruising speed of 75 miles per 
hour, gives up to 35 miles to the gallon. its New York port-of-entry price is $1,750. 


New Import— 


Yazoo Sales Co., Inc., 3607 Livingston 
Rd., Jackson, Miss., has been appointed 
a distributor for the Iso Trucker, a three- 
wheeled scooter-truck made in Italy. The 
unit is said to be ideal for light deliveries. 
It carries an 825-pound load and delivers 
up to 85 miles to the gallon. Yazoo is of- 
fering immediate dealerships for the Iso 
Trucker. 


the display. 


Globe-Union to Build Plant 


MILWAUKEE. — Glo be-Union, 
Inc., has acquired a 21-acre site in 
Geneva, Ill., for construction of a 
110,000-square-foot battery-manu- 
facturing plant. The building is ex- 
pected to be completed by Oct. 1. 
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Used-Car Auction Prices 





(Continued from Page 34) 


’58 Thunderbird (8) 2-dr. hardtop, $2,-| EDSEL—’59 Villager 4-dr., 


Fairlane 500 (8) 2-dr. Vic- 
toria, $1,310*, $1,110; Country Sedan 
(8) 4-dr., $1, 310° (ps), $1,300*; Cus- 
tom 300 (8) 2-dr., $1,010*, $900, '$900°; 
Ranch Wagon (6) 2-dr., $990; Fairlane 
(8) 4-dr., $980*; Fairlane (6) 2-dr., 


$850. 

'S7 Fairlane 500 (8) 2-dr. Victoria, $1,- 
210*, $1,120*, $1,100*; 4-dr, Victoria, 
$940°; Fairlane (8) 4-dr., $1,025* (ps); 
Country Sedan (8) 4-dr., "$1,000; Coun- 
try Sedan (6) 4-dr., $905; Ranch Wag- 
on (8) 2-dr., $865*; Custom 300 (8) 
2-dr., $760*; Custom 300 (6) 2-dr., 


$620. 
°56 Fairlane (8) 2-dr., $800* (ps); Ranch 
Wagon (6) 2-dr., $530; Main (6) 2-dr., 
$515; Custom (8) 2-dr., $250*. 
- a+ ag (8) 2-dr. Victoria, $495*; 4- 
$425, $400°; 2-dr., $400*; Custom 
(o 2-dr., $400; Main (8) 2-dr., $360; 
Ranch Wagon (8) 2-dr., $350*. 
IMPERIAL — '57 Imperial 4-dr., $1,800° 
(ps). 
LINCOLN — '57 Premiere 4-dr., 
(ps). 
MERCURY—’59 Monterey 2-dr., $1,835*. 
*58 Monterey 2-dr. hardtop, $1,310*%; 4- 
dr., $1,300* (ps), $1,290* (ps), $1, 245° 
(ps); Montclair 4- dr. hardtop, $1,225* 
(ps); Standard 4-dr., $1, 110°. 
°57 Monterey 4-dr., $1, 100*; Turnpike 
Cruiser 2-dr. hardtop, $900", 


480° (ps); 


$1,650° 


‘56 Monterey 2-dr. hardtop, $875*; Cus- 
tom 2-dr., $510*. 
’55 Custom 2-dr., $190*. 
OLDSMOBILE — ’59 (98) conv., $2,880* 
(ps). 
'57 (98) conv., $1,550* (ps). 
°56 (98) 4-dr. Holiday, $840* (ps); (88) 
Super 2-dr. Holiday, $830* (ps); (88) 
conv., $675*; 2-dr. Holiday, $670*; 2- 
dr., $600*, $575*. 
"55 (88) 2-dr. Holiday, $650*; (88) Super 
4-dr., $410* (ps). 
PLYMOUTH—'59 Belvedere (8) 4-dr., $1,- 
390 
"58 itvetens (8) conv., $1,175*; 4-dr. 
hardtop, $1,060*; 4-dr., $1,050. 
57 Belvedere (8) 4-dr.. $805*, $500*; 


Savoy (8) 4-dr., $650*. 

'5 5Savoy (6) 2-dr., $450. 

PONTIAC—’60 Catalina Safari 4-dr., $2,- 
870* (ps). 

’59 Bonneville sport coupe, $2,700* (ps); 
Catalina conv., $2,350*% (ps); sport 
coupe, $2,125*; 2-dr., $2,025*. 

RAMBLER—’59 Ambassador (8) Cross 
Country, $1,725*; Super (6) 4-dr., $1,- 
600, $1,525; American (6) 2-dr., $1,- 
200. 

’57 Custom (8) Cross Country, $825*. 

’56 Custom Cross Country, $850*. 


STUDEBAKER—’59 Lark (6) 2-dr., $1,- 
090*. 
MISCELLANEOUS—’57 Ford (8) F-100 
pickup, $550. 
LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of April 12. 

BUICK—’59 Electra 4-dr. hardtop, $2,750* 
(ps). 

58 RM 4-dr. Riviera, $1,500* (ps). 

’55S Century 4-dr. Riviera, $620* (ps); 
2-dr. Riviera, $535* (ps), $445*; Spe- 
cial 2-dr. Riviera, $560* (ps); Super 
2-dr. Riviera, $535*; 4-dr., $450* (ps); 
RM 4-dr., $520* (ps). 

’54 Special 2-dr. Riviera, $505*, $360*; 
Super 2-dr. Riviera, $425*; RM 4-dr., 
$185* (ps). 

53 RM 2-dr. Riviera, $275* (ps), $225*° 
(ps); Super 4-dr., $125*. 

CADILLAC—’59 de Ville 2-dr. 
$4,300* (ps), $4,200* (ps). 

"58 (62) Coupe de Ville, $3,300* (ps); 
2-dr., $3,175* (ps), $3,040* (ps), $2,- 


hardtop, 


810* (ps); Sedan de Ville, $3,125* 
(ps), $3,090* (ps), $3,010* (ps), $2,- 
855* (ps); (60) Special 4-dr., $3,210* 
(ps). 


’57 (60) Special 4-dr., $2,535* (ps); (62) 
Coupe de Ville, $2,285* (ps); 4-dr., $2,- 
085* (ps), $2,000* (ps); Sedan de Ville, 


$2,075* (ps). 
"56 (62) conv., $1,615* (ps); Eldorado 
(ps), $1,185* 


Seville, $1,460* (ps). 
"55 (62) 2-dr., $1,450° 

(ps), $1,100* (ps), $960* (ps); Coupe 
de Ville, $1,195* (ps); (60) Special 


4-dr., $1,235* (ps). 

'54 (60) Special 4-dr., $1,000* (ps); (62) 
2-dr., $995* (ps), $755* (ps). 

"53 (62) 4-dr., $540* (ps), $495*° (ps); 
— de Ville, $350*; conv., $250*° 
(ps) 

"B51 (62) 4-dr., $195*; Coupe de Ville, 
$190*. 


"50 (61) 2-dr., $200*; (62) 4-dr., $180*. 
CHEVROLET—’'59 Impala (8) sport coupe, 
$2,135* (ps); sport sedan, $2,035* 
(ps), $2,000* (ps); Biscayne (8) 4-dr., 
$1,495*; Biscayne (6) 2-dr., $1,310. 
‘58 Corvette (8) conv., $2,275; Impala 
(8) sport coupe, $1,680 (ps), $1,670* 
(ps); conv., $1,385* (ps); Impala (6) 
sport coupe, $1,350*; Brookwood (8) 
4-dr., $1,395*; Biscayne (8) 2-dr., $1,- 
310* (ps), $1,285*; 4-dr., $1,255*, $1,- 
175*, $1,165*; Delray (6) 2-dr., $1,030. 
’57 Bel Air (8) sport sedan, $1,300*; 
sport coupe, $1,185* (ps); conv., $1,- 
020* (ps); Bel Air (6) sport sedan, $1,- 
030*; Two-ten (6) Delray, $985*; Two- 
ten (8) 4-dr., $895*. 

‘56 Two-ten (8) Delray, $800*; 
(8) station wagon, $760*. 
55 Bel Air (8) station wagon, $825*; 
sport coupe, $735*, $675*, $600, $450; 
Two-ten (8) station wagon, $660*; 4- 


One-fifty 


dr., $535*, $515. 

"53 Bel Air 2-dr., $425* (ps), $385*; 
conv., $355*; Two-ten sport coupe, 
$315; 2-dr., $275*; 4-dr., $215*. 


"52 Deluxe Bel Air, $375°*. 
*50 Deluxe 2-dr., $150. 
OCHRYSLER—’60 Windsor 4-dr. 
$2,900* (ps). 
’59 Saratoga 4-dr., $2,250* (ps). 
‘ST Windsor 2-dr. hardtop, $1,115* (ps). 
‘54 Windsor 4-dr., $335* (ps). 
"52 NY 4-dr., $135* (ps). 
DeSOTO—’59 Adventurer conv., $2,450* 
(ps); Fireflite 2-dr. hardtop, $2,175* 
(ps); Firedome 4-dr. hardtop, $1,950* 


(ps). 
"ST Firedome 2-dr. hardtop, $1,110° (ps); 
Firesweep 2-dr. hardtop, $1,080* (ps). 
56 Fireflite 2-dr. hardtop, $870* (ps). 
‘53 Firedome 2-dr., $135* (ps). 
DODGE—'58 Coronet (6) 2-dr., $1,050°. 
*655 Coronet (8) 2-dr., $490°; 4- -dr., $470*. 


hardtop, 


ee (ps). 
'58 Pacer conv., $885* (ps 
FORD—’60 Thunderbird sae $4,375° (ps), 
$4,100* (ps), $3,700* (ps), $3,690* 
(ps), $3,600° (ps). 

"69 Thunderbird (8), $3,290* (ps), §$3,- 
255* (ps); Galaxie (8) 4-dr., $i,975* 
(ps); skyliner, $1,730*; Country Se- 
dan (8) 4-dr., $1,885*: Fairlane 500 
» 2-dr, Victoria, $1,705* (ps); 4-dr., 

2 at $1,700* (ps), $1,350; Fairlane (8) 
4-dr., $1,625* (ps); 2-dr., $1,550*. 

"58 Thunderbird (8), $2,900° (ps), $2,- 


; Fairlane 500 (8) 4-dr., 
$1,275* (ps), $1,250*, 
2-dr. Victoria, $1,260* 
Fairlane (8) 2-dr, Vic- 

DelRio (8) 2-dr., $1,- 
050° 


’57 Country Squire (8) 4-dr., $1,335* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,275* (ps), $1,095* (ps); skyliner, 
$1,235° (ps); conv., $1,130* (ps), $950* 
(ps); 2-dr., $965* (ps); DelRio (8) 2- 
dr., $1,075* (ps); Ranch Wagon (8) 2- 


$1,225* 
(ps), $1,175°*; 
toria, $1,105*; 


dr., $1,030; Custom 300 (8) 4-dr., 
$785*: (ps). 
*56 Country Sedan (8) 4-dr., $930* (ps); 


Fairlane (8) 2-dr. Victoria, $700*; 4- 
dr., $635° (ps), $540; Ranch Wagon 
(8) 2-dr., $560*, $455*; Custom (8) 2- 
dr., $535°, $430°*; 4-dr., $500; Custom 
(6) 4-dr., $375*. 

"5S Country Squire (8) 4-dr., $705* (ps), 
$550*; Country Sedan (8) 4-dr., $685* 





YUU 


can increase 






















Ranch Wagon (8) 2-dr., $550*°; 
Fairlane (8) 2-dr. Vietoria, $550°, 
$485° (ps); 2-dr., $535°; 
$455*; skyliner, $300* (ps); 


(ps); 


Custom (6) 2-dr., $285*, $195; Crest 
(8) 4-dr., $325°; 
dr., $310°; Main *. business coupe, 
$295; 2-dr., $285, $195. 

53 Custom (8) 2-dr., $325°, $215, boo 
Crest (8) 2-dr. Victoria, $265°*; 


try Sedan (8) 4-dr., $195°*. 
*52 Country Sedan (8) 4-dr., $265*; Crest 
(8) 2-dr. Victoria, $165. 
"51 Custom (8) 2-dr., $185. 
IMPERIAL—'58 Imperial 2-dr. hardtop, 


$2,400* (ps). 
LINCOLN—’58 Capri 2-dr., $1,470* (ps). 
"56 Premiere 4-dr., $785* (ps). 
"52 Capri 4-dr., $225*. 
MERCURY—’56 Monterey 2-dr., $685*. 
* oe 2-dr., $550*, $540*, $525* 


ps). 
*54 Monterey 2-dr., $355*. 
OLDSMOBILE — '60 (98) 4-dr. Holiday, 
$4,150° (ps). 

"58 (88) Super Fiesta 4-dr., $2,335*; (88) 
Fiesta 4-dr., $2,100°" (ps), $1,885° 
(ps); (98) 2-dr. Holiday, $1,685* (ps). 

"57 (88) Fiesta 4-dr., $1,550° (ps); 4-dr. 
ears $1,150*° (ps); conv., $1,070*; 
-dr 

56 (88) 4-dr., $585" ( 

"SS (98) 2-dr. Holiday. Pee00° (ps), $610* 
(ps); 4-dr. Holiday, $775* (ps); 4-dr., 
$550* (ps); (88) Super 2-dr. Holiday, 
$640° (ps); 4-dr., ww (88) 2-dr 
Holiday, $565* (ps); 

"54 (88) 2 
ge; 2-dr., $350*, 

, $415* (ps); '2-dr. Holiday, $405* 
(ps), ” $400° (ps); (88) Super 2-dr. Hol- 
iday, $400° (ps); 2-dr., $255°. 
(Continued on ‘Page ‘38, Col, 2) 


your insurance 
commissions... 


An efficient program for insuring your cus- 
tomers’ cars can substantially increase your profits. 
Universal’s new Management Services Insurance 
Plan provides professional assistance. It enables 
you to compare your methods with actual prac- 


tices of other dealers who: 











/ premiums 


control 


928 GRAND AVENUE 


A MEMBER OF THE 


@ Insure a high percentage of their sales 


@ Make commissions well over 25% of 


@ Maintain better customer relations and 


Universa Under ffiters 


E. M. LYNN, President 


¢ KANSAS CITY 6, MISSOURI 


LYNN INSURANCE GROUP 







reserve ind Protect 


your 


the investment o 


? 
customer’ CQP . « « 


with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


AVAILABLE TO ALL CAR DEALERS 





.” 
Fe 
ory, 





Universal's new Management Services Insurance Plan 
gives you higher net profit on your sales 


This new program provides your management 
team with all of the services and tools needed to 
sell more insurance and make a higher net profit 
on your sales, including: 


@ Sales training films 

@ Sales incentive plans 

@ 30 day performance analyses and controls 
@ Competitive customer advantages 


Mail the coupon today for procedures and tech- 
niques that will increase your income through 
insurance! 


Pee ee Ss es Sse ee Se ee eee eee 
t YES i'm i eo . . 

8 I’m interested in increasing my insurance com- 4 
I missions! Please send me the details. i 
3 § 
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t REEMA SOT TR Franchise................... i 
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Model Breakdown 


Of Auction Averages 


Kentucky Assn. : 
Seeks Tax Relief Used-Car Auction Prices 


































































































‘ LOUISVILLE. — Representatives Modi “To'bate. 1960 1900 
of the Kentucky Automobile Deal- 1960 $2,425 $2,408 $2,516 
ere Assn. are meeting with State (Continued from Page 37) 1959... 1992 2108 2,157 
revenue officials in an effort to solve| pzymourH—'60 suburban (8) Custom 4- eet pS ert ee ee ee . 
the problems which border dealers dr., $2,650° (ps). ot ‘50’ Chtettain 2dr. Catalina, $600*,| 1957. “i: a ens 
will have when the new sales tax| ‘5° Fury (8) conv., $1,920° (ps); Belve- $585*; Star Chief 2-dr. Catalina, $595*| jane 
law takes effect July 1. dere (8) 4-dr, hardtop, $1,510 (ps), (ps), $585° (ps). 1956 668 655 692 
ima St $1,500° (ps), $1,450° (ps). "55 Chieftain 4-dr., $495*; 2-dr., $460°, bese 497 486 517 
KADA said William E. Scent, ‘5% Su 8) 4-dr., $1,300°; | | $385. 1954........ 311 309 333 
State revenue commissioner, indi- (al; paver (8) nar. slants bee, "hous sialon Game, Saree, et tee. | RE 217 225 
cates that he would cooperate in an ‘5 Fe. "53 Chieftain 2-dr. Catalina, $185°. Overall ee 
attempt to bring about relief for b7 Plasa (6) 4-dr., } aro $485; Belvedere | PAMBLER—'69 American (6) station wag- Average $1,050 $1,064 $1,109 


on, $1,425. 
’55 Custom Cross Country, $545. 
STUDEBAKER—'59 Lark (6) 2-dr., $1,- 
87 Golden 1 Hawk (8) 2-dr. hardtop, $1,- 





the border dealers. 
A committee of Louisville dealers} ‘55 Savoy (6) 4-dr., $350°. 

has presented its recommendations|_'5? Cranbrook Belvedere, $175. 

to William G. Herzel, research di- | PONERSO— "5° Star Chief 4-dr. Vista, $2,- 

rector for the revenue department.! ‘58 Stan Cntet 2-dr, Catalina, $1,485* 


*e) 4-dr., $355°. 


"55 Chevrolet (6) %-ton pickup, $695; 
(6) Carry-all, $225; Ford (6) F-100 
pickup, $535; (8) %-ton pickup, $525; 
Dodge (8) %-ton pickup, $450. 

’54 Chevrolet %-ton pickup, $530; %-ton 
panel, $375; Dodge %-ton pickup, $400. 

’53 Ford (8) %-ton pickup, $300. 

"61 Ford (6) cab & chassis 2-ton, $125. 


NASHVILLE, TENN. 


Nashville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of April 13, No 
noticeable change in price, Sold 141 cars 
from 266 consignments. 

BUICK—’57 Special 4-dr. Riviera, $1,200* 
(ps), $1,025", $960*. 

"56 Special 2-dr. Riviera, 2 at $920*, 2 

at $720* (ps), 2 at $700*. 

’55 RM conv., “~ $500°*. 

’54 Special 4-dr., 2 at $415*, $385*. 


CADILLAC—’56 (62) 4-dr. hardtop, $1,- 
100* (ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
690* (ps). 

59 Impala (8) sport sedan, 2 at §$2,- 
200* (ps), $1,990*, $1,755*. 

"58 Bel Air (8) 2-dr., $1,250*, 2 at 
$1,195*. 

’57 Bel Air (8) 4-dr., $1,375*, 4 at $1,- 
100*, 4 at $950*; Two-ten (8) 2-dr., 
$910*, 3 at $800*, $455. 

’56 Bel Air (8) sport sedan, 2 at $1,045*, 
5 at $905*, $825*; Two-ten (6) 2-dr., 
2 at $660, $490. 

’55 Bel Air (8) sport coupe, $775, 2 at 
$685, 3 at $645, 4 at $595. 

’54 Bel Air (8) 4-dr., $535, $405*, $360. 


275* ( 
"53 Commander (8) 2-dr., $280. 
MISCELLANEOUS—’59 Ford (8) Ranch- 
58 Fi a ‘a) % ton 
a ‘or - ickup, $1,180; (6 
Ranchero, $1,150 ¥ m7 “os 
"57 Ford (8) F100. %-ton pickup, $765*; 
Chevrolet (8) %-ton pickup, $750*. 
"56 Chevrolet (6) %-ton pickup, $725. 


Used Imported 
Cars 


ALBANY 
Hiliman—’58 4-dr., $710. 
MG—’52 roadster, $610. 


BORDENTOWN, N. J. 
Austin-Healey—'59 conv., $2,010. 
Fiat—’59 4-dr., $950. 
a Escort 2-dr., $775, 
Hiliman—’58 2-dr., $525. 

MG—’'58 conv., $1,210. 

Renault—'60 4-dr., $1,200, $1,000. 

eae 2-dr., $500; 4-dr., $420, 
olkswagen—’ 


On tl 6 or '59 station 00 2-r.» 81. 3025, Mee ee ee 
e ) , (ps). 
} "55 2-dr., $560, DeSOTO—’'56 Fireflite 4-dr. hardtop, $815* 
CHICAGO (ps). 
Fiat—’59, $650. EDSEL—’'58 Citation conv., $1,175. 
MG—’58 MGA, $1,400. FORD—’60 Galaxie (8) conv., $2,700, $2,- 


420°. 


Triumph—’60 station wagon, $1,185. 
the new MARK IV fits smooth] "OO TR, $1,050. 69 Fairlane 500 (8) 4-ar., 2 at $1.940*; 
9 Vauxhall—'58 4-dr., $910. Country Sedan (8) 4-dr., $1,680*. 


’58 Fairlane (8) 2-dr., $1,310*, $1,175*, 


Volkswagen—’60 2-dr., $1,580. 


works beautifully, sells profitably. | ss: iio °"* ‘1 Pairlape 500 (8) conv, $1,000", $1, 


$855*, 2 at $750*, $590. 

‘56 Fairlane (8) 2-dr. Victoria, $915* 
(ps), 2 at $700*; Custom (8) 4-dr., 2 
at $625* (ps), 3 at $510*, $495. 

‘55 Fairlane (8) 4-dr., 2 at $650, $535. 

MERCURY—’58 Montclair 2-dr. 
$1,335* (ps). 

’57 Monterey 2-dr. hardtop, $955*. 

56 Montclair eonv., $750*, $675*. 

’55 Montclair 2-dr. hardtop, $655*. 

OLDSMOBILE — '56 (98) conv., $1,000*; 


DAYTONA BEACH, FLA. 
Austin-Healey—’60 conv., $1,900. 
Fiat—’59 1200 4-dr., $1,120; 600 sunroof 

2-dr., $600; 4-dr., $600, 
'58 600 4-dr., 
Ford (English) —’58. ee -dr., $590. 
$5 


And the opportunity isn’t limited to FORD dealers. We can fit 
almost every make and model. 

Experienced engineering has cut claims on our generous warranty to 
a bare minimum. And you are backed by what we believe to be the 
most widespread service organization in the industry. We have over 
2,000 outlets in 48 states. 


hardtop, 


Hillman—'57 Minx 4-dr 
MG—’57 conv., $700. 
Mercedes—’57 roadster, $2,475. 


'55 4-dr., $1,190, 
Why not get aboard? Check the Yellow Pages for the nearest distributor Metropolitan —'59 2-dr., $985. (88) 2-dr, Holiday, $765*, $700*, 
Renault—’58 Dauphine 4-dr., $380. $660". 


or write us for his name today. 
Tr MARK IV DIVISION 


(MARK IW) JOHN E. MITCHELL COMPANY 


3800 COMMERCE DALLAS, TEXAS 


Triumph—’56 TR-2 roadster, $785. 
= 2-dr., $1,615, $1,600, $1,- 

59 2-dr., $1,425, 

DETROIT 
BMW—’58 2-dr., $390. 
Ford (English)—’'59 Prefect 4-dr., $750. 
Vauxhali—’58 4-dr., $695. 
Volkswagen—’58 station wagon, $1,100. 
DYER, IND. 

—— 59, $715. 


$600. 
Skoda’ 58 2-dr., $400. 


FLINT 
Mercedes-Benz—’'59 4-dr., $2,875. 


55 (88) Super conv., $865* (ps); (88) 
4-dr., 2 at $475*. 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
775; Savoy (8) 2-dr., $1,260. 
’58 Savoy (8) 4-dr., 2 at $895*, $875; 
Suburban (8) 2-dr., $535*. 
PONTIAC—’60 Bonneville sport coupe, $2,- 
560". 
‘57 Star Chief 4-dr. Catalina, $1,265*; 
Chieftain 4-dr. Catalina, $885*, $795. 
‘56 Star Chief 4-dr., $925*, $805*. 
’55 Star Chief 4-dr., $845* (ps), 2 at 
$610*; Chieftain 4-dr., $350. 
RAMBLER —'60 Ambassador (8) 4-dr., 
$2,315°*. 
’59 Custom (6) 4-dr., $1,425. 
STUDEBAKER—’55 Commander (8) 4-dr., 







DISTRIBUTORS WANTED 





Metropolitan—'59 2-dr. hardtop, $1,165, $400. 
IN THE 13 WESTERN STATES wn clad Rage POO ee ee 






‘57 Karmann-Ghia 2-dr, hardtop, $1,300. 


LOS ANGELES 
Austin-Healey—’59 roadster, $2,080. 

*57 roadster, $1,360, 
Borgward—’58 station wagon, $875. 
Fiat—’59 500 sunroof 2-dr., $470, 
Hillman—’57 Husky, $350. 

’55 Minx 4-dr., $325. 
Mercedes-Benz—’59 180 4- dr., $1,250, 
Renault—’58 Dauphine 4- -dr.,, $765, 
Thames—’'56 station wagon, $200. 
Triumph—’58 4-dr., $600. 
Vauxhall—’58 4-dr., $810. 
Volkswagen—’60 2-dr., $1,695. 

'59 2-dr., $1,390. 

’57 2-dr., $1,000, 


MANHEIM, PA. 

Alfa-Romeo—'59, $1,875. 
Austin—’60 Sprite, $1,365. 
Fiat—'59 200, $975; 4-dr., $870. 

*57 1100 4-dr., $520. 
Hillman—’ 59, $885. 

Metropolitan—’ 56, —_ 
Morris—’60, $885 

*59, $665. 
Opel—’59 Olympia 4-dr. hardtop, $1,210. 

’58 2-dr., $735, 
Simea—’60 2-dr. hardtop, $1,850. 

"59 2-dr., $810. 
Taunus—’59 station wagon, $950. 
Triumph—’60 TR-3 conv., $2,075. 

°59 4-dr., $710. 
Vauxhall—’58, $955. 
Volkswagen—’'59 2-dr., 
315; sunroof 2-dr., 


’59 Ford pickup, $1,250. 
’56 Ford pickup, $545. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of April 13. 
Spring is here. Never saw more active 
bidding on sharp late model cars. Convert- 
ibles in demand, Sold 79 percent of 160 
consignments. 

BUICK—’57 Special 4-dr., $845°*. 

’56 Century Estate Wagon, $820* (ps). 

'55 Special 2-dr. Riviera, $555*. 
OCADILLAC—'59 (62) 2-dr. hardtop, $3,- 

650* (ps). 

’55 (62) 4-dr., $1,035* (ps). 
CHEVROLET—’60 Impala (8) sport sedan, 

$2,470. : 

’59 Impala (8) conv., $2,285* (ps), $2,- 
265* (ps); sport coupe, $2,185*; 4-dr., 
$1,930* (ps), $1,800*; Bel Air (8) 2- 
r., $1,645; Bel Air (6) 4-dr., $1,610*, 
$1,540, $1,495. 

"58 Impala (8) 2-dr. hardtop, $1,730*, 
$1,660*; Biscayne (8) 4-dr., $1,260* 
(ps), 2 at $1,200*; 2-dr., $975*; Bis- 
cayne (6) 4-dr., $1,225*%; Brookwood 
(6) 4-dr., $1,250, $1,230; Yeoman (8) 
4-dr., $1,000. 

’56 One-fifty (8) 2-dr., $690*. 

’55 Two-ten (8) Delray, $480*. 

CHRYSLER—'58 Saratoga 4-dr. hardtop, 
$1.500* (ps). 

DeSOTO—’'57 Firesweep 4-dr., $950*. 

DODGE—'55 Custom Royal (8) 4-dr., 





AGUSTA M. V. DIESEL 


@ Pick-up, Low Bed @ Pick-up, 6 Passenger 
@ Pick-up, High Bed @ Panel Delivery 
@ 12 Passenger Microbus 


Write to exclusive importers: 


EUROPEAN SPORTS, INC. 


Phone: Market 1-6612 







Sen Francisco 2, Calif. 





65 Page St. 















ADVERTISEMENT 







$1,380, $1,325, $1,- 
$1,350; 4-dr., $1,- 









250 $475° (ps). 
’58 4-dr, hardtop, $1,570. FORD—’60 Fairlane 500 (8) 4-dr., $2,120*; 
*ST 2-dr., $600. Falcon (6) 2-dr., $1,715. 





*59 Thunderbird (8), $2,900 (ps); Ranch 
$1,720*; Custom 300 





MASON CITY, .IA. 
Austin-Healey—'59, $2,210. 
Volkswagen—'58 Microbus, $1,050. 





Wagon (8) 4-dr., 
(8) 4-dr., $1,425. 
’58 Fairlane 500 (8) conv., 








$1,575* (ps); 



















"57, $1,295, 4-dr. Victoria, $1,250* (ps); Fairlane 
NASHVILLE, TENN. (8) 4-dr., $1,065°*. 
'5S7 Fairlane 500 (8) 4-dr., $900* (ps); 





Opel—' 57 2-dr., $615. 

Morris—’60 2-dr., $1,095. 

Volkswagen—’60, $1,615. 
"59, $1,425. 

PORTLAND, ORE. 
Borgward—’56 2-dr., $725. 
Volkswagen—'56 2-dr., $775. 

SALT LAKE OITY 
Borgward—’60 2-dr., $1,585. 

WAREHOUSE POINT, CONN. 
Fiat—’'57 600 Multipla, $370. 
Taunus—'58 station wagon 2-dr., $950°. 


Ranch Wagon (6) 2-dr., $895; Custom 
300 (8) 2-dr., $845*. 

56 Fairlane (8) 4-dr., $700*; 2-dr., 
$595*; Fairlane (6) 4-dr., $595. 

'55S Custom (6) 4-dr., $445*; Custom (8) 
2-dr., $425. 

OLDSMOBILE — ‘58 (88) 4-dr., $1,705* 


(ps). 
"57 (88) 2-dr, peter. ne. 
56 (88) 4-dr., $885* ( 
"55 (88) 2-dr. hardtop, *oTs*. 
PONTIAO — ’59 Catalina 4-dr., $2,310° 
(ps); 2-dr., $1,680°. 














“NOW DURING INCLEMENT WEATHER WE CAN STEP UNDER 
our Childers Carports and show customers clean cars,” says E. Zima of 
Franklin-W eber Motors, Chicago, Ill. “Our Childers Carports are especially 
useful during rainy sprin f ot summer.” See bow easily Childers Car- 
ports can give your lot all-weather protection at a new low cost on Page 31. 























DeSOTO — 


’56 Chieftain Safari, $875*. 

’55 Star Chief conv., $815*; Chieftain 
2-dr, Catalina, $410*. 
BLER — ‘60 Ambassador (8) Cross 
Country, $2,165. 

’58 Ambassador (8) 4-dr., $1,105. 


STUDEBAKER—’59 Lark (8) 4-dr., $1,- 


400. 
’55 Commander (8) 4-dr., $410*. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every 


Tuesday, Prices are for sale of April 12. 
BUICK—58 Limited 4-dr, Riviera, $1,980* 


(ps). 
’56 Special 2-dr., $635*. 


OADILLAC—’58 (62) 2-dr. hardtop, $3,- 


225° (ps), $2,890° (ps). 


CHEVROLET—’60 Corvair (6) 4-dr., $1,- 


725°, $1,675°, 

"59 Impala (8) conv., $2,385*; 4-dr., $2,- 
060* (ps), $1, 915°; sport coupe, $1,995* 
(ps), $1,855; sport sedan, $1,985* (ps), 


$1,900; Parkwood (8) 4-dr., $1,950*; 
Bel Air (8) 4-dr., $1,850*° (ps); Bel 
Air (6) 2-dr., $1,650; 4-dr., $1,550. 


*58 Impala (8) 2-dr. hardtop, $1,785* 
(ps); Bel Air (8) sport sedan, $1,475*; 
Biscayne (8) 4-dr., $1,280, $1,250°; 
2-dr., $1,240*; Biscayne (6) 2-dr., $1,- 
250; Delray (8) 4-dr., $1,095. 

'57 Two-ten (8) station wagon, $1,395*; 
One-fifty (6) 2-dr., $900. 

'56 Bel Air (8) 4-dr., $975*; One-fifty 
(8) 4-dr., $875*; One-fifty (6) 4-dr., 
$850; Two-ten (8) 4-dr., $820. 

5S One-fifty (8) 2-dr., $690; One-fifty 
(6) 4-dr., $675; 2-dr., $520; Two-ten 
(6) 2-dr., $565*. 

’58 Fireflite 2-dr. hardtop, $1,- 

645° (ps). 


DODGE—’57 Custom Royal (8) 2-dr. hard- 


top, $1,060*° (ps). 


EDSEL—’58 Ranger 4-dr., $890. 


(Continued on Page 39, Col. 1) 





of Prefect, Anglia, Consul, Zephyr and Zodiac, all 
British Ford models, now ‘sold by Ford dealers and 
many imported car dealers in the United States. 





















FLOYD CLYMER BOOKS 
1959 INDIANAPOLIS YEARBOOK 


. by far the best Indianapolis book we have ever 
published . . . available now ....... ' 
More complete than ever, with 450 photos, charts, 
drawings (more than ever before) technical and 
other articles by famous writers, both pre-Race and 
at Race time... 1% st pages . . . every day | 
comments during May . Race charts showing lap | 
by lap positions .. . "Race by-the-clock covering |) 
every car from start to finish , pit activities 
and reporting . press box bulletins . ‘Postpaid $2.00 
Deluxe edition with Fabrikoid binding 
and gold leaf lettering...........-..+ Postpaid $5.00 | 


BRITISH FORD OWNER’S HANDBOOK 


Actually this is two beoks combined into one. 
covers full service information care and maintenance 













includes Clymer’s Ford Anglia road test and comments. 
Postpaid $3.00 


SOUPING THE VOLKSWAGEN 
Here is a brand new fully illustrated how-to-do-it 
book by VW authority-engineer G. R. Morgan. It 
gives. full information on increasing power, speed 
and acceleration in the Volkswagen engine. It covers 
all details about high compression, pistons and 
heads, camshafts, carburetion, supercharging; ex- | 
haust systems, timing and general - information | 
necessary for souping the Volkswagen. Pestpaid'$3.08) 


SOUPING TWO-STROKE ENGINES | 


for more power and speed 
This booklet includes all five articles that appeared 
in Clymer’s CYCLE Magazine about tuning two- 
stroke engines for more speed and power. While this 
book deals with motorcycle engines, it also applies 
to two-stroke engines used in all makes of cars, 
inasmuch as the basic design and fundamentals of 
most two-stroke engines are the same. A booklet 
every two-stroke owner and enthusiast will want. 
Postpaid $1.00 







FORD MODEL A ALBUM 


This large unique book gives illustrations of every 
Model A Ford ever manufactured, together with fi 
captioned details and comments about each mod 
The most comprehensive illustrated book ever p 
lished on A Models. Other interesting A informati 
Postpaid 


for the owner and enthusiast. .............. $3. 


Scooter Owner's Handbook, Cezeta......$1.50 
Scooter Owner's Handbook, Lambretta..1.50 
Scooter Owner's Handbook, Vespa........ 1.50 


HENRY’S FABULOUS MODEL “A” 


This book by Model A authority Leslie R. Henry is 
a fascinating story of the birth and evolution of the 
truly fabulous Model A Ford. A veritable encyclope- 
dia of Model A lore which will appeal to the his- 
torian, the collector and to all automobile enthusi- 
asts. For a person restoring a Model A Ford this 
book is a ‘‘must.”’ it contains a wealth of authentic 
detailed information and valuable hints on restora- 
tion. Included are complete specifications, prices, 
engine numbers, assembly records, production fig- 
ures, changes from month to month and many fine 
photos of various models. Detailed line drawings 
show all body dimensions on ten different models, 
authentic colors for all models are listed along with 
details for mixing the paints. There is a section on 
trouble shooting and engine fitting clearances, also 
a list of 70 suppliers of Model A parts. This. book 
has an article on the 1903 Model A Ford and the 
interesting story of the experimental 8 cylinder ‘‘X” 
type engine with which Henry Ford hoped ultimately 
to replace the Model-T engine. a, ins 


Deluxe edition with Fabrikoid binding ........ $6.08 
RENAULT DAUPHINE OWNER’S 
HANDBOOK AND: ROAD TEST 


Here is a large complete owners handbook needed 
by every owner of the Renault Dauphine. Tells the 
owner how to perform service operations and keep 
his car in top condition. Written so the layman can 
understand it. In addition to the technical section 
the book includes Floyd Clymer’s test report with 
many photos and comments on the car's behavior. 
Also Clymer’s comments on manufacturing methods 
of Renault he saw on his visit to the factory in 
France. ..... sodbveceepibesdbanan ones Postpaid $3.08 


VOLKSWAGEN OWNER’S HANDBOOK 
Over 144 pages, 150 illustrations. This book gives 
full details on care and servicing of the VW, in non- 
technical language. A MUST for the VW Owner and 
CRRUNGe. Svicdsecivdccsvcedivscpece Postpaid $2.00 
SEND FOR FREE CATALOG 


A a r 
Maa wet y AN-4 


a Vlei sea. 
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’60 Deluxe 2-dr., $250. 














(ps); 4-dr. Holiday, 2 at $1,150* STUDEBAKER—'59 Lark (8) 4-dr., $1,- 












(ps); 4-dr., $1,095*, $1,070* (ps). 425*, $1,2 : - 
n U I C; f . p - "06 (98) dr, Holiday, $1,175* (ps), ee CHRYSLER —"é5° Windsor 4-dr., $590° 
Ps); conv., * (ps); (88) . : 
3 se -~ or uction rices 4-dr., $790°; 2-dr., $675; 4-dr. Holi- DYER, IND. Ne tonv., $155* (ps). 
"53 NY 2-dr., $130° (ps). 


day, $660* (ps); 2-dr, Holiday, $620* 
(ps), $605* (ps). 

’55 (88) 2-dr, Holiday, $815*; 4-dr, Hol- 
iday, $535* (ps), $500*; (98) conv., 


Dyer Auto Auction, Inc. Sale every Fri- 
day. Prices are for sale of April 15. Sold 
254 cars from 301 consignments. 


BUICK—’59 Electra 4-dr., $2,325* (ps). 


ee Power Master 4-dr., $185* 
ps). 
DODGE—’55 Coronet (8) 4-dr., $400*. 





(Continued from Page 38) $765* (ps); 2-dr, Holida 580 ; 
; , ; 0; (88 , ; bi 
visas Super, 4-dr., $600*, 425°, | *57 RM 4-dr. Riviera, $775* (ps). to nce i: ae 
FORD—’60 Galaxie (8) 4-dr. Victoria, $2,- tom (8) 4-dr., $620*, $560*; Custom '56 Super 4-dr. Rivie $675° brook (6) 4-dr., $200, $165, $160°*. 
525* (ps). 300 (8) 4-dr., $600, $390°. PLYMOUTH—'60 Fury (8) 2-dr, hardtop, cial 2-dr. Riviern, $585°, P* 5P*"| _ *53 Meadowbrook (6) 2-dr., $110. 
'59 Country Sedan (8) 4-dr., $1,955*, $1,-| ‘56 Fairlane (6) 2-dr. Victoria, $640. eo S65* (ps). 'S5 Super 2-dr. Riviera, $675* ( 2-ar., | FORD—’S? Fatriane 500 (8) 3-dr., $1,8508; 
y 945; Galaxie (8) 2-dr. Victoria, $1,875* ’'55 Fairlane (8) conv., $610*; 2-dr. Vic- 59 Belvedere (8) 4-dr., $1,550* (ps); $670° (ps), $185: 4- = re: GE 4-dr. Victoria, $1,755*; 4-dr., $1,580*. 
(ps); Ranch Wagon (6) 2-dr., $1,505*; toria, $440*; Custom (8) 4-dr., $440; 2-dr., $1,375*; Suburban (8) 4-dr., Special 4- ar. Riviera, $640". (ps); *68 Fairlane 500 (8) conv., $1, 340°; Fair- 
Custom 300 (8) 4-dr., $1,445, $1,435*; Ranch Wagon (6) 2-dr., $275. ot 415. ‘54 Special 4-d $340, §295*, $100°; lane (8) 4-dr., $1,045*. 
Custom 300 (6) 4-dr., $1,395, $1,390. | LINCOLN —’58 Premiere 4-dr., $1,925*| "58 Belvedere (8) conv., $1,435* (ps); 2-dr, $245*, $185; Super 2-dr. Riviera,| ‘57 ,Fairlane 500 (8) 2-dr. Victoria, $1,- 
’58 Thunderbird (8) 2-dr. hardtop, $2,- (ps); Capri 4-dr., $1,850* (ps). 4-dr., $1,130" (ps), $1,050*; 4-dr. $230° : eee es same 125* (ps); 2-dr., $910* (ps); ch 
750* (ps); Fairlane 500 (8) 4-dr, Vic- ’56 Premiere 4-dr., $1,000* (ps); Capri hardtop, $1,025*; Suburban (8) Cus- '53 Special 4-dr., $115* Wagon (8) 2-dr., $910, $755*; Ranch 
toria, $1,315* (ps); Country Sedan (8) 2-dr., $645* (ps). tom 2-dr., $1,065°; Savoy (8) 4-dr.,| +59 gpecial 4-dr $115. Wagon (6) 2-dr., $785; Fairlane (8) 
4-dr., $1,300*; Fairlane (8) 2-dr. Vic-| MERCURY —'59 Montclair 4-dr., $1,835* $985* (ps), $905*, $900°, $895; 2-dr. or eel tgge ' 2-dr. Victoria, $525*; Custom (6) 2- 
toria, $1,255* (ps); 4-dr., $1,050*; 2- (ps); Monterey 2-dr, hardtop, $1,835* hardtop, $980°; Plaza (8) 2-dr., $830; | CADILEAC—-'53 (62) 2-dr., §270°. dr., $450. 
dr., $910; Custom 300 (8) 4-dr., $1,- (ps). Plaza (6) 4-dr., $640. 52 (62) 4-dr., $175* (ps). ’56 Country Sedan (8) 4-dr., $790*; Fair- 
210*, $1,100*; 2-dr., $1,050*. ’58 Montclair 4-dr., $1,325*. "57 Belvedere (8) 2-dr, hardtop, $800*; "49 (62) 4-dr., $215°*. lane (8) 2-dr., $760*, $675*, $630*, 
57 Fairlane 500 (8) 2-dr. Victoria, $1,-| °57 Monterey 2-dr, hardtop, $955*; 4-dr., $650; Savoy (8) 4-dr., $745*, | CHEVROLET—’59 Impala (8) sport coupe, $620*, $610*; 2-dr. Victoria, $685*, 
000*; Custom (6) 2-dr., $800. Montclair 4-dr, hardtop, $950* (ps); $600*, $525*; Suburban (8) Custom $2,110*; Bel Air (8) 4-dr., $1,860* $640*; $610*; 4-dr., $540*; Main (8) 
’566 Fairlane (8) 2-dr. Victoria, $975* 4-dr., $795*; Custom 2-dr., $645* (ps). ez ar., $735; Plaza (8) 4-dr., $680°. (ps), $1,670* (ps), $1,545*; 2-dr., $1,- 4-dr., $500°; 2-dr., $420. 
(ps), $850*; conv., $930* (ps); 2-dr., ’56 Montclair station wagon, $750; 2-dr. 56 Belvedere (8) 2-dr, hardtop, $610; 600°. ’55 Country Sedan (8) 4-dr., $680*; Fair- 
$845*; 4-dr., $700*; Country Sedan (8) hardtop, $500* (ps), $500*, $360*; 2-dr., $575; 4-dr., $350°; Savoy (8) ’58 Bel Air (8) sport coupe, $1,640*; lane (8) conv., $650*; ‘4-dr., '$405°, 
4-dr., $950, $945* (ps), $750* (ps). Monterey 2-dr, hardtop, $545*. eo at., $565". conv., $1,525* (ps); Biscayne (8) 2-dr., $350*, $325°; Ranch Wagon (8) 2-dr., 
'55 Fairlane (8) 2-dr. Victoria, $695*; ‘55 Montclair 4-dr., $450*, $430°%; 2-dr. 55 Savoy (8) 4-dr., $515. $1,120*; Delray (6) 2-dr., $1,025*. 1_ 8285, $370. 
4-dr., $585* (ps); Country Sedan (8) hardtop, $390*, $310*; Monterey 2-dr.| PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 57 Bel Air (8) sport coupe, $1,340* (ps); '54 Custom (8) 2-dr., $325, $210°. 
4-dr., $490°*, a nten, set". 400* (ps); conv., $2,385* (ps); Star ay $1,130* (ps); Two-ten (8) 4-dr., ey oe ae 4-dr., $290; Cus- 
iC cae © OLDS BI —’'59 (88) 4-dr. Holiday, Chief 4-dr., $2,390* (ps); 4-dr, Vista ,030*; Two-ten (6) sport sedan, r., 
I? aI . hardtop, ; . , ° 
PS oe ee ee $2,400* (ps); 4-dr., $1,955%, $1,890°: $2,280* (ps); Catalina '4-dr.” Vista, $970; One-fifty (6) 4-dr., $730. 52 Crest (8) 2-dr, Victoria, $140°. 
sateen ; 2-dr., $1,765* (ps); (98) 4-dr, Holiday, $2,350* (ps); conv., $2,325* (ps). ’56 Bel Air (8) sport sedan, $1,030*;| HUDSON—’55 Wasp 4-dr., $165. 
MERCURY — '57 Turnpike =. he ag $2,370* (ps); (88) Super 4-dr, Holi-| ‘58 Star Chief 2-dr, Catalina, $1,520*. 4-dr., $830* (ps); Bel Air (6) sport] ‘54 Jet 4-dr., $100. 
$1,340° (ps); Monterey 4-dr. hardtop, day, $2,235* (ps). '56 Chieftain 4-dr., $575* (ps), $555°; sedan, $740*; Two-ten (6) 4-dr., $620°; | ysNCOLN — ‘56 Premiere 2-dr. hardtop 
$1,035° (ps). .| °58 (88) Super Fiesta, $1,775* (ps); Star Chief 4-dr, Catalina, $575* (ps) station wagon, $470. $840°; 2-dr., $700* (ps). : 
"55 Monterey 4-dr., $700*, $585*, $575; (98) 4-dr, Holiday, $1,770* (ps), $1,- $555*. i oe Bel Air (8) 2-dr., $740*, $620° (ps) we ” 
2-dr. hardtop, $635°. 720* (ps); 2-dr, Holiday, $1,730* ‘(ps);| ‘54 Star Chief conv., $250*. , $520°; Two-ten (6) 4-dr., $535°; | MEROURY—'56 Custom 4-dr., $500*; 2-dr., 
OLDSMOBILE—’57 (88) Super 4-dr., $1,- (88) 2-dr. Holiday, $1,575* (ps); 4-| RAMBLER — °59 Ambassador (8) Cross oar. ” $260; ‘Two-ten (8) &-e.. $500°.| ,_ $495°; Monterey o $350°. : 
315*, dr., $1,310* (ps). Country, $1,750*, $1,745; 4-dr., $1,525;| ‘54 Bel Air 4-dr., $545° (ps $2008; 55 Monterey 2-dr., $465°, $350°, $300°; 
56 (88) Super 4-dr. Holiday, $970*; (88)| ‘57 (98) 2-dr, Holiday, $1,375* (ps); American (6) station wagon, $1,195; 2-dr., $180; Two-ten 2-dr., P37, ee ar. hardtop, sisor: 4-dr., $425°. 
4-dr. Holiday, $875* (ps). 4-dr, Holiday, $1,350* (ps), $1,290* 2-dr., $1,080, $1,050. $105; station wagon, $100. 54 Monterey 2-dr. $255°; 4-dr., 
PACKARD — ‘52 Clipper 2-dr. hardtop, (ps); (88) Super 4-dr. Holiday, $1,-| °58 Ambassador (8) Cross Country, $1,-| °53 Two-ten 4-dr., $155, $130; 2-dr., $120. $165; Custom 4-dr., 3200, 
$350°. 225* (ps); (88) 2-dr, Holiday, $1,220° 450%, $1,350; 4-dr., $1,260°. S2 Deluxe 4-dr., $155; 2-dr., $120. (Continued on Page 40, Col. 2) 





PLYMOUTH—’59 Suburban (8) Custom 2- 
dr., $1,925° (ps). 
’58 Savoy (8) 4-dr., $1,000, $985. 7 gs 
Bm fee ee GOLD” IN YOUR WASHBAY! 
’55 Suburban (6) 2-dr., $540*. LU 
460° (ps). 
RAMBLER 58 Deluxe (6) 4-dr., $1,160". With The Fabulous NEW 


, PONTIAC—’59 Star Chief 4-dr. Vista, $2,- 
7 

arts . MISCELLANEOUS—’59 Chevrolet (6) %- 

and / ton pickup, $1,475. 
F 

and 

day CHICAGO 

’ lap Greater Chicago Auto Auction, Sale every 

ring § Thursday. Prices are for sale of April 14, a 


a Sold 467 cars from 688 consignments. 
: BUIOK—’59 Electra 4-dr., $2,395* (ps); 
H LeSabre 2-dr. hardtop, $2,225* (ps), 
5.08 $2,175* (ps), $2,125*; 4-dr., $2,200* 
(ps). 
158. Super 2-dr. Riviera, $1,750*° (ps); 
e. Ith 4-dr, Riviera, $1,685* (ps); Century 
lance}, 2-dr, Riviera, $1,625* (ps). 
, all ’57 Super 2-dr. Riviera, $1,325* (ps); 
and RM 4-dr, Riviera, $1,215*° (ps); Spe- 
ates. cial 4-dr. Riviera, $1,050°* (ps), $970*; 
ents. |: conv., $1,000*. 
53.00) ’56 Special Estate Wagon, $750*; Cen- 
d tury 4-dr. Riviera, $600*. 
H ’55 Special 4-dr, Riviera, $680*; 2-dr. 
o-it ; Riviera, $395*. 
It '54 Super 2-dr. Riviera, $240*. 
eed ’52 Special 4-dr., $225°. 
vers | OADILLAC—’59 (62) 2-dr. hardtop, $3,- 
and | 785* (ps). 
ex- | 58 (62) Coupe de Ville, $2,815* (ps); 
tion Sedan de Ville, $2,750* (ps); 4-dr., 
3.08. $2,480" (ps); (60) Special 4-dr., $2,- 
, 7 (62) Be Ville, $2,150* (ps) ie 
"57 (62) Sedan de e, ° ° 3 ; 
ES $2,100* (ps); 4-dr., $1,825* (ps). ve Teele he 
j "56 (62) Sedan de Ville, Se yA p 
f $1,165* (ps); 2-dr., $1,220° (ps); ( M 
red | Special 4-dr., $1,110* (ps). > WASHES 
nis Le neee impela (8) sport sedan, i U 
2,430°, 4 ‘ , 
ies ’59 Impala (8) conv., $2,310* (ps), $2,- : RINSES 
a 200°, $2,115* (ps), $2,110*, $2,105, 
it Sree, fittest eeh.eo0e? Impele 
,150° (ps), , ’ , ; ae 
nt. (6) conv., $2,120* (ps); Bel Air (8) E F NOW For 
@ 4-dr., $1,645°, $1,590*; Biscayne (8) ae _ A 
a 2-dr., $1,510. po : Ea Fi i 
"58 Impala (8) conv., $1,865, $1,750°*, , Pp the aLiewl its 
‘all $1,720, $1,700*; 2-dr. hardtop, $1,630° A . 
del. (ps), $1,575", $1,505* (ps); Brook- ee pi “¢ 
wood (8) 4-dr., $1,415%; Brookwood 4 ia 


al (6) 4-dr., $1,365; Yeoman (8) 4-dr., . p : 
3.0) $1,250* (ps); Biscayne (8) 4-dr., $1,- : : AUTOMATICALLY 


j 125; 2-dr., $885*; Delray (6) 2-dr., 


50 $1,105* (ps), $905, $900. 

50 | ’ST Bel Air (8) conv., $1,390*%, $1,205* 

50 (ps); 4-dr., $1,370* (ps); sport coupe, a 
$1,335*, $1,200*, $1,150*, $1,025* (ps), i mee 
$1,000*; sport sedan, $1,290* (ps), $1,- aaa : 

/ 210°, $1,190° (ps), $1,150* (ps); 2-dr., 

is $950*; Bel Air (6) sport coupe, $1,- 

he 255°; 4-dr., $1,220*; Two-ten (8) sta- od 

)e- tion wagon, $1,080*; 4-dr., $970*. : 

is- ’56 Bel Air (8) sport coupe, $900*, 

si- $875*; 4-dr., $775*; Two-ten (8) sta- 

his tion wagon, $790*; 4-dr., $470. ; 

tic '55 Bel Air (8) conv., $830; 4-dr., $675°, Tt 

[a $455*; Bel Air (6) conv., $695*; sport 


CHRYSLER—’58 NY 4-dr., 


PS, coupe, $540*. 

ig- ’53 Bel Air 2-dr., $215. 

ne COMET—’60 Comet station wagon, $2,180. , Ps ' n 

es $1,410* (ps). | 





‘. 'S7 Windsor 4-dr., $945* (ps). 
on 56 NY 2-dr. hardtop, $855* (ps). 
$0 "655 Windsor 4-dr., $200* (ps). 
ok DeSOTO—'59 Fireflite 2-dr. hardtop, $2,- 
he 330* (ps); Firesweep station wagon, 
" $1,700* (ps). inaal $1,030° 
’57 Firesweep 4-dr. ardtop, ‘ ‘ : 
NY (ps). ALL GALVANEAL STEEL CONSTR , Unique WASH-A-DAY LEND-LEASE PLAN let 
on ’56 Fireflite 4-dr., $780*. - A 
. oak Facteme aan’, Wee”. 8 as We taeae: ONE MAN aa. Tit) you pay deli your GOLDEN WASHMOBILE d 
DGE—’58 Coronet (8) conv., $1,405*. , é rect from profits! Install toda ec riah# 
'57 Custom Royal (8) conv., $1,075*; e ROLLS AWAY FOR FULL USE OF B: nis Lom Pre nstall today ~iel sf 
4-dr. hardtop, §975* (ps). a , : away! Increased traffic means ADDED PROF 
be — Royal (8) 4-dr, hardtop, * INSTALLED & SERVICED BY LOCAL DISTRIB 1 BO we iaeli Mailel a gas, oil, and TBA sal« 
525°. : , bs 
. FORD—'60 Custom 300 (6) 4-dr., $2,000*; 
Falcon (6) 4-dr., $1,810. 
" 'S9 ‘Thunderbird (8), $2,9§0° (ps); Gal- A FEW CHOICE FRANCHISE TERRITORIES AVAILABLE 
on axie (8) Skyliner, $2,300*%, $2,250°; 
th conv., $2,240* (ps), $2,025*; 2-dr. Vie- 
toria, $2,000* (ps), $1,950* (ps); WASHMOBILE 
‘4 Country Sedan (8) 4-dr., $1,860* (ps); GOLDEN WASHMOBILE 
; Fairlane 500 (8) 4-dr., $1,630"; Suse Witheut Diver Unit wim a 1010 Hudson St., Union, N. J. © MU 86-0300 
tom 300 (8) 2-dr., §$1,510%, $1 ithout Dryer Unit. Gentlemen: interested in 
” 4-dr., $1,445*; Ranch Wagon (6) 2-dr., | Am | the 
K $1,150. 
'58 Thunderbird (8), $2,590° (ps); Fair- 
rs lane 500 (8) conv., $1,575* (ps); 4-dr., 
y $1,255* (ps), $1,155* ,$955°; 2-dr. 
d | Victoria, $1,180*; Country Sedan (8) 
0 4-dr., $1,156* (ps), $1,125°; Custom 


300 (8) 2-dr., $975*; Ranch Wagon 
(8) 4-dr., $895°. 


’S7 Fairlane 500 (8) conv., $1,155, $1,- ‘ i 7 gf . 
075*; 2-dr. Victoria, $1,020*, $990*, Now Available With Built-in Vacs. - 
$700*; 4-dr. Victoria, $925*, $780° 6 ke THE WORLD 


(ps); 4-dr., $875* (ps), $740*, $740° 
(ps); Fairlane (6) 2-dr., $640°; Cus- 
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Foe of Compacts 
Cites ‘Menace’ 
Of Snowbanks 


CONCORD, N. H—Simon M. 
Sheldon, state deputy insurance 
commissioner, continues to tilt with 
the compact-car windmill. 

A few months ago, he asserted 
that the smaller cars are a safety 


‘52 Monterey 2-dr., $145°. 
NASH—’56 Statesman (6) er #980. 

’55 Statesman (6) 4-dr., $145 

\OBILE—’'58 (88) 4-dr. motiday, $1,- 
600° (ps). 

°S7 (88) Super 4-dr., $1,185*; (88) 2-dr., 
5°. 

"56 (88) 4-dr., $555*. 

"6S (88) conv., $590°; 2-dr. Holiday, 


$265. 
"54 (88) Super 4-dr., $390* (ps); (88) 


22-dr., $145°. 
"63 (88) 4-dr., "$200, $175*, $115°; 2-dr., 
$150*, $130°. 
PLYMOUTH—’ 87 Savoy (8) 4-dr, hardtop, 


$635°; 4-dr., $635°. 
55 Savoy (8) 2-dr., $180; 4-dr., $155. 
"54 Belvedere 4-dr.,' $115. 
53 Cranbrook 2-dr., $100. 
PONTIAO —'56 Star Chief 4-dr., $650*; 
Chieftain 4-dr_ Catalina, $650°, 
'55 Chieftain 4-dr., $600*°; Safari, $430°. 
'54 Chieftain oar, "Catalina, $235*; 2-dr., 
° 


$160°. 
'53 Chieftain 2-dr., $160*, $150°; 
$140, $125°. 
RAMBLER — ‘56 Custom 4-dr, hardtop, 
$595; Super 4-dr., $435*. 
55 Super Cross Country, $450°; Custom 
4-dr., $195. 
STUDEBAKER—'59 Lark (6) 2-dr., $1,- 


Now, he’s complaining that com- 
pacts hidden by snowbanks are a 
menace. He said he almoct overran 
a couple of them last winter. 

Other New Hampshiremen agreed 
that the state had some pretty high 


pacts are just ag tall as some of 4-dr., 


the longer cars. 

In any event, Sheldon’s state in- 
surance department hag announced 
that it will refuse lower rates on 
















smal] cars, even though many|_,_ 265. 
states have approved the reduced| ‘56 Tresident (8) a-dr., “ar, #200"; Cham- 
charges. pion (6) 4-dr., $150° 
SERIES 22 SERIES 37 
single gear, forward and reverse, 
medium duty heavy duty 
SERIES 24 SERIES 38 
high speed, two forward and reverse, 


gear, heavy duty plus extra shaft 








SERIES 25 SERIES 39 
high speed, two speeds forward, 
two gear with one reverse, 
hydraulic pump heavy duty 
SERIES SERIES 41 
medium nell aie two speeds forward, 
gear, heavy duty one reverse, 
heavy duty 
SERIES 28 SERIES 50 
low speed, two : two speeds forward, 
gear, heavy duty one reverse, 
extra heavy duty 
SERIES 32 Complete line 
full torque for 


transfer cases 





of QUALITY 
power take-offs 


Also PTO universal joints, shafting, power dividers and trans- 
missions. For complete information write for Bulletin SB PTO-60. 


LSA WINCH 


Les CAMPORESE aa ery of Clare ae TRAP oo 

write Harry allery of Clarence Vallery Sons, mes av- 
ae Obio. “We sincerely that Childers Carports will help any 
doaler heap bis cars clean and esell-dis ” Read bow easily you can 
put Childe Carports to work for you on Page 31. 











Used-Car Auction Prices 


(Continued from Page 39) 





‘53 Champion (6) 4-dr., $130*, 
MISCELLANEOUS '6T Dodge %-ton 
panel, $500, $400, $305. 
"55 Ford %-ton, $520. 
‘61 Studebaker 1%-ton pickup, $110. 
"49 Chevrolet 1-ton, $140. 


FARGO, N. D. 


Tri-State Auto Auction, Sale every 
Thursday, Prices are for sale of April 14. 
Rising. Sold 65 cars from 108 consign- 
ments. 

BUICK—’57 Special 2-dr., $850*. 

’54 Special 4-dr., $300, 

CHEVROLET—’59 Bel Air (8) 4-dr., $1,- 
650*, $1,625°, $1,620, $1,600; Bel Air 
(6) 4-dr., $1,600. 

*58 Bel Air (8) sport coupe, $1,315*; 

(8) re $1,165*, $1,160, 
, $1,090, 

57 Bel Air (8) 4- b ne $930, $925*; Two- 
ten (8) 4-dr., $895*; One-fifty (8) 4- 
dr., $700. 

$555. 


'55 Two-ten (8) 4-dr., §675*, 
‘54 Bel Air sport coupe, $505°. 
DeSOTO—’58 Firedome 2-dr, hardtop, $1,- 
250° (ps). 
en Coronet (8) 2-dr. hardtop, 
"55 Coronet (6) 4-dr., $345 


FORD—’60 Fairlane (8) 4-dr., $1,800°. 


'59 Fairlane = 4-dr., $1,655*, $1,640°, 
$1,635*, $1,560. 

’58 Fairlane (8) 2-dr. Victoria, $1,135; 
4-dr., $1,125*, $1,075, $1,055 

'ST Fairlane 500 (8) 4-dr., $878°; 2-dr., 

’55 Custom (8) 2-dr., $475; Main (8) 
4-dr., $260. 


54 Custom (8) 4-dr., $310; Main (8) 2- 

dr., $305, 
was Ambassador (8) 4-dr., $370, 
(88) 4-dr., $2,055° 


0. 
OLDSMOBILE—’59 
(ps), $2,040° (ps). 

"55 (98) 2-dr. Holiday, $745* (ps), 

"54 (98) 4-dr., $405°. 

"53 (98) 4-dr., $310°; (88) Super 4-dr., 

$155". 
PLYMOUTH—' 57 Savoy (8) 2-dr., $750°*. 

’55 Savoy (8) 4-dr., $365°. 
PONTIAC—’58 Chieftain 4-dr., $1,105*. 

‘56 Star Chief 4-dr., $740* (ps). 

'54 Chieftain 4-dr., $300°. 

'53 Chieftain 4-dr., $175*, 
RAMBLER—'59 Deluxe (8) 2-dr., $960. 
MISCELLANEOUS—’57 Ford (6) 2500, 

$1,095. 

‘56 Chevrolet %-ton, $870. 

55 International 2-ton, $475. 


DETROIT 


Motor City Auto Auction. Sale every 
Monday. Prices are for sale of April 11. 


BUICK—’59 Electra 4-dr. hardtop, $2,330* 
(ps). 
‘58 Special 2-dr., 


$1,125*. 

‘ST Special 2-dr. Riviera, $1,100* (ps), 
$1,050, $1,050°; 4-dr., $950*; Century 
2-dr. Riviera, $875*. 

‘56 Super 4-dr. Riviera, $725° (ps). 

‘55 Special 4-dr. Riviera, $490*; 2-dr., 
$460°, $440; 2-dr. Riviera, $420°; 
Super 2-dr. Riviera, $485* (ps). 

‘54 Special 2-dr. Riviera, $310*; Cen- 


tury 2-dr. Riviera, $290°. 
OADILLAC—’60 (62) 2-dr. hardtop, %4,- 
625° (ps). 

"59 (62) ae. hardtop, $3,650° (ps), 
$3,600° (ps 

"58 (62) aan ” $2,900° (ps); 2-dr. hard- 
top, $2,640° (ps). 

"55 (62) 2-dr. hardtop, $1,095* (ps). 

"54 (62) ‘-¢r., Sad (ps 

30 Impaia (8) sport sedan, 
$2,030° (pe), $2,000° wt Bel Air 
(8) 4-dr., $1,650%, $1,600* (ps), $1,- 
580°, $1,385*; Biscayne (8) 4-dr., 
$1,560. 

'58 Brookwood (8) 4-dr., $1,390°, $1,- 
350°; Biscayne (8) 2-dr., $1,200, $1,- 
000; 4-dr., $1,130, $1,125*, $1,120, 
$985". 

’ST Bel Air (8) sport sedan, $1,240° 
(ps), $1,115*; sport coupe, $1,208, $1,- 
150°; Two-ten (8) 2-dr., $855°, $775°. 

56 Bel Air (8) 4-dr., $870°, $650°, 
$620°; Two-ten (8) station wagon, 
$700*; 2-dr., $555, $505, $370. 

- ay Air (8) sport coupe, $650*; 4- 

$475, $370*; 2-dr., $350*; Two-ten 
‘a 2-dr., $520, $500, $365°, $315*; 
station wagon, $515. 

'54 Two-ten 2-dr., $300, $250 

= NY 2-dr. hardtop, $815° 
ps). 

DesOro-—'5T Firedome 4-dr. hardtop, 

870° (ps), $850°; Firesweep 4-dr., 

"56 Piresemne 2-dr. hardtop, $650°. 


DODGE—’57 Royal (8) 4-dr. hardtop, $1.- 
000* (ps), $950° (ps), $850° (ps); 2- 
dr. _— $735*; Coronet (8) 2-dr., 

"56 cane Royal (8) 2-dr, hardtop, 
$520°. 

'S5 Royal (8) 2-dr. hardtop, $580*; 4- 
dr., $470*, $375°. 


'54 Royal (8) 4-dr., $195*. 
EDSEL—'58 Roundup 2-dr., $940°*. 
FORD—'60 Thunderbird (8), $3,325° (ps). 


‘59 Galaxie (8) conv., $2,125° (ps); 
Fairlane 500 (8) 2-dr., ,850*, $1,- 
750° (ps), $1,490; 4-dr. oria, $1,- 
720° (ps); Custom 300 (g}, 2 at $1,- 
450°. 

‘68 Thunderbird (8), $2,450° (ps); Fair- 


lare 500 (8) 2-dr. Victoria, $1,000 
’ST Fairlane 500 (8) 2-dr. Victoria, $1,- 


165* (ps), $1.000; 4-dr., $900*; Coun- 
try Sedan (8) 4-dr., $875*; Ranch 
Wagon (8) 2-dr.. $850*, $830*: Custom 
300 (8) 4-dr., $730°; 2-dr., $730, $720, 
$620. 

‘56 Fairlane (8) 4-dr., $710*; Custom 
(8) 4-dr., $695°, $§575*, $570, $520°, 
$500*, $500, $470; 2-dr., $560*, 2 at 
$540. $500°, $420; 2-dr. Victoria, 
$490°; Main (8) 2-dr., $550. 


‘55 Ranch Wagon (8) 2- ‘dr., $515°*; Cus- 

tom (8) 4-dr., $500*, $355, $300; 2- 
. $310; Main (8) 2-dr., $400. 
"54 Crest (8) skyliner, $450°; conv., 
(ps); Custom (8) 2-dr., $340, 
. $250%; 4-dr., ee Ranch Wag- 


, $300°, 
¥—58 * Montelair 4 4-dr., $1,250° 


(ps). 
'ST Montclair 2-dr, hardtop, $950°. 
"56 Montclair 2-dr. hardtop, $720°, 
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‘54 Monterey 2-dr., $265*, 
OLDSMOBILE — ’56 (98) 4-dr. Holiday, 
$900* (ps); 2-dr. Ho 


-dr., ; 
ban Holiday, ‘$520°, $470°; 2-dr., 
$350°. 

"54 (98) 4-dr., $115°*. 

“ae Belvedere (8) conv., $1,- 

"58 Belvedere (8) conv., $1,240*; 4-dr. 
hardtop, $1,100* (ps). 

‘57 Suburban (8) Super 4-dr., $850*; 
Belvedere (8) 2-dr. hardtop, $765* 
(ps), $730* (ps); Savoy (8) 2-dr., 
$595*; 4-dr., $520*. 

‘56 Savoy (8) 2-dr., $400*. 

’55 Belvedere (8) Suburban, $525* (ps); 
Savoy (8) 2-dr., $325*, $275*, $240*; 


4-dr., $295. 
PONTIAC—’59 Bonneville Safari, $2,250* 
$1,700* (ps); 2-dr., 


(ps). 
’58 Chieftain Safari, 
$1,350*; Bonneville sport coupe, $1,- 
555* (ps). 
'57 Star Chief 2-dr. Catalina, $1,165*. 
*56 Chieftain 2-dr. Catalina, $510*. 
‘55 Star Chief 4-dr., $510*; Chieftain 2- 
dr., $420*. 


"54 Chieftain 4-dr., $220*. 
RAMBLER—’59 Ambassador (8) Cross 


Country, $1,635*; American (6) 2-dr., 
$1,500*, $1,195. 

STUDEBAKER—’56 Commander (8) 2- 
dr., $500°. 


'55 Deluxe 2-dr., $195, 
MISCELLANEOUS—’59 Ford Ranchero, 
$1,450*; Willys station wagon, $1,400. 


FLINT 


Flint Auto Auction, fale every Wednes- 
day. Prices are for sale of April 13, Sharp 
cars are in demand and are getting more 
scarce and are bringing good prices. 70 per- 
cent of the consignment changed hands 
today. 

BUICK—’59 Electra 225 4-dr. hardtop, $2,- 
605* (ps); Electra 4-dr., $2,395* (ps), 
$2,285* (ps); Invicta 4-dr., $2,400° 
(ps); LeSabre 4-dr. —_— $2,350° 
(ps); 2-dr., $2,025*, $1,955 

'58 Special Estate Wagon 4- ‘ar. » $1,830*° 

(ps); 2-dr., $1,365*; 4-dr., $1,300°; 
Limited 4-dr. Riviera, $1,670*. 

‘57 Special conv., $1,350* (ps); 4-dr., 
; 4-dr. Riviera, $1,130*; 2-dr., 
, $975*; Super 4-dr. Riviera, 

$1,145* (ps); Century 2-dr., $1,070*. 

‘56 Special 4-dr. Riviera, $800*; 2-dr., 

$755* (ps), $675*, $570*; 2-dr. Riviera, 

$700° (ps). 

‘55 Century Estate Wagon 4-dr., $600*; 

Super 2-dr. Riviera, $505* (ps); RM 

2-dr. Riviera, $450*; Special 4-dr., 


$440. 

‘54 Super 2-dr. Riviera, $360*; 
2-dr. Riviera, $200*; Special 
$150*, $115; 2-dr., 9135", $105°. 

"53 Super 4-dr. -» $100 

OCADILLAC—’'58 (62) Sedan de Ville, $2,- 
640° (ps), $2,575°. 

"65 (62) conv., $1,305*. 


Century 
4-dr., 


"54 (62) Coupe de Ville, $860* (ps). 
CHEVROLET—'60 Impala (8) sport coupe, 
Corvair (6) 4-dr., $1,- 


$2,415* (ps); 
715°. 


‘59 Impala (8) conv., $2,350* (ps), $2,- 
330° (ps), $2,325* (ps), $2,315* (ps), 
$2,300° $2,290*, $2,275* (ps), 
$2, 250°, $2,100*, $2,085*; sport sedan, 
$2,080°; sport coupe, $1,965, $1,950*, 
$1, 325°: Brookwood (6) 4-dr., $1,905*, 
$1,790; Bel Air (6) 2-dr., $1,600, 
565°; ‘Bel Air (8) 4-dr., $1,580°; 2- 
dr., $1, 570; Biscayne (6) 2-dr., $1,- 
500°, $1,480, $1,475; Biscayne (8) 2- 
dr., ‘$1,410. 

*58 Impala (8) conv., $1,665* (ps), $1,- 
590° (ps); Brookwood (8) 4-dr., $1,- 
450°, $1,425*, $1,350°; Nomad (8) 2- 
dr., $1,430° ; Bel Air (8) 2-dr. 

(ps); 

i Biscayne (8) 
4-dr., $1,315°; 2-dr., $1,315°*; Biscayne 
(6) 2-dr., $1, 280, 

'S7 Bel Air (8) conv., $1,315* (ps); 
4-dr., $1,280, $1,155*; 4-dr. hardtop, 
$1,165° (ps); 2-dr., $1,025*; Bel Air 
(6) 4-dr, hardtop, $1,165*; 2-dr., $965; 
Two-ten (6) Delray, $1,110* (ps), 
$790*; station wagon 4-dr., $1,100*; 2- 
dr., $860; Two-ten (8) station wagon 
4-dr., $1,075°; 4-dr., $1,075*; 2-dr., 

. 


$500°. 

56 Two-ten (6) station wagon 4-dr., 
$820*, $725°; 4-dr., $740; Two-ten (8) 
station wagon 4-dr., $810*, $740, $600; 
2-dr., $730, $610; 4-dr., $325; Delray, 
$685, $640°; One-fifty (6) 2- ar., $440°. 

55 Bel Air (8) 2-dr. hardtop, $690°; 
Bel Air (6) 2-dr., $530; 2-dr., $440; 
Two-ten (6) 2-dr., $450°, $350, $320; 
4-dr., $220°; Two-ten (8) 2-dr., $400°; 
4-dr., $220°. 

DeSOTO—'57 Fireflite 4-dr., $1,045* (ps); 
Firesweep 4-dr., $850° (ps). 

‘55 Fireflite 4-dr., $430° (ps). 

'S4 Firedome 4-dr., $110°*. 

DODGE—’'57 Custom Royal (8) 4-dr., 
rae. (ps); Coronet (8) 4-dr., $885*, 


"56 Coronet (8) 2-dr., $455 
'55 Custom Royal (8) 2-dr., , $310°, $285°. 
EDSEL—'59 Ranger 2-dr., "$1, 240° (ps). 
‘68 Pacer 2-dr. hardtop, $950*. 
FORD—'60 Ranch Wagon (8) 2-dr., $2,- 
040; Fairlane (6) 2-dr., $1,820. 
'59 Galaxie (8) 2-dr. Victoria, $1,825*; 
Country Sedan (8) 4-dr., $1,815*, $1,- 
585; Custom 300 (6) 4-dr., $1,515*; 


2-dr., $920°. 
‘58 Thunderbird (8) conv., $2,420° (ps); 


Country Sedan (8) 4-dr., $1,290*; Cus- 
tom 300 (8) 2-dr., $1,150°, $935°, 
$930; Custom (6) 4-dr., $965; 


Fairlane (6) 4-dr., $1,110° (ps); 
Ranch Wagon (8) 4-dr., $1,000, $985° 


$2,240°; 


(ps). 
‘ST? Thunderbird (8) conv., 
$1,040°, 


Country Sedan (8) 4-dr., 
$995°; Fairlane (8) conv., $1,005°; 
Fairlane 500 (8) 4-dr., $1,005*; 2-dr., 
$815*; Ranch Wagon (8) 2-dr., $740. 
’56 Fairlane (8) 2-dr., $805° (ps), $385 ; 
4-dr., $570*; Custom (8) 4-dr., $450°*. 
‘55 Fairlane (8) Crown Victoria, $720; 
4-dr., $440; 2-dr., $380*, $185*; 2-dr. 
Victoria, $300°; Country Sedan (8) 4- 
dr., $530, $440; Custom (8) 4-dr., 
$475°, $365. 
moet a 57 


LINCOLN —'s0 Premiere 4-dr. hardtop, $3,- 
050*; Capri 4-dr., $2,490* (ps). 


Imperial 4-dr., $1,705* 


MERCURY — ‘57 Monterey 2-dr., $905*, 
$520° (police car). 
"55 Monterey 2-dr, hardtop, $565*, $475*, 


$415". 
OLDSMOBILE — ‘60 (88) 2-dr. Holiday, 
$2,750* (ps). 
"59 (88) conv., $2,550° (ps); (88) Super 
conv., $2,500* (ps). 


58 (88) 2-dr. » $1, 1 Bi0*; 4-dr., $1,425°, 
$1,200. 
"ST (88) 2-dr, Holiday, $1,125°; 4-dr., 





'56 (88) Super 2-dr. Holiday, $840*; 
2-dr., $745* (ps); 4-dr., $620*. 
"55 (88) 4-dr, Holiday, $670* (ps); conv., 
PLYMOUTH, '60 Fury 4-dr., $2,515* (ps) 
r -ar., ’ Ps); 
2-dr. hardtop, $2,280* (ps). 
’58 Suburban (6) 4-dr., $1,035; Belvedere 


(8) 2-dr., $1,005*, 

57 Belvedere (8) 4-dr., $700*%; Plaza 
(6) 4-dr., $495; Savoy (8) 4-dr., $450. 

’56 Suburban (8) 4-dr., $725*; Belvedere 
(8) 2-dr, hardtop, $235*. 

’55 Savoy (8) 4-dr., $305*; Savoy (6) 
4-dr., $125, 

PONTIAC—’59 Catalina 2-dr. Vista, $2,- 

200* (ps); 4-dr., $2,185* (ps). 

58 Chieftain conv., $1,665* (ps); Super 


Chief 4-dr. Catalina, $1,500*. 

’S7 Star Chief 2-dr. Catalina, $1,150*; 4- 
dr, Catalina, $1,005*, 

’56 Star Chief conv., $800* (ps); 4-dr. 
Catalina, $640* (ps); Chieftain 4-dr., 
$655*, $510°, 

’55 Chieftain 2-dr, Catalina, $335*, 


$310*; Star Chief 4-dr., $250*, 
’59 Custom (6) Cross Country 
4-dr., $1,640*; 2~dr., $1,115 


Varo 90 Valiant (6) 4-dr., $2,250° 
ps). 
MISOELLANEOUS—’58 Ford %-ton pick- 


up, $855, 
’55 Chevrolet (6) %-ton pickup, $525. 
‘49 International Stake %-ton, $140. 
* * * 


— Auctions in Brief — 


BORDENTOWN, N. J. 

National Auto Dealers Exchange, Sale 
every Wednesday (April 13), Buyers out- 
numbered sellers and showed strong in- 
terest in clean cars in all years and mod- 
els. Spring weather brought selling short 
for late model cars, '59-’60 group brought 
top dollar. Convertibles and station wag- 
ons in great demand. Sold 80 percent of 
521 consignments, 
* * * 


CALDWELL, N. J. 

Skyline Auto Auction, Sale every Thurs- 
day (April 14), Market continues to be 
firm with retail buyers on upswing, Out of 
state buyers present in large numbers mak- 
ing for a very active sale. Sold 184 cars 
from 231 consignments, 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri 
day (April 15), Today’s sale was excellent 
for Good Friday. The market is strong. 
Sold 81 percent of 742 consignments, 

” * * 


WAREHOUSE POINT, CONN. 

Southern Auto Sales, Inc, Sale every 
Wednesday (April 14), We need nice sharp 
clean cars. 
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A Sure Bet 
for Imported 


Car Dealers 


Get aboard the multi-billion 
dollar pleasure-b o at busi- 
ness. It's clear sailing for 
profit when you handle a 
complete line of fiberglas 
runabouts, ski-boats, fishing 
boats, cruisers and motor 
sailers, 


American MARC, Inc., na- 
tionally recognized man u- 
facturer of superior pleasure 
boats and lightweight diesel 
engines (inboard and out- 
board), has available a few 
select franchises for estab- 
lished automobile dealers. 
imported or domestic. 


Write, wire or ‘phone 
AMERICAN MARC INC. 


Marine Division 


2601 Manhattan Beach Bivd., 
Redondo Beach, California 


DEFIANCE: OHIO le 
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Proxy Statements for 1959 Show: 
Lush Year for Auto Executives 


1958, Breech and Ford received a ;a share under a 1953 stock option 


(Continued from Page 4) 
on the contingent credit were not 
calculated. 


The GM proxy for last year’s an- 
nual meeting listed Donner’s 1958 
salary and fees at $174,758, his 
bonus payable in cash was $198,750 
and his contingent credit was 
$66,250 for total earnings of $439,- 
758. 

The current proxy gave the fol- 
lowing information on earnings of 
other GM executives in 1959. Salary 
and fees are the first totals listed 
and bonuses payable in cash are 
second. For those eligible, the con- 





bonus of $300,000 apiece in 1959. 


Ford bonuses are paid over four 
years, if earned out. 

The earnings figures for other 
key Ford executives last year were 
(salary and fees first, bonus totals 
second): 

John S. Bugas, 
group vice-president, 
$225,000; Irving A. Duffy, body 
group vice-president, $115,000 and 
$225,000; John Dykstra, manufac- 
turing vice-president, $116,667 and 
$285,000; Benson Ford, dealer policy 
board chairman, $120,000 and $200,- 


international 
$115,000 and 


tingent credit in stock had value) 999 


of one-third of the bonus total list- 
ed. 


Nelson C. Dezendorf, head of the 
Dayton, household appliance and 
Electro-Motive group, $90,300 and 
$162,750; Louis C. Goad, staff execu- 
tive vice-president, $151,100 and 
$273,000; James E, Goodman, head 
of body and assembly divisions, 
$131,200 and $248,250, 

John. F. Gordon, president, 
$181,100 and $314,250; Roger M. 
Kyes, head of the accessory 
group, $116,200 and $209,250; 
Cyrus Osborn, executive vice- 
president in charge of engine di- 
visions, $127,867 and $237,000; 
George Russell, financial execu- 
tive vice-president, $121,300 and 
$237,000; Sherrod E. Skinner, ex- 
ecutive vice-president in charge 
of automotive and parts divisions, 
$137,867 and $255,750, and Charles 
G. Stradella, chairman of General 
Motors Acceptance Corp., $101,275 
and $205,500. 

Thomas H. Keating, now retired, 
was paid salary and fees totalling 
$97,567, a bonus of $173,252 and 
stock worth $41,748. Carl H. Kindl, 
in charge of Canadian and overseas 
operations, was paid $111,000, a 
bonus of $230,857 and stock worth 
$48,143. 

The company’s 65 directors and 
top officers were paid $4,078,124, re- 
ceived cash bonuses of $7,049,538 
and received stock worth $322,962. 

For the executives for whom they 
are available, here are the totals 
paid in salary and fees and in cash 
bonuses in 1958 (salary and fee 
total first, bonuses second): 

Goad, $146,100 and $165,000; 
Goodman, $123,683 and $150,000; 
Gordon, $141,200 and $172,500; 
Kindl, $111,000 and $131,250; Kyes, 
$111,200 and $123,750; Osborn, 
$114,433 and $142,500; Russell, 
$106,250 and $131,250; Skinner, 
$124,533 and $150,000 and Stradel- 
la, $101,250 and $123,750, 

Keating was paid salary and fees 
of $146,200, a bonus of $168,774 in 
cash and $41,226 in stock. 

The company’s 63 directors and 
top. executives in 1958 were paid 
$4,138,759 in salaries and fees, 
$4,344,735 in cash bonuses and $271,- 
265 worth of stock. 

The GM annual meeting will be 
held May 20 at the Buick-Oldsmo- 
bile-Pontiac plant, Wilmington, Del. 

” a * 


Ford 


DEARBORN.—Ford Motor Co. 
shareholders will hold their annual 
meeting in Detroit May 19, with one 
stockholder proposal the only non- 
routine item on the agenda. 

A stockholder has asked that 
some limits be placed on the com- 
pensation any executive can re- 
ceive. 

He would like to have the limit 
on total compensation set at $400,- 
000 a year and incentive pay limited 
to 100 percent of base pay. He 
would also like to have incentive 
compensation cut off in years when 
the company fails to pay a divi- 
dend. 

The stockholders will also be 
asked to approve the selection of 
the company’s accounting firm and 
approve a new stock-option pro- 
gram to replace the 1955 plan. 
Stock covered by the 1955 plan is 
nearly all optioned, 

The proxy statement for the up- 
coming meeting shows that Ford’s 
key executives received little in the 
way of salary increases lest year 
but the restoration bonuses more 
than made up for it. 

President Henry Ford II and 
Chairman Ernest R. Breech re- 
main at the $185,000 level in sal- 
ary and fees in the 1959 list. 
While there were no bonuses in 

















mobile-Hillman). 


William C, Ford, s vice- 
president, $73,750 and $125,000; 
William T. Gossett, general 


counsel, $125,833 and $265,000; 

Robert S. McNamara, car and 

truck group vice-president, $125,- 

833 and $285,000, and Theodore O. 

Yntema, $115,833 and $225,000. 

All directors and officers as a 
group received $2,543,293 in salaries 
and fees and a bonus of $4,760,000. 
The 1958 salary and fee total was 
$2,620,257. 

The only ‘salary boosts of major 
importance were received by Wil- 
liam Ford and McNamara, Ford’s 
1958 salary and fees totalled $67,500, 
compared to last year’s $73,750. Mc- 
Namara received $106,250 in 1958 
and $125,833 last year. 

The proxy statement shows that 
just over 30,000 shares of Ford 
stock was purchased by key execu- 
tives who received options at $21 


New-Car Sales 
Up Seasonally 


But Most Dealers 
Call ‘Boom’ a Myth 


(Continued from Page 1) 
slowed to a walk.”—California 
(Chevrolet). 

“Much slower than in 1959. Gross 
is down. Used-car sales are slow. 
Compacts, especially Falcon, are 
hurting late-model] resale.’—Utah 
(Pontiac-Cadillac). 

“Customers expect long tradeins 
on used cars, Many owe too much 
on car they desire to trade off. 
Money in hands of a few, Middle- 
salaried putting money into homes 
and savings; not new-car minded, 
as in the past.”—Montana (Dodge). 

“Market not as strong as antici- 
pated. Profit is disappointing.” — 
Georgia (Pontiac). 

“Very slow, profit low.’—Texas 
(Oldsmobile-Cadillac). 

“Too much price advertising and 
price cutting for this early in the 
year, Foreign-car sales slowing 
down.”—Georgia (Dodge-Fiat), 

“Business very poor. Even worse 
than 1929 depression, A few deals, 
but handled on 10 percent or less 
gross profit.”—Washington (Olds- 


gssnware, dealers reporting 
that there is a boom had this 
to say about the market: 

“New cars have picked up. Fal- 
cons red-hot, Expect to sell in ex- 
cess of 250 new cars in April (85 
in March).”—North Carolina 
(Ford). 

“Customers and sales personnel 
both looking and talking. More fac- 
tory incentives helping. April looks 
like the best in our history. Used- 
car market not as strong as antici- 
pated although we are still getting 
18 to 20-day turnover.”—Wyoming 
(Oldsmobile-Cadillac-Renault), 

OK * - 


“TPQ ECEPTION of new cars is 
wonderful, Sales ahead of last 

year. Should continue to improve.” 
—Louisiana (Pontiac-Vauxhall). 
“Could sell 100 new Chevrolets 
if we wanted to own 100 Fords in 
trade.”—-Maine (Chevrolet). 

“The market is good, Competi- 
tion is terrific. Profit per deal 
only fair in order to maintain 
volume and meet competition.”— 
Ohio (Pontiac-Vauxhall). 

“Experiencing a shortage now on 
big Chevrolets and Sprite sports 
cars.”—Hawaii (Chevrolet-Toyopet- 
Triumph-BMC),. 

The survey sampled dealers in 
every state, in every line, and in 
various-sized dealerships. 


plan. The total included a 12,000- 
share purchase by Yntema, 

The statement also shows that 
Sears, Roebuck’s Allstate Insur- 
ance units have entered into 
agreements to provide certain in- 
surance in the marketing of Ford 
products. 


Allstate will provide physical 


damage insurance on vehicles floor- 
planned through Ford Motor Credit 
Co., reinsurance on a part of the 
insurance written by Ford’s new 
insurance unit—American Road In- 
surance Co.—and credit life insur- 
ance on sales financed through 
Ford Credit, 

Charles H. Kellstadt, president of 
Sears, is also a Ford director. 

+ + + 


Studebaker-Packard 


SOUTH BEN D.—Studebaker- 
Packard last week released a proxy 
statement for the company’s annual 
meeting and the complete annual 
report for 1959—the first profitable 
year since the company was 
formed. 

The proxy listed the election of 
directors as the only scheduled 
business for the annual meeting 
here April 28. 

The bulk of the present board is 
standing for reelection. Hugh J. 
Ferry, veteran Packard official who 
has been on the S-P board since the 
merger of Studebaker and Packard, 
and John H. Watson jr., Cleveland 
attorney, have decided to step down, 
leading to a reduction in the size 
of the board. 

Randolph H. Guthrie, lawyer with 
the New York firm representing 
Daimler-Benz in the United States, 
was added to the board last Octo- 
ber and seeks reelection for the 
coming year. 

The proxy reports that the three 
top S-P officials received increased 
compensation in 1959 and 100 per- 
cent bonuses. A total of 190 em- 
ployes shared in a bonus which 
totalled $1,248,000. The percentage 
of the bonuses for 187 varied and 
the figures were not released. 

H. E. Churchill, president, 
was listed as having received 
$110,000 in.salary and fees in 1959, 
plus a bonus credit of $110,000 to 
be earned out over a five-year pe- 
riod. 

A. J. Porta, executive vice-presi- 
dent, was listed for $90,000 in salary 

and fees plus a $90,000 bonus credit. 
S. A. Skillman, sales vice-president, 
received $55,000 in salary and fees 
and a bonus credit of $55,000, 

The proxy for the 1959 annual 
meeting gave these figures for 1958 
aggregate remuneration: Churchill, 
$60,000; Porta, $55,833, and Skill- 
man, $40,833. R. A. Hutchinson, .ex- 
port vice-president, was listed for 
$51,667 in 1958 but no figures were 
given on his 1959 earnings. There 
were no bonuses in 1958. 

Highlights of action on stock op- 
tions between Jan. 1, 1959, and 

March 10, 1960, as reported in the 
current proxy were: 

- Options on 56,000 shares were 
granted during the period with 
options prices of $11.35 and $12.05 
per share. Churchill received op- 
tions on 10,000 of the shares, 
Porta, 11,000, and Skillman, 2,000 
shares. 

Purchases of optioned shares 
during the period included: Church- 

ill, 4,000 shares at $6.77 per share; 
Porta, 10,000 shares at $6.77; Skill- 
man, 1,500 shares at $6.77 and 5,000 
shares at $6.18; Hutchinson, 5,000 
shares at $618 and 10,000 shares 
at $6.77, and M. L. Milligan, secre- 
tary, 2,000 shares at $6.18 per share. 

Porta, Milligan and Hutchinson 
(in one purchase) gave S-P inter- 
est-bearing notes for 90 percent 

of the option price when purchas- 
ing stock. 

The annual report showed S-P 
had a profit of $28.5 million in 1959, 
compared to a loss of $13.4 million 
in 1958. The 1959 earnings were tax- 
free due to a loss carryforward. At 
the end of 1959, S-P still had $109 
million in loss carryforward to off- 
set future earnings and make them 
taxfree. 

The report said S-P dealers had 
a net profit, after taxes, of $15.5 
million last year, compared to 
$3.9 million in 1958. Dealer net 
worth went up from $106 million 
to $139.5 million during 1959. 

S-P dealers were said to total 
about 2,530 at the end of the year. 





Citroen Officials Visit Cadillac— 


During their recent trip to Detroit, Citroen officials visited Cadillac and toured plant 
facilities. Here, James M. Roche, from left, Cadillac general manager, points out the 
quality merits of the Cadillac convertible to Pierre Bercot, Citroen president; Michel 


Koundadze, Citroen export director, and Harold G. Warner, Cadillac works manager. 
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Early N. J. Trial Likely 
In Allotment-Cut Suit 


(Continued from Page 2) 


letter sent to Harlow H. Curtice, 
then GM president. 

“The consuming public in North- 
ern New Jersey and its surrounding 
area, including New York, has been 
and is being adversely affected by 
each and every illegal act of the 
defendants,” the Sheldon complaint 
declares. 

Schiffman is still an authorized 
Pontiac dealer in New Bruns- 
wick. His complaint did not name 
GM as a defendant or co-conspir- 
ator, in contrast to that of Leach 
in Detroit. Leach sued both Ford 


actions, but his t 
the has been dormant 
outcome of the Ford suit. 


Counsel for Sheldon Pontiac is 
Danzansky & Dickey, of Washing- 
ton, former counsel for the Na- 
tional Independent Automobile 
Dealers Assn. The firm represent- 
ed a Wichita “independent” new- 
car dealer in an antitrust conspir- 
acy action several years ago against 
franchised dealers and newspapers. 
The plaintiff in Wichita won a sub- 
stantial out-of-court settlement. 

~ 


7 4 
EACH also ‘has a well-known 
attorney—Detroit’s Joseph W. 
Louisell, who is respected among 
Detroit attorneys as one of the 
city’s most astute trial lawyers. He 





New Paint for Cars— 


A new concept in automobile paint was 
one of the highlights of the ‘Dimensions 
in Living" exhibit sponsored by the Hect 
Department Stores, Washington. The futur- 
istic color effect was displayed on a 1960 
Chrysler by Chrysler and Imperial Division, 
Chrysler Corp., and Dobeckmun Co., a di- 
vision of Dow Chemical Co. The new finish 
is achieved through the use of a technique 
which utilizes Dobeckmun's Metalfiake, tiny 
particles of decorative flakes made from 
coated aluminum foil. The particles are 
sprayed onto the body and covered with 
a thick layer of lacquer. Because the Met- 
alfiake chips land in haphazard patterns, 
they create a luminous, three-dimensional 
reflected effect. This reflection is said to 
cause the paint to take on different hues 
and tints, depending upon the angle from 
which it is viewed. 


also is defending the widow of a 
murdered used-car dealer, Parvin 
(Bill) Lassiter, against homicide 
charges. 

The Leach position in the litiga- 
tion against Ford was advanced in 
January, 1959, when Judge Levin 
ruled that the company was re- 
quired by its franchise to treat the 
plaintiff “fairly and equitably in re- 
lation to other dealers.” 

Leach has asked judgments 
against Ford for $584,500 and 
against a factory-dealer-finance 
company group of $2,354,500. The 
plaintiff said he was “undership- 
ped” 129 cars during 1948, while 
favored L-M dealers in the De- 
troit area were “overshipped” 273 


cars, 

Almost all the favored dealers, 
Leach declared, were former Ford 
or Universal CIT employes. 

Leach told Judge Levin he could 
not file the suit within the statute 
of limitations because of belated 
discovery of a factory memoran- 
dum purporting to compare his 
“undershipments” with allotments 
to favored dealers. 

+ + * 
FrorD sought dismissal of the 
Leach suit early last year on 
grounds that the franchise gave 
the factory the right to set a deal- 
er’s allotment and that the Leach 
suit was begun after the statute 

of limitations ran out. 

Judge Levin accepted the Leach 
argument that evidence bearing on 
his 1948 car allotments was not 
uncovered until expiration of the 
statute of limitations. 


Bankers Note 
Improvement in 


Loan Delinquency 


NEW YORK —tThe American 
Bankers Assn. reported that a sur- 
vey of bankers showed some im- 
provement in the auto-loan delin- 
quency picture in February. 

Of all loans obtained through 
dealers, 1.49 percent were delin- 
quent on Feb. 29, well below the 
1.62 percent reported a month ear- 
lier and only a shade above the 1.48 
percent reported a year earlier. 

Of loans obtained directly from 
banks, 0.95 percent were delinquent 
on Feb. 29, slightly above the 0.93 
percent reported a month earlier 
and the 0.84 percent reported a year 
earlier, 

The delinquency picture on four 
other classes of consumer loans 
covered by the survey was mixed. 
Delinquencies on personal loans 
were the same at the end of Febru- 
ary as they were a month earlier . 
while the rate declined on appliance 
loans. One class of home improve- 
ment loans showed increased de- 
linquents while another showed a 
decline. 

Noting heavy inventories of new 
cars and the expected spring in- 
crease in sales and credit outstand- 
ing, the association urged caution. 
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Georgia Dealers 
To Hold Meeting 
In Nassau May 1-3 


ATLANTA. — The Georgia Auto- 
mobile Dealers Assn. will hold its 
1960 convention in Nassau, the Ba- 
hamas, May 1-3. 

Patrick J. Crowley, General Mo- 
tors dealer-relations director; 
James C. Moore, National Automo- 
bile Dealers Assn. executive vice- 
president, and William C. Baggs, 
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His 5-Year Sales Total $683,000 ... 





The Friendly Shop Rep 


By Trescott Goode 
Staff Correspondent 
MIAMI.—What makes a good 
service representative? Naturally, 
he must like cars, But first of all 
he must like people. 


Howard (Red) Wheeler, Don 


editor of the Miami News, will head| Allen Chevrolet, fits this descrip- 


the list of speakers. 

Special guests will include these 
factory officials: S. A. Skillman, 
Studebaker-P ackard Corp. sales 
manager; John E. Whalen, Willys 
Southern regional manager; J. M. 
Moore jr. and H. B. King, district 
sales managers, Ford Motor Co.; 
S. H. Ray and C. C. Woker, regional 
officers, Chrysler Motors Corp.; 
Cc. J. French, W. O. Lampe and 
George D. Dennis, dealer-relations 
managers of Chevrolet, Oldsmobile 
and Pontiac, respectively. 

The program has been arranged 
by Heyward Allen, chairman, and 
Thomas Callaway jr., R. H. East, 
Durward Watson, Lou Keene, Lew 
Austin. 


tion perfectly. 
He’s never been a 
mechanic but in 
five years as a 
service represen- 
tative his service 
sales have total- 
led about $683,000. 
“How do you 
do it?” the 33- 
year-old ex-Ma- 
rine was asked. 

OE | LO j oT gu ess one 
Red Wheeler reason is I like to 
help people,” Wheeler replied, “I 
really don’t do anything more than 
any good service man should. 


“I follow the company policy 
outlined in the slogan, ‘We are 








TRI-EX REFINED 





Wolfs Head Oil 
(Megonany J 


DiperaT 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine” premium motor oils. 
WoLr’s HEaD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 


customers coming back. WOLF’S 
HEAD commands distinctive cus- 
tomer loyalty the world over. 





A 
WOLFS HEAC 


WOLF’S HEAD 
Oll REFINING CO., INC. 


Oil CITY, PA. 











never satisfied until you are.’ To 
my mind this means seeing to it 
that every owner gets continu- 
ous, comfortable transportation 
at the lowest possible cost,” 


Striving to save the customer 
money builds confidence in the 
shop and increases the number of 
clients, Wheeler continued. 

“I have many a customer who 
leaves his auto late at night in the 
shop with this note: ‘Red, fix my 
car. I need it at noon tomorrow. 
Whatever needs to be done.’ 

“Whenever you have a man or 
woman who has that much confi- 
dence in you, you break your neck 
to give him an honest deal,” 
Wheeler said. 

He said he has his own card file 
on the cars of more than 600 cus- 
tomers. 

“I know the history of each of 
these cars and usually I can tell 

just what’s needed,” he said, “I 
hustle it out promptly, and the 
owner thinks I’ve done him a 
personal favor. 

“When it comes time to buy an- 
other car, my service customers 
frequently come to me for advice,” 
Wheeler added. 

He said he’s constantly in touch 
= all of the owners in his card 

e. 

“They know I’m personally in- 
terested in keeping their cars on 

the go all the time, Another thing, 
I road-test a great many cars to 
see that the job works satisfac- 
torily.” 

This is his five-year sales record: 
$96,000 in 1955, $117,000 in 1956, 





“Just think, Mr. Barker. Your 
picture right here—nezt to the 
prettiest girl in town.” 





$140,000 in 1957, $155,000 in 1958 
and $175,000 in 1959. The sales in- 
clude labor and parts. He currently 
earns about $12,000 a year. 

“Of course, I’ve had a bit of 
luck, too,’ Wheeler said. “I’ve 
come to handle much of the 
rental-company business and 
some commercial fleets, These 
are obtained primarily on a com- 
petitive basis, but you don’t keep 
them unless you keep them sat- 
isfied.” 

Wheeler had no working experi- 
ence when he returned to civilian 
life in 1948 after hitches in the 
Marines and the Navy Reserve. 

He entered the auto business as 
a parts clerk for Nolan-Brown, 
Miami Cadillac dealer. Two years 
later he quit to look for another 
job in the auto field. 

Howard Burwell, then service 
foreman at Southland Chevrolet, 
thought Wheeler was a customer 


Dealer Forum By Robert M. Finlay 





(Continued from Page 3) 


this real panacea for peace. God| raise our sights; search for, and, 
forbid that this should ever happen. | yes, develop the type of men the 


With the “fast-buck artist,” and 
“floater” on the scene, at what time 
would a good conscientious sales- 
man have a better chance of being 
recognized or better appreciated. 
That great segment of the buying 
public who has been starved of such 
pampering would suddenly become 
repeat buyers and they would rec- 
ommend their friends and their 
friend’s friends would keep an 
army of salesmen busy presenting, 
selling and making deliveries. 

On all fronts, there is an aval- 
anche of repeat buyers awaiting 
the good salesman with the sin- 
cere intelligent long range view. 
For my money, a good salesman 

has no equal in American industry. 
There are only two things neces- 
sary to make a good salesman— 
good health and good sense. In fact, 
a salesman must live by his wits 
in an arena where there is no sub- 
stitute for good sense. Such things 
as being a good planner—by so 
doing realize the greatest utility 
from his day as well as his produc- 
tive years. He must create ideas 
and desires—ideas and desires 
which are planted in prospects as 
though they were their own; always 
quick to take advantage of agree- 
ment on a point on which the pros- 
pect might close. 

His spirited sincerity must he so 
great that he easily overcomes un- 
fair and untrue claims directed at 
him by his unscrupulous, would be, 
fellow salesmen. 

Above all, he must be truthful 
and dependable, at all times 
showing a sincere desire of want- 
ing to be helpful after the sale— 
this can best be demonstrated by 
actually doing it. Never can he 
afford the luxury of being dis- 
agreeable. 

The salvation of good selling is 
to be found in the young. We must 


Voters Block Attempt 


To Expand VW Deal 


ALBANY, Calif.— Albany voters 
repealed a rezoning petition ap- 
proved by the City Council for 
expansion for Berkey Lee (Volks- 
wagen). The vote was 2,212 to 2,086 
for the repeal. 

A second measure, involving per- 
mission for a parking lot, was ap- 
proved by the voters, 2,168 to 2,133. 


public wants and deserves. By so 
doing, we will in effect become less 
dependent upon the “floaters,” 
“hustlers,” and the like, whose sales 
actually discredit the local mer- 
chant and ultimately the manufac- 
turer. 

Of necessity, we must make our- 
selves attractive to those we would 
like to attract. So, let’s wash our 
face, get all decked out in our 
“Sunday best,” and “go courting.” 
It would be wise to take our 
chances with the young men—if 
for no other reason—they will be 
around for a longer time. 


3-Month Net Off, 
But Sealed Power 
Sees Good Year 


MUSKEGON, Mich.—Despite a 
first-quarter slump in original- 
equipment sales, overall business 
for the year looks good, Paul C. 
Johnson, Sealed Power Corp. presi- 


dent, told the annual stockholders} 


meeting. 


“Car and truck producers still 
are optimistic, meaning they expect 
better production in the last half 
of 1960,” he said. “In addition, our 
own cost-reduction program will 
begin to show favorable results.” 


Johnson reported that Sealed 
Power’s replacement sales “look 
very encouraging.” 

He added that “this market is 
holding up well and both Sealed 
Power replacement-sales personnel 
and their customers are optimistic 
ae their accomplishments in 
1960.” 


Original-equipment sales prob- 
ably will continue at curtailed 
levels during most of the second 
quarter, Johnson said. 


First quarter sales, he continued, 
amounted to $63 million, an in- 
crease of $18,000 over the compar- 
able period last year. Profits, how- 
ever, were down from $399,000 a 
year ago to $229,000, he added. 

He blamed the drop in profits on 
“greater than usual expenses re- 
flecting accelerated investment in 
modernization and expansion, com- 
bined with increases in labor and 
material costs.” 


when Red came into the shop in 
quest of work. 

“What can we do for you?” Bur- 
well asked. 

“Give me a job,” Wheeler replied. 

The next day Wheeler joined 

Southland as “tower man.” He 
had a good knowledge of parts, 
so he began to spend his lunch 
periods and any other spare mo- 
ments watching mechanics work 
and asking questions to learn all 
he could about this end of the 
business. 

When Don Allen acquired South- 
land in 1953, Burwell, now service 
manager, put Wheeler on the floor 
as service representative. 

“Red was a likeable chap, ambi- 
tious, knew his business thoroughly 
and from the outset made a lot of 
personal friends among his custom- 
ers,” said Burwell. 

Wheeler’s immediate objective is 
$200,000 in service sales this year. 
But some day, he said, he’d like to 
“have my own modest dealership, 
and you can bet I’d have the best 
service shop in town.” 

He believes the trend today is to 
better service. 

“Most cars last a lot longer now- 
adays, and with better maintenance 
they’ll go a lot more miles,” he said. 

In March, he said, the Miami 
shop set a Don Allen record with 
$83,000 in labor and parts sales. 


NEW CLYMER 
SAFETY HELMETS 





The “Sportsman” 


1. Flexible Rubber Peak 

2. Cushioned for Maxi- 
mum Comfort 

. Soft Leather Headband 

. Glass Fibre Shell 

. 2" Polystyrene Shock 

Absorbent Lining* 

Strong Canvas Harness 

Full Chrome Leather 

Neck Curtain 

. Ear Membranes of 

Patent Design 

. Easy Release Chin Strap 

10. Detachable Neck Curtain 
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With fiberglass shell you get the MOST 
This remarkable material is 
LIGHT—RESILIENT and ABRASIVE RESIST- 
ANT. The smooth white shell deflects 
blows, reflects heat, is easily seen at night, 
is water-proof and easily cleaned. White 
shell with black visor and neckpiece, com- 
bined with superb styling make this helmet 
most attractive. This helmet is warm in 
winter and the neckpiece can be quickly 
zipped off in hot weather, if desired. 
Available in 4% sizes from 61 to 754. Send 
for free literature and catalog. 


ENDURO MODEL ...... $12.00 


PIONEER IMPORTERS OF SAFETY 
HELMETS SINCE 1932. 


FLOYD CLYMER BOOKS 


Air-Race Sketchbook, National.............. $2.00 
Album of Historical Steam Traction Engines.. 2.50 
Antique Car Repair Handbook.............. 2.50 
Auto Owner’s Complete Handbook............ 2.00 
Bicycle Owner's Handbook...........seeeeeee 1.00 
British Ford Owner's Handbook.............+ 3.00 


British Car Owner’s Handboonw............06- 
Buy and Restore an Antique Car........ 
Cars of the Stars and Movie Memories. 
Chevrolet Owner's Handbook........... 
Cord Front Drive, The...........sseee0 “6 
Famous Racing Aircraft, The World’s........ 
Floyd Clymer’s Super Scrapbook...........+. 
Ford Model ‘‘A’’ Repair Manual............. 
Ford Model ‘‘T’’ Repair Manual,............- 
Ford Owner's Handbook............ssceeeeee 
Henry’s Fabulous Model ‘‘A’’ 
Henry’s Wonderful Model ‘‘T’’. 
High Performance Cars....... 
How to Build a Fiberglass Car 
How to Cut Hair at Home.........---ceceee 
How to Hop up Chevrolet and GMC Engines.. 
How to Hop up Ford and Mercury Engines... 
Indianapolis Race Yearb0ok........seseeeees 
International Automobile Catalogs (in COLOR) 
1957 or 1958—was $10.00 each—NOW.... 
Metropolitan Owner's Handbook, and 
Clymer’s Roadtest.......scscccssesees eee 
Model T Memories.... 
Modern Chassis, The.. 
Modern Steam Car, The ai 
Plymouth Owner's Handbook.........ssseceee 
Renault Owner’s Handbook and Road Test.... 
Speed, How to Obtain It.....ccccccccesececs 
Souping the Stock Engine.....ccccccscccces 
Souping the Volkswagen........esee« pesese 
Souping Two-Stroke Engines..........0+ cove 
Treasury of Early American Automobiles..... 5 
Volkswagen Owner's Handbook...........s006 2: 
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Correspondent George L. Glaser Writes . . . 
Auto Letter from Europe 


Be West Germany.—Here is 
Volkswagen's official version of 
its much-discussed new model, as 
expressed in a letter which I have 
received from that organization: 

“The introduction of a second 
additional VW model, which 
would be larger and therefore 
considerably more expensive, is 
something with which the —VW 
plant is concerned, however with- 
out having made any decisions. 

“The data contained in press re- 
ports about technical details and 
dates are only speculations,” the 
letter continued. “In reality, the 
entire thing looks that way—many 
plans, but nothing concrete.” 


Most German papers reported 
that Porsche’s time-tested “Dame” 
engine would be used in the larger 
car. 

* * *~ 


Car Racks for Ships 


ISHER & LUDLOWS, LTD., the 

materials-handling division of 
British Motor Corp., has designed 
tiers of open steel hanging decks 
to carry automobiles on ocean 
freighters. The decks can carry 
other cargo on the return trip. 

This “carflow” system has been 
approved by Lloyds of London, 
and a number of non-British 
ships have ordered the equip- 
ment. 

R, G. Tench, BMC chief engi- 
neer, said he felt that trying to sell 
the device to German auto makers 
“would be like carrying coal to 
Newcastle, since they import so 
many cars,” but the device was 
new to the Germans. Dutch and 
Norwegian shipowners also have 
Placed orders. 

* ‘* * 


BXw is operating at a profit 

again and is shipping more 
than 170 BMW-700 models per day. 
The company soon will announce 
the appointment of an experienced 
automotive technician to head its 
technical staff. 

BMW also is in a position to 
repay a government loan out of 
profits. In other words, things are 
looking up. 


* * * 


Service Outlets Sought 


AIMLER-BENZ is said to be 
negotiating with the Soviet 


DETROIT.—Simca is staging an 
April-May incentive program which 
pay $50 to the dealer and $50 to the 
salesman for each Deluxe or Super 
Deluxe sedan, each Chatelaine sta- 
tion wagon and each Plein Ciel 
hardtop delivered during the per- 
iod. 


The payments are in addition to 
Simca’s “Clear the Docks” event 
which offers bonuses of $80 to $150 
on various models to dealers who 
purchased enough cars to bring 
their inventories up to prescribed 
levels. The “Clear the Docks” 
bonuses end April 30. 

Dealers who met the purchase re- 
quirement are receiving $180 for 
April sales of Super sedans, $190 
for Super Deluxes, $225 for Chate- 
laines and $250 for Plein Ciels. 

Elsewhere among the imports, 
Fadex Commercia] Corp., New 
York, is offering trips to Europe in 
a contest for BMW 600 and BMW 
700 dealers and salesmen east of 
the Mississippi. Fadex has a simi- 





Sunday Close Flops, 


Fort Worth Drops Test 

FORT WORT H—The volun- 
tary Sunday closing arrangement 
among local new-car and used- 
car dealers has flopped and been 
abandoned after a six-month 
trial. 

Most dealers withdrew from the 
plan because of lack of uniform 
compliance. 



























Model Agency Sues 
Memphis Auto Show 
MEMPHIS. — Cathy ae 
head of a model agency, 
filed a $5,000 breach of has 
suit against Charles Kittle indi- 
vidually and as representative of 
the Memphis Automobile Dealers 


Kittle was chairman of Janu- 
ary’s auto show here Miss 
Bauby charged that he agreed to 
use her models for the show but 
later hired the models through 
an arrangement with one of her 
employes. 


which the British call self-igni- 

tion engines, They are super- 
charged, and each cylinder has 
two pistons which move toward 
each other and then apart. 

The engine has two crankshafts 
and is said to be for multifuel use. 
Rolls-Royce will make them in 
three, four and five-cylinder types 
with many parts interchangeable. 


Zone of Germany in order to es- 
tablish three stations to service 
Mercedes-Benz cars operating 
there. 













































* * * 


Pilot Production 
prvenor reportedly is build- 

ing five units per day of its 
new Model 404, a 16-liter, 85- 
horsepower unit, in order to elim- 
inate all bugs before going into 
mass production, 

* + * 


aca European car size which has 
a real chance for mass produc- 
tion can be said to have a piston 
displacement of one to two liters 
(61 to 122 cubic inches). Smaller en- 
gines seem to have less chance, 

* + 7 


New Lancia in Works? 


T APPEARS that Lancia can’t be 
too far from production of its 
1.5-liter, front-wheel-drive model. 
+ * * 
UTO UNION has built 25,000 of 
its new DKW-750 models, 


* * * 


Caravelle for Mr. K 
OVIET Premier Nikita 
Khrushchev was given a Re- 
nault Caravelle during his trip to 
France. Be 
ad 


Aaa has a patent 
which concerns sound-isolating 
walls between the passenger com- 
partment and those sections of the 
car, both front and rear, which con- 
tain noise-producing mechanical 
parts. The walls contain cast-in 








$100 Per Retail Sale... 


Simea Adds Incentives 


lar contest for its NSU Prinz mer- 


fluid foam. 
* + a 


West Berlin Showroom 


OR the first time since World 
War II, Daimler-Benz has a 
showroom on West Berlin’s main 


street, the Kurfuerstendamm. 
* + * 


AUXHALL Velox and Cresta 
six-cylinder models now are 
available with overdrive by Lay- 


cock-de-Normanville. 
*” * * 


New Rolls-Royce Diesels 


OLLS-R OYCE is producing a 
new series of engines for mil- 
itary vehicles, but they reportedly 
will be available to the civilian 


market in the future. 
They are two-cycle diesels, 





chants. 

In the domestic field, Imperial, 
Dodge and Corvair contests end 
this week, and Plymouth, Oldsmo- 


bile, Pontiac, Ford and Lincoln in- 


centives are scheduled to expire 
April 30, 


Topeka Dealers 
Hopeful of 1960 


Sales ‘Explosion’ 


TOPEKA, Kans.—Dealers here 
are hopeful that an auto executive’s 
forecast of a new and used-car sales 
“explosion” this year comes true, 
according to Ted Scott, president 
of the Topeka Motor Car Dealers 
Assn. 

The “explosion” forecast was 
made by L. L. Colbert, president 
of Chrysler Corp. 

“There are no good indications of 
what will happen in Topeka,” said 
Scott. “All we can do is go on what 
is forecast for the nation.” 

He said sales thus far in 1960 
have been down, primarily as a re- 
sult of the steel strike and bad 
weather. 

“But last year’s business was bet- 
ter than the year before and we 
hope this year’s business will be 
better than in 1959,” he added. 

Scott said there is an ample 
supply of consumer money, ade- 
quate financing and a good number 
of prospects who have paid for cars 
bought between 1955 and 1958. 







manager. 


By Ruth M. Eddy 
Staff Correspondent 

PROVIDENCE.—Realistic distri- 
bution of new cars to dealers was 
stressed by James C. Moore, execu- 
tive vice-president of the National 
Automobile Dealers Assn., at the 
50th anniversary meeting of the 
Rhode Island Automobile Dealers 
Assn. 

“Manufacturers are as acutely 
aware of the distribution effect on 
dealers’ present over-stocking of 
new cars as we are,” Moore as- 
serted, 

“A realistic appraisal of mar- 
ket potential, supply of new ve- 
hicles based on realistic return 
of profits and the proper num- 
ber of dealers in a particular 
trading area are vitally important 
to a quality dealer program. 

“In addition, dealers must control 
malpractices and build their busi- 
ness on integrity if our franchise 
system is to survive.” 

Moore called for closer contact 
between dealers and their local fac- 
tory representatives. 

William H. Mitchell, New Eng- 
land regional director of NADA, 
told the dealers that unethical con- 
ditions in advertising and customer 
relations slow down sales. 

“Dealers must have the guts 
to enforce integrity on the local 
level,” he said. 

The necessity for good business 


Ex-Dealer in Car Theft 
Hears Sentence Today 


BIRMINGHAM, Ala.—Ed P. Har- 
ris, former Birmingham used-car 
dealer found guilty in the first of 
six car-theft cases in Jefferson 
County Circuit Court, will be sen- 
tenced today (April 25). 

A car stolen from a parking lot 
last Aug. 1 was admittedly sold by 
Harris to an Atlanta used-car firm. 
But he claimed he purchased it at 
a car auction near Midfield from a 
man whose name he did not know. 

















West Coast Fiat Dealers Cited— 


The “top five” Fiat dealers served by Hoffman of California met in Beverly Hills, 
Calif., to receive prizes for sales efforts which brought Fiat sales in California, 
Arizona and Nevada to a monthly record. Seated, from left, are Don Woolpert, 
Garden Grove; John Eager, North Hollywood; Verne Billman, Escondido, and Roger 
Burnett, Fullerton. Standing: Herman W. Kohler, vice-president of Hoffman of Cali- 
fornia, Inc.; Doug Dicker, Walnut Creek, and Charles W. Nebel, Hoffman wholesale 


Gear Distribution to Profits, 
Moore Exhorts Factories 


management was pointed up at 
“rally day for profits” sessions led 
by John E. Binns, director of man- 
agement services for NADA. Speak- 
ers were Dave Reese (Oldsmobile- 
Rambler), Philadelphia; Walter 
Deal (Buick), Asheville, N. C., and 
Al Ives (Ford), Buffalo. 

These dealers urged tighter con- 
trol of operating expenses by the 
dealer; better communication be- 
tween dealer and sales and service 
staffs; continuous training pro- 
grams in courtesy, sales and serv- 
ice, and intensive promotion of cus- 
tomer goodwill as essential to 
successful dealer operations in to- 
day’s highly competitive market. 

Newly elected officers of the 
Rhode Island association are: 

President, Joseph C. Scuncio, 

(Chevrolet), Providence; vice- 
president, Julius L. Abrams 

(Buick), East Greenwich; treas- 
urer, Alice C. Cummings (Lin- 
coln-Mercury), Newport, and 
bulletin editor, retiring President 
Robert W. Pierce (Chevrolet), 
Pawtucket. 

Association directors are: Provi- 
dence Count y—Charles W. Criss 
(Cadillac), Alphonse A. Marcoux 
(Chevrolet), Philip Dwares (Chrys- 
ler-Plymouth), Daniel LaPolla 
(Rambler), Charles R, Boggess 
(Buick) and Charles H. Scott 
(Chrysler-Plymouth). Bristol Coun- 
ty—C. George DeStafano (Ford) 
and Ellis P. Hawkes jr. (Chevrolet). 

Kent County—E. M. Caldwell jr. 
(Ford), Marvin S. Webber (Chev- 
rolet), and Hugene B. Moone 
(Volvo-Simca). Washington County 
—-Frank A. Morrone (Oldsmobile- 
Cadillac) and George M. Westlake 
(International). Newport County— 
Joseph L. Nunes (Chrysler-Plym- 
outh) and David F. Fitzgerald 
(GMC). 

Directors Criss and Scott were 
in charge of the all-day affair for 
the Rhode Island dealers. Mrs. 
Cummings was chairman of the 
ladies’ day program, assisted by 
Mrs. Scott and Mrs. Pierce. 


Most Duals Keep 
Rambler in Split 


AMC Dealer Trend 
Reported by Purdy 


WASHINGTON, — If past per- 
formance holds up, American Mo- 
tors may keep a surprisingly large 
number of its dualled dealers after 
the Buick-Oldsmobile-Pontiac com- 
pact cars arrive, 

Addressing the Washington Soci- 
ety of Investment Analysts, AMC 
Treasurer Richard T,. Purdy said 
that in cases where a dealer has 
to choose between Rambler and a 
competing line, 98 percent are keep- 
ing the Rambler franchise and 
dropping the competitor. 

Purdy said that 932 of Rambler’s 
3,000 dealers are dualled, It is 
known that considerably more than 
half the duals are with Buick- 
Oldsmobile-Pontiac dealers, and 
there has been much speculation 
about what they will do when the 
General Motors lines begin provid- 
ing Rambler-sized cars. 

Although the 932 duals account 


5} for 31 percent of Rambler’s dealer 


body, Purdy said they make up 
only 17.3 percent of sales potential. 
Most of the duals are in single- 
Point towns. 

Purdy said AMC will be signing 
more dealers in anticipation of its 
increased production capacity. 

“The main reason we haven't 
more dealers today,” he said, “is 
that we have been unable to supply 
enough cars to satisfy our present 
dealer group.” 

He noted that in 1959, Rambler 
was third in average sales per deal- 
er, behind Ford and Chevrolet, 


Firestone Ad 
UMS Products 
To Its TBA Line 


AKRON.—United Motors Service 
product lines will be added to the 
Firestone TBA line, according to 
Earl B. Hathaway, sales vice-presi- 
dent, Firestone Tire & Rubber Co. 

In making the agreement to dis- 
tribute nationally the products of 
the General Motors division, Hath- 
away said “more and more service 
stations are the accepted place for 
an automotive tuneup, i.e. the light 
repair and maintenance of automo- 
biles, Through the years More mo- 
torists have turned to their service 
station dealer for gasoline, oil, tires 
and batteries. 

“In recognizing the trend toward 
service stations as one-stop facili- 
ties for all car-service needs, Fire- 
stone now will make available parts 
of original-equipment quality to its 
dealers and stores throughout the 
country,” he said. 

In addition to Delco batteries 
added to the Firestone TBA line 
last spring, the UMS line includes 
Delco-Remy service parts, Packard 
cable products, Harrison thermo- 
stats, Delco shock absorbers and 
brake-service parts, New Departure 
bearings, Rochester carburetor 
parts and Moraine gasoline filters. 

A complete training program of- 
fered in 30 GM training centers is 
also available to Firestone dealers 
and stores, Hathaway said. 


Chevy’s Harrig 
Retiring June I 


DETROIT.—E, L. Harrig, who 
became a mechanic at 13 when 
parts stocks were unknown and au- 
tomotive maintenance depended on 
a worker's skill at the forge, is re- 
tiring from Chevrolet June 1, 

Since 1947 Harrig has been man- 
ager of the national service and 
mechanical department. He joined 
Chevrolet originally in 1919 and has 
been with the division continuously 
since 1929. 

“While I agree modern automo- 
bile service igs complicated by auto- 
matic devices and heavier perform- 
ance demands,” said Harrig, “the 
old-timers had their problems, too. 
I can remember making brakes, 
bearings.and even piston rings. 
Parts lists and manuals didn’t exist. 
You improvised or you didn’t repair 
the customer’s car.” 
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Dealers, Salesmen 
Attend S-P Rallies 


SOUTH BEN D.—Studebaker- 
Packard dealers and salesmen are 
taking part in a series of sales 
rallies and driveaways which wind 
up Wednesday (April 27) at the 
S-P proving grounds. 

S. A. Skillman, general sales 
manager, said “there has been a 


Thia advertisement is not an offer to sell or the 


steady upturn in sales in recent 
weeks, and the rallies are preparing 
our dealers for the warm-weather 
season ahead.” 

The rally schedule for dealers and 
salesmen from the various zones 
follows: April 19, Pittsburgh; April 
20, Washington, Philadelphia; April 
21, Boston and Detroit; April 22, 
Cincinnati and Dallas; April 25, 
South Bend and Denver; April 26, 
New York and Atlanta; April 27, 
Kansas City and Minneapolis. 


of an offer to buy any of these securities. 
pertun. 


nolicitation 
The offering is made only by the Proe 


Not A New Issue 


April 13, 1960 


296,460 SHARES 


16,000 Vehicles in 1960... 





Japan Sets Higher Export Goal 


By Stuart Griffin 

Staff Correspondent 
TOKYO.—Automobile exports in 
1960 may very well surpass 16,000 
units, according to claims by the 
Automobile Industrial Assn. This 
estimate is based on the associa- 
tion’s review of last year’s exports 

which totalled 14,979 cars. 
Deliveries abroad in March 
totalled 1,383 units, or 189 cars 
more than in the previous month. 
Of the total, trucks and buses 
comprised 619 units, small-sized 
four-wheel vehicles, excluding pas- 
senger cars 364 units, and autos, 398 


factured by Toyo Kogyo Co., Ltd., 
of Hiroshima, a firm that already 
manufactures the tried-and-tested 


Mazda three-wheel truck. 


Nissan Motors for the time being 


Ex-Dealer Files 
$1 Million Suit on 
Slander Charges 


FLINT.—A former Flint auto 
dealer has filed a suit for $1 million, 


charging conspiracy and slander. 


will concentrate on American ac- 
ceptance of the Bluebird and hold 
back on the latest six-passenger 
model, the Cedric, which rolled off 
the assembly lines first on April, 1. 

Nissan officials state that they 
hope to sell 800 of their Bluebird 
models in the United States “by 
this June” and then to go ahead 
and boost the sales to that “golden 
market” as America is known in 
a Japan hungry for dollars to 1,000 
cars a month before the end of this 
calendar year. 

Toyota Motor Co., Ltd. has 
started clearing the site for a 


units, 

The exports to America resumed 
a high level of 102 units—primarily 
the Bluebird sedan, manufactured 
by Nissan Motor Co. of Yokohama. 

A “people’s car” produced by Mit- 
subishi Heavy Industries will be 
placed on the market within a 
matter of days. This “500” model 
will go on sale at a little over $1,000. 

This Mitsubishi “500” model will 
be the lowest priced four-passen- 
ger car ever sold in this country. 
The price of yet another “people’s 
car”—the Subaru “360” that is 
being turned out by Fuji Heavy 
Industries Co.—is $23 higher than 
that of the “500” model. It has 
already made its Tokyo debut. 


STANDARD Motor PRODUCTSs, INC. 
CLASS A CAPITAL STOCK 


(Par Value $2 Per Share) 


PRICE $15 PER SHARE 


Copies of the Prospectus may be obtained from such of the 
colored and others as may legally offer these Securities 


in compliance with the securities laws of the respective States. 


Included among five defendants 
were Robert M. Hamady, a former 
president of the Flint Chamber of 
Commerce, and Edward J. Penny, 
executive secretary of the chamber. 

The suit was filed by Daniel P. 
Holahan, who operated a Lincoln- 
Mercury-Edsel-English Ford deal- 
ership here until May, 1959. The 
suit charges that, after a dispute 
about industrial development in 
Flint, Hamady began to “system- 
atically defame” Holahan. 

The chamber officials are charged 
with advising prospective custom- 
ers to patronize another dealer and 
terming Holahan a “disreputable 
merchant.” Hamady is accused of 
telling Holahan, “You are all 


















gigantic automobile press plant 
in Toyota City, near Nagoya. 
This marks the second phase of 
the firm’s expansion program. 

Chassis, painting, and assembly 
factories were constructed in the 
initial phase of the Toyota growth 
program which was terminated last 
August. 

Part of the new press plant, being 
built along side of the already ex- 
isting factories in Motomachi, Toy- 
ota City, will be placed in operation 
by May. 
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ADVERTISEMENT 


“OUR CHILDERS CARPORTS ARE EVERYTHING WE EXPECTED,” 
writes Bill Dorais of Gus Dorais Chevrolet, Wabash, Ind. “They decrease 
our car maintenance costs, cut down on light bills and make a pleasant 
showroom on mpemening hot summer days.” See bow Childers Carports can 


slash your overbead 


increase sales. 





urn to Page 31. 


Another new midget automobile 
will go on sale sometime this May. 
This is a model complete with a 
360-cubic centimeter engine manu- 


Obituaries 


Robert A. Burgoyne 
BUFFALO.—Robert A, Burgoyne, 47, 
vice-president of Dunlop Tire & Rubber 
Corp., died April 15 in Wigan, England, He 
left March 29 for an extensive tour of 
Dunlop plants and subsidiaries in Great 
Britain. 

* . * 


Rodney Hallam 
CINCINNATI.—Rodney Hallam, 84, re- 
tired Mack dealer, died April 14. He open- 
ed the first Mack dealership in Cincinnati 
in 1920 and retired about 15 years ago. 

* * * 


Maj. Arthur Erland Goyette 
PETERBOROUGH, N. H.—Maj. Arthur 
Erland Goyette, 72, founder of this city’s 
famous Goyette Museum of Americana, 
which contains one of the country’s largest 
collections of antique autos, died April 6. 
He was a banker and retired textile manu- 
facturer. 

- * 


Clarence B. Brown 
DALLAS.—Clarence B. Brown, 48, owner 
of C. B. Brown Motor Co., died in a Dallas 
hospital April 7. 

* * * 


Gus Ebert 
NORWALK, O.—Gus Ebert, 74, owner 
of Ebert & Son Motor Sales (Rambler), 
died April 10. He had been in the auto 
sales business since 1921 and had headed a 
dealership here for 27 years. 
* * * 


Jack C. MacGregor 
PORTLAND, Ore.—Jack C. MacGregor, 
who had been with Wolfard Motor Co. 
(Ford), died recently in Newport, He was 
a former president of the Ford Dealers 
Parts & Service Club. 

* * * 


Clark Smith 

PHOENIX, Ariz.—Clark Smith, a for- 
mer used-car dealer here, died April 9 in 
Veterans Administration Hospital, Long 
Beach, Calif. Mr. Smith had been associ- 
ated with D. M. Haggard in Phoenix Auto 
Auction, He entered the used-car business 
here in 1935 and also headed a used-car 
operation in Rio de Janeiro, Brazil, from 
1946 to 1950. 

* * 


Mrs. Albert F. Moberly 

ST. LOUIS.—Mrs. Albert F. Moberly, 94, 
sister of the late Joseph W. Moon, founder 
of the old Moon Motor Car Co., died March 
27. Her husband was a vice-president of 
Moon, the company which, with John W. 
Moon, owner of Landis Machine Co., built 
the Moon and Diana cars. 

. * © 


Daniel F. Ahiberg 


April 21 for Daniel F. Ahlberg, 62, execu- 
tive engineer and export manager of Mich- 
igan Tool Co. 

. - * 


Ernest M. Young 
ATLANTA.-—Ernest Martin Young, At- 
lanta district manager of Mack Trucks, 


Inc., died in a local hospital April 17. 
* * * 
John Opitz 
OMAHA John Opitz, 68, an Omaha 
car dealer for 28 years, died April 17. 
His firm, Opitz Chevrolet, was discon- 


tinued in 1956. A native of Clarinda, Ia., 
he spent 20 years as a car dealer there 
before coming to Omaha 

” * * 


Ambrose E. Partin 

WASHINGTON.—Ambrose E. Partin, 72, 
a retired auto dealer, died here March 25. 
He had formed Partin Motor Co. in Rock- 
ville, Md., in the early ‘20s to handle 
Willys-Knight. When he retired in 1950 
and closed the dealership, he held a 

DeSoto-Plymouth franchise. 

* - * 


Frank J, Schulte 
MUSKEGON, Mich.—Frank J. Schulte, 
67, a Ford dealer here in the °30s, died 
March 24. 










DETROIT.—Funeral services were held| | 





through as far as Flint is con- 
cerned and you might as well know 
it now.” 

Holahan charges that he was 
finally forced to drop his franchise 
because it would have been “fool- 
hardy” to continue in business. 


NADA Schedules 


Western Seminars 


WASHINGTON. — The National 
Automobile Dealers Assn. will con- 
duct concurrent two-day seminars 
on “Incentives and Profit Sharing” 
and “The Imported-Car Dealer- 
ship” in Phoenix, Ariz., May 26-27 
and will repeat the program May 
31-June 1 in San Francisco. 

The Phoenix meetings are sched- 
uled for the Westward Ho Hotel, 
and the San Francisco site will be 
the Jack Tar Hotel. Enrollment 
will be limited to 40 persons at each 
of the four seminars, and the regis- 
tration fee for each is $75 for 
NADA members and $100 for non- 
members. 

Panelists at the profit-sharing 
seminar will be Earnest E. Rogers 
(Chevrolet), Rantoul, Ill.; Richard 
McFayden (Ford), Omaha, and 
Warren J. McEleney (Chevrolet- 
Oldsmobile), Clinton, Ia, Imported- 
car panelists will be James C. 
Downing, Atlanta, chairman of 
NADA’s Imported-Car Make Advis- 
ory Committee; Paul E, Herzog, 
NADA research director, and Rob- 
ert N. Rosenthal (Renault), Alex- 
andria, Va. 


Hagopian Switches 


To Ayer Agency 


DETROIT. — Louis T. Hagopian 
last week resigned as director of 
advertising and sales promotion at 
Plymouth to join N. W. Ayer & 
Son, Inc., adver- 
tising agency as 
supervisor on the 
Plymout h- 
DeS o t o-Valiant 
account, A suc- 
cessor had not 
been named at 
press time. 

Ayer has serv- 
ed Plymouth 
since 1943, and 
last month was 
assigned DeSoto 


L. T. Hagopian 
and Valiant advertising. 
Hagopian joined Plymouth in| 
1957 after serving in sales promo- 


tion, merchandising and sales at 
Dodge. 


Oldsmobile-Import Deal 


Folds in Santa Fe 

SANTA FE.—Ponca Motors 
(Oldsmobile - Hillman - Sunbeam - 
Triumph) has gone out of business 
and has staged a liquidation sale. 

In an advertisement headlined 
“We Quit,” the firm offered shop 
and office equipment and new and 
used cars “at dealer’s cost or less.” 
The ad said, “Everything goes. Sale 
continues until everything is sold.” 





tee 
CARS “SEMINARS 
a ae 





Plan now to join the next CARS Rental 
System “Seminar in the Sun” while your 
wife is our guest at the beautiful Ocean 
Manor Hotel! You devote Tuesday, 
Wednesday and Thursday, from 10:00 
until 2:00, to the benefits of leasing, rent- 
ing and financing as practiced by this 
profit-making group of aggressive, fran- 
chised new car dealers—solid business 
sessions that still permit time to join your 
wife and help her enjoy Florida. 


“Seminars in the Sun” are conducted 
weekly in Fort Lauderdale under the joint 
sponsorship of the University of Miami 
and CARS Rental System. While inter- 
national in membership, the small, selec- 
tive classes permit personal attention to 
your individual problems—and show you 
the way to new profits through the only 
leasing group in the nation made up of 
new car dealers. 


Bring your wife as our guest, and join the 
hundreds of CARS Rental System mem- 
bers enjoying new, more profitable volume 
through their exclusive franchise with the 
“*Lease Leaders of the World”. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week 
April 23, 


1960 
AMERICAN MOTORS 


dan. 1 = 1 
To 


ee 25, Apel 2 23, 


Rambler’ .............:00000 11,300 9,436 9,370 35,401 134,143 168,060 
CHECKER MOTORS 225 154 186 652 1,819 2,409 
CHRYSLER CORP. 23,775 21,972 20,790 67,056 260,781 385,791 

CR UEEE  orcccceseorscisscesesere 1,500 2,010 1,299 4,589 26,592 32,129 

FO. evesecesveesqevaveseosetes 275 1,358 212 709 =. 20,127 13,478 

WD” iscsedecai sctecnsdevinctsesd 10,300 4,725 8,435 27,255 60,402 138,590 

Im Ih dccessseresscnensccoveny sheseveses 530 366 447 7,965 6,309 
Plymouth Total .......... 11,700 13,349 10,478 34,056 145,695 195,285 
Plymouth. ................ 4,700 13,349 4,610 13,905 145,695 103,548 
Valiant 2.0.0... F000 reece 5,868 20,151 _.......... 91,737 
FORD MOTOR** .......... 34,650 37,380 34,370 115,258 598,732 654,344 
Ford Division .............. 26,270 32,426 27,826 89,779 515,592 548,766 
FAlCOM ...........000.0..00000 TB RTO ——ccesoserse 11,893 38,892 _........... 165,024 
Ford (Standard) 11,850 30,795 14,295 44,615 491,662 354,739 
Thunderbird. ............ 2,150 1,631 1,638 6,272 23,930 29,003 
L-M_ Division................ 3,994 6,544 25,479 65,997 105,578 
QOTMIDS, . creccoreecosececeessenee GIRO csccseres. 4273 15,048 _.......... 32,582 
32 8,584 


























bubibeenvinonpidters 5,600 Ginntagebs 3,237 s 107,673 
Chevrolet (Stand.).. 41,100 34,290 37,063 120,025 567,865 620,584 
Oldsmobile. .................... 8,420 9,026 8,525 25,969 148,203 141,615 
BED: ecceccocenssontevienseies 11,331 10,902 10,657 34,394 151,763 162,186 
S-P CORP. 
Studebaker .................. 2,680 3,143 2,622 7,975 62,637 42,610 
Total Cars, U. S.** ....147,755 134,141 135,588 448,547 2,088,666 2,452,544 
*Revised. 
**Totals for 1959 include Edsel production. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week dan. 1 Jan. 1 
Same Ended Output, To To 
Week, April16, April, April 25, April 23, 
959° 1960* To Date 1959* 1960 
8,985 8,660 27,784 132,193 163,987 
127 54 171 2,204 979 
84 80 367 1,060 1,463 
1,771 1,345 4,642 28,457 27,588 
7,302 6,773 22,782 108,037 126,518 
1,873 1,978 6,345 29,305 38,521 
3,322 2,616 8,290 44,984 45,259 
375 217 961 5,652 4,575 
224 617 1,936 5,092 4,758 
441 423 1,331 6,161 6,274 
2,410 2,753 9,394 38,095 42,661 
86 716 265 1,297 1,482 
27,000 25,592 84,268 402,537 464,065 





10,220 


10,325 8,560 30,358 149,542 


172,963 161,141 161,180 532,815 2,491,203 2,916,609 


155,241 


Trucks, 
U. S. and Canada....183,183 171,466 169,740 563,173 2,640,745 3,071,850 


*Revised. 





Chevrolet Panel Considers 
Advertising, Truck Sales 


DETROIT, — Dealer advertising 
and commercial car merchandising 
were major subjects of discussion 
as Chevrolet continued its examina- 
tion of owner relations policies 
through joint dealer-wholesale con- 
ferences. 

The most recent forum brought 
together the fourth in a series of 
Forward Development Boards 
which have already explored the 
fields of service, car distribution, 
sales promotion, parts, accessor- 
ies and business management. 

According to M. W. Worden, head 


Three Police Cars 
Added to Ford Line 


DEARBORN.—The Ford Divi- 
sion, which claims it is the leader 
in sale of cars to law-enforcement 
agencies, has announced the addi- 
tion of three specially equipped po- 
lice cars to its line. 

The new models embody heavy- 
duty parts and high-performance 
equipment essential to police ve- 
hicles, said M. S. McLaughlin, gen- 
eral sales manager, and will cover 
every phase of work required of 
Patrol cars. 

He said a survey of cars in use by 
State police on Jan. 1 showed that 
10,500 of the 17,100 cars in opera- 
tion were Fords. 

Although no prices have yet been 
released, the new vehicles will be 
priced separately from the regular 
Ford line, he added. 





of the Chevrolet Owner Relations 
Department, the most recent board 
left recommendations urging, 
among other matters, greater coop- 
eration between national and local 
advertising effort and increased 
technical help for dealers in ad- 
vertising. 

Regarding trucks, Worden said 
the group reviewed the require- 
ments for truck sales and service 
not met by normal passenger car 
facilities and the need for special- 
ized personnel and promotion pro- 
grams. 

Dealers attending sessions 
were: W. R, Allen jr., Bill Allen 
Chevrolet, North Kansas City, 
Mo.; L. C. Bachrodt, Lou Bach- 
rodt Chevrolet, Rockford, IIL; 
M. W. Haliman, Hallman’s Cen- 
tral Chevrolet Co., Rochester, 
N. Y.; F, E, McGough, Capitol 
Chevrolet, Inc., Montgomery, Ala., 
and G, H. Rose, Modern Chevro- 
let Co., Lubbock, Tex, 

Wholesale representatives were: 
R. M. Cash, Pacific Coast regional 
manager; W. C. Clark, Harrisburg 
(Pa.) zone manager; C, M. Diebel, 
Jacksonville (Fila.) district man- 
ager; R,. E. Downing, Charleston, 
(W. Va.) zone truck manager; S. F. 
Fortner, Baltimore district man- 
ager; E. F. Hawkins, Boston dis- 
trict manager; R. H. Kidd, El 
Paso (Tex.) district manager; W, J. 
King, Cincinnati city manager, and 
R. R, Sheehan, Detroit regional 
truck manager. 


New Peak for Com 


Model Run Exceeds 
Four Million Today 


(Continued from Page 1) 


mated 7,000 cars last week, com- | a month to overhaul Plymouth on 
pared with 5,868 units a week | a year-to-date basis. 

earlier. 

Plymouth, which was turning out 
close to 9,000 cars a week in Janu- 
ary, has cut back nearly half in its 


ee 









AMONG the seieatinai. the big 
talk is about Dodge, which last 
week climbed to its highest output 


weekly assembly operations. 

Studebaker turned out 2,460 
Larks last week, compared with 
2,402 Lark assemblies a week ear- 
lier. 

Corvair, hampered by a strike 
at the Fisher Body plant in Kansas 
City, scheduled 5,600 cars last week, 


level since the week ended July 22, 


1950, when 11,868 cars were built. 

Dodge, with the Dart series 
continuing to show a 9 to 1 ratio 
over Polara-Matador, turned out 
an estimated 10,300 cars last 
week, compared with 8,435 units 
a week earlier, 






















Other gainers were Pontiac, from 


compared with 8257 earlier. Chev- 10,657 assemblies to an estimated 


rolet, however, continued to out- 
strip Corvair and all makers with 
an estimated 41,100 cars last week, 
compared with 37,063 a week ear- 
lier. 
* * ~ 

HE record-breaking total pro- 

duced by compacts last week 
also brought combined calendar- 
year assemblies of Comet, Corvair, 
Falcon, Lark, Rambler and Valiant 
to an estimated 605,377 units 
through April 23. That’s 80.6 per- 
cent of the total number of com- 
pacts turned out during the entire 
1959 calendar year. 

Here’s a breakdown of how each 
compact has fared in production 
with its standard-sized big brother 
since Feb, 15, when Comet entered 
the scene: 


DETROIT, — American Motors 
has added a fifth sales region in 
the South, Roy Abernethy, vice- 
president of automotive distribu- 
tion and market- 
ing, announced, 

At the same 
time, Abernethy 
announced the 
Promotions 
of three zone 
managers to re- 
gional managers 































106,014 Rambler inne senses 
97,779 Falcon-Ford Std. 176,022 and six zone-man- 
62,976 Valiant-Plym. 50,626 ager changes. 
60,090 Corvair-Chev. Std, 389,765 >. enue oe. 
32,582 Comet-Mercury 33,557 are , head- 
21,427 Lark-Hawk 2,309 | M.A. Saunders eq by M. A. Saun- 
Total ders, is headquartered in Atlanta. 
380,868 652,279 The region consists of the Atlanta, 


Valiant, through last Saturday, 
was fewer than 12,000 units behind 
Plymouth in calendar-year assem- 
blies. At current rates, it will take 
the Chrysler Corp. compact about 


—|Braden to Retire; 


Headed Denver 
Dealers 40 Years 


DENVER. — Thomas D. Braden, 
76, executive vice-president of the 
Metropolitan Denver Automobile 
Dealers Assn, since 1921, will retire 
May 1. Braden, 
who organized the 
association, 
believes the big- 
gest event in auto 
history was the 
invention of the 
self-starter. 

“The self-start- 
er,” he said, “let 
the women start 
driving cars, 
which has been 
the greatest effect 


T, D, Braden 
on the automobile industry.” 

In 1925 Braden organized his first 
Denver auto show. 

“The first auto show was in 1908 
before I got here,” Braden said. “I 
took over in 1925 and, with the ex- 


ception of war years, have run 


them since, 

“One of the things I remember 
best about the auto shows was 
the year we had a Rolls-Royce 
display. They didn’t expect to sell 
any because the car cost $15,000. 

“Midway through the evening the 
salesman, who was all dressed up, 
was standing by the Rolls and a 
ragged Indian came walking up. 
The salesman started trying to get 
him to move on. 

“Then suddenly, the Indian pulled 
out a roll of $1,000 bills and said he 
would take the car, Well, the sales- 
man took one look and fainted. 
The Indian, who came from Okla- 
homa, drove the car off and wreck- 
ed it on a utility pole in about half 
an hour, 

“I am ready to retire,” Braden 
explained. “But I have enjoyed my 
work, I have seen the car dealers 
when they were all broke and also 
when all were making a lot of 
money, and I have enjoyed every 
second of my work.” 

Much of the credit for the growth 
of the auto industry in Denver has 
been given to Braden. 
































Memphis, Cincinnati and Houston 





L. E. Stewart 





2, A. Coupe R, T. Prendergast 
zones. Saunders formerly was in 
charge of the Great Lakes region. 

The regional manager changes 
include: 

T. A. Coupe, formerly New York 
zone manager, is now Eastern re- 
gional manager, replacing A, E. 
Tracy who was elevated to assist- 
ant sales manager. 

R, T, Prendergast, formerly head 
of the Chicago zone, replaces 


Saunders in charge of the Great 


Lakes region. 

W. G. Morgan moves from Cin- 
cinnati zone manager to Central 
regional manager replacing L, E. 
Stewart who has been transferred 
to head the Western region. 
Stewart's is George 
R. Browder who also wag pro- 
moted to assistant sales manager. 

Saunders, who held his former 
post for the last three years, joined 
the company in 1955 as Eastern re- 
gional sales manager of Nash, He 
entered the auto industry in 1938 
as secretary-treasurer of a dealer- 
ship in Pittsburgh and later be- 
came general manager. After World 
War II Navy service, he spent nine 
years as a zone manager for an- 
other auto company, 

Coupe, a 24-year auto industry 
veteran, joined American Motors as 
a New York zone manager in 1955 
after three years as Boston zone 
manager of another company, He 
started in the business as a retail 
salesman in Philadelphia, 

Chicago zone manager since 1955, 









11,331; Thunderbird, from 1,638 to 
a record 2,150; Chrysler, from 1,299 
to 1,500; DeSoto, from 212 to 275, 
and Checker, from 186 to 225. 

Thunderbird established a daily 
high with 446 assemblies at its 
Wixom (Mich.) plant last Wednes- 
day (April 20). 

a oe * 
Cee eee output to- 
talled 25,208 units last week, 
compared with 25,592 assemblies a 
week earlier and the 27,000 during 
the week ended April 25 last year. 
Canadian man re- 
turned to five-day operations and 
increased output from 8,560 cars 
and trucks a week earlier to an 
estimated 10,220 vehicles last 
week. 

A breakdown of Canadian opera- 
tions showed the makers scheduled 
8,365 cars and 1,855 trucks last 
week, compared with 7,131 cars and 
1,429 trucks a week earlier. During 
the week ended April 25 last year 
the makers turned out 10,325 cars 
and trucks. 


AMC Adds Fifth Region 
In South, Shifts Managers 


Prendergast joined the company in 
1950 in the St. Louis zone, He en- 
tered the auto industry in 1946. 
Morgan, a 19-year veteran of 
the industry, joined American 
Motors in 1956 as an open point 
representative and after a few 
months was promoted to Cincin- 
nati zone manager, For nine 
with AMC, 


‘actory 

tomobile branches in the Great 
Lakes area, 

Stewart has been with the com- 
pany since 1946 when he was named 
a district manager of the Chicago 
zone, He then served ag assistant 
zone manager in both Milwaukee 
and Chicago and in 1951 was named 
assistant sales promotion manager 
of the sales division. 

The appointments at the region- 
al-manager level produced the fol- 
lowing promotions in the zone 


sistant zone manager in Cincin- 


nati. 

V. J. Gillis has been named to 
head the Chicago zone, succeeding 
Prendergast. Gillis had been Min- 
neapolis zone manager since 1952. 

E. T. Jewett will succeed Gillis 
in Minneapolis. He has been as- 
sistant manager of the Portland 
(Ore.) zone, 

W. A, Fullerton has been appoint- 
ed manager of the New York City 
zone, succeeding Coupe, Fullerton 
had been Buffalo zone manager. 

Fullerton’s successor in Buffalo 
is A, V. Powers, who headed the 

Boston zone for the last three 


years, 
Powers is being replaced in Bos- 

ton by R. W. Dillaway, who has 

been assistant manager there, 


5 Dealers Slap 
Big-City Ads in 
Buy-Local Pitch 


SILVER CITY, N. M.—In a buy- 
at-home pitch, five dealers in Grant 
County inserted an advertisement 
which asked: “Does big-city volume 
advertising confuse you?” 

The dealers noted that no fac- 
tory offers a volume discount and 
that every dealer pays the same 
price for new cars and trucks. 
They contended that big discounts 
mean “they offer little or nothing 
for your trade.” 

The localites also charged that 
price advertising “often does not 
include freight and federal tax” 
and that low monthly payments 
often are figured at 48 months after 
a high downpayment, 

Buying from a local dealer, they 
declared, means a lower cash dif- 
ference, and better service. Also, 
they asserted, “your used car is 
worth more locally.” 

The ad was signed by Brown 
Auto Sales (DeSoto-Ply mouth- 
Lark), Clifton Chevrolet (Chevro- 
le t-Oldsmobile-Cadillac), Skillman 
Motors (Buick-Pontiac-Rambler- 
GMC), Ray Burchfield Motor Co. 
(Chrysler-Plymouth-IH) and Dick 
Martin Ford (Ford-Lincoln-Mer- 
cury-Comet). 


















Top Threesome— 


New York preview of Volvo's new P1800 
found Ake Hogman, left, president of 
Volvo Distributing, Inc., importer, hosting 
Gunnar Engellau, manager of Aktiebolaget 
Volvo, and Eugene Klein, president of Auto 
Imports, Inc., Velve yrestorn distributor. 


Volvo’s Engellau 
Faces Up to Facts 
Of U.S. Market 


(Continued from Page 6) 


achievements. Not on the basis of 
price,” Engellau told us. 

“We'll never be able to compete 
on price. Quality handwork costs 
money. The only way we expect to 
compete on world markets (Engel- 
lau takes the broad view of Volvo 
exports) is to compete on technical 
performance and product quality. 
There is little chance of change in 
our price structure to maintain vol- 
ume.” 

(Other Volvo executives men- 
tioned that in 1959 they cut ship- 
ments to other markets to favor 
demands from U. S. distributors.) 

“Well then, how does Volvo ex- 
pect to compete in our price con- 
scious market, Mr. Engellau?” was 
Automotive News’ last question. 

It was a well considered reply 
Engellau gave. 

“I think it is only a question of 
time before compacts become more 
expensive. Prices will rise as they 
offer extras to maintain dollar vol- 
ume. 

“We provide a complete car, 
which does not require hundreds 
of dollars of options to bring it to 
a comfortable level. In short, Volvo 
igs not cutting corners, or selling 
-options, to continue building a qual- 
ity car. 

“And as long as Americans ap- 
preciate (a quality car), we expect 
a place on this market.” 





New Gains Seen 


In Big-Car Sales 


DETROIT. — Two executives of 
the Chrysler-Imperial Division have 
predicted “a further upturn in the 
big-car market” in May and June. 
They spoke at dealer meetings. 

In Minneapolis, C. E. Briggs, gen- 
eral manager, said interest in the 
compacts is helping sales in all 
price brackets. He added that “the 
car shopper is more sophisticated 
than ever as a result of reading a 
barrage of material on cars and 
attendance at auto shows.” 

Briggs reported that Chrysler-Im- 
perial sales in March totalled 8,987 
units, an increase of 32.8 percent 
over March, 1959. 





HELP WANTED 
BERVICE MANAGER—With proven ability 


to organize and supervise Service De- 
partment doing $30,000 or more monthly 
in a multiple dealer city in Florida. 
Chevrolet or GM experience preferred. 
Give a good resume of your experience 
and background as well as your age in 
letter. Excellent opportunity for qualified 
man with a fast growing dealer in a 
fine city: in which to live. Box 1416, 
c/o Automotive News, Detroit 7. 


OPPORTUNITY SELLING IMPORTS—Ex- 
clusive dealership in greater Detroit. Call 
Mr. Berube, LOrain 8-4340, Detroit. 


GENERAL SALES MANAGER—Chevrolet 
dealership with planning potential of 368. 
Fastest growing city in New England. 
Must have triple-A background. Future 
unlimited. Box 1415, c/o Automotive 
News, Detroit 7. 

CED SA AN- 
AGER for leading distributor imported 
automobiles, to locate in Northwest ter- 
ritory. Inquiries held confidential, Box 
1424, c/o Automotive News, Detroit 7. 
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HELP WANTED 


POSITION WANTED 


FORD DEALER IN MICHIGAN with a| GENERAL MANAGER — Sales Manager; 


trading area approximately 12,000, wants 
a sales manager who is capable of hiring 
and training a sales force to sell at 
retail an average of 500 to 600 new cars 
and trucks and used cars and trucks a 
year. Prefer a man of Hull-Dobbs, 
Moore-Grier experience. Also, to qualify, 
you must have the best of business and 
character references from present and 
former employers and major finance com- 
panies. If you are between the ages of 
30-45, and have your feet on the ground, 
and are willing to work, let us hear 
from you, Box 1420, c/o Automotive 
News, Detroit 7. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars—elimi- 
nates all wheel balancing and most front 
end work. Requires less than 30 minutes 
per car, Instrument costs dealer $159.00 
complete. Write for details to J. Lav- 
inger, B & B Manufacturing Co., Box 
816, Sioux City, Iowa. 


BUDGET AND INSURANCE department 
manager for Chevrolet-Cadillac dealer- 
ship in Midwest. City of 30,000, good 
industrial community, steady, growing 
city. Excellent opportunity for aggres- 
sive individual, Some experience helpful 
but not essential if man has well rounded 
out experience, Excellent salary—Com- 
pensation and benefits, Please indicate 
in first letter your qualifications, Box 
1405, c/o Automotive News, Detroit 7. 


ADMINISTRATIVE ASSISTANT—Experi- 
ence and background must include all 
phases of office procedure, customer and 
factory contact in busy automobile re- 
pair service division of growing company 
in New York City, Directly assist busy 
executive, All replies confidential, Send 
resume to Box 1384, c/o Automotive 
News, Detroit 7. 


DENVER — Established Chevrolet dealer- 
ship, new facilities, needs two experi- 
enced Chevrolet salesmen, Excellent 
compensation plan. Give full resume of 
past. Davidson Chevrolet, 2555 South 
Colorado Bivd., Denver. 


PARTS MANAGER required by imported 
car manufacturer located in New York. 
Experience in all phases of stock control 
and distribution necessary, Knowledge of 
IBM control and invoicing helpful, Send 
full resume to Box 1383, c/o Automotive 
News, Detroit 7. 


DISTRICT MANAGER—leading imported 
distributor, Reasonable salary, company 
benefits including paid vacation, life in- 
surance and hospitalization, Must head- 
quarter Cincinnati, Send brief resume 
with picture, Interviews in Cincinnati. 
Replies confidential. Box 1373, c/o Auto- 
motive News, Detroit 7. 





OFFICE MANAGER — Business manager. 


Experienced General Motors and Ford 
accounting, daily operating reports, an- 
alysis, credit and collections, complete 
knowledge of all phases of administra- 
tion of medium or large size dealerships. 
Wishing to relocate, Best of references. 
Box er c/o Automotive News, De- 
troit 7. 


GENERAL MANAGER 


PERSONAL: Young, 38 years, married with 
family, aggressive, intelligent, reliable, de- 
pendable and honest. Active in community 
and civic affairs. Character of highest 
standard. 

QUALIFICATIONS: 17 years' automobile ex- 
perience, including factory association. Col- 
lege training, exceptional record of accom- 
plishment. pable in all phases of a 
dealership operation, including installation 
and design of profit and expense controls, 
standardized sales procedures, advertising 
and sales promotion. 


Prefer association with high volume Ford or 
Chevrolet dealer or someone desiring to be- 
come a high profit and volume operator. All 
inquiries to be highly confidential. Box 1419, 
c/o Automotive News, Detroit 7. 








GENERAL MANAGER — Qualified top 
management available for the dealer who 
needs strong, mature thinking, planning 
and direction, My ability and reputation 
will pass the acid test, I am fully bond- 
able and qualified to assume the duties 
of a vice-president and general manager 
for a quality dealer. Box 1388, c/o Auto- 
motive News, Detroit 7. 


VOLKSWAGEN PARTS MANAGER—ex- 
perienced in all phases in operation of 
parts management, Accurate and reli- 
able, excellent recommendations, Desires 
opportunity for advancement, Box 1401, 
c/o Automotive News, Detroit 7. 


SELL OR MANAGE your high priced line. 
Salary and commission, West, Box 1406, 
c/o Automotive News, Detroit 7, 








FOR SALE: Agency handling 


20 years successful new and used car 
salesman, sales manager, general man- 
ager, top factory sales executive. Now 
general manager large ‘‘Big 3’’ dealer- 
ship in metropolitan area, Have know- 
how to find, train and supervise all de- 
partment employes and through them re- 
tail new and used cars at a profit. Well 
paid for successfully performing these 
duties now but desire change. Friendly 
relations with boss. Replies confidential. 
Box 1398, c/o Automotive News, De- 
troit 7. 











GENERAL SALES MANAGER, Interested 


in operating large dealership that wants 
to build a hard-hitting sales force, If 
your sales are below quota, gross profit 
low, inventories high, reconditioning too 
costly—in short—do you want a qualified 
executive who can get the job done? Box 
1390, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


AGENCY 


HANDLING 
PONTIAC 


Metropolitan Midwest Location 
600 CARS PER YEAR 


$35,000 Will Handle 


No used cars, no accounts receivable. 


MODERN SERVICE FACILITIES 


Must sell immediately because of 
heart attack. 


Box 1404, c/o Automotive News, 
Detroit 7. 


VERY SUCCESSFUL DEAL handling 


RAMBLER in Wisconsin, Business es- 
tablished over 20 years—Excellent year 
around business in steady income area— 
selling 150-200 new Ramblers and 400 
used cars yearly. Exceptional service and 
parts volume. Will lease or sell good 
building with ample service area, mod- 
ern showroom and large adjoining used 
car lot in excellent location, You can 
step into a highly profitable deal with 
a Hot Line if you have some capital 
and can qualify for factory approval. 
Present owner will agree to stay on to 
help new owner get established, Write 
Box 1391, c/o Automotive News, De- 
troit 7. 


WELL ESTABLISHED DEALERSHIP, 


franchised by Ford Motor Company, sell- 
ing the imported English Ford line cars 
and trucks. Seventh largest dealership in 
the U. 8. A., ultra-modern facilities. Will 
sell at a fair price. Large parts and 
service department, also no problem with 
used cars, they sell as fast as traded. 
Long established and good, fine clientele. 
Located in Delaware Valley, Central New 
Jersey. Reason for selling, health. Write 
Box 1376, c/o Automotive News, De- 
troit 7. 


FLORIDA—Central—handling Buick, Opel. 


Established dealership ten years, Good 
building—Used car lot—ample parking 
area. Potential 100 cars, good service 
absorption—money maker, Factory ap- 
proval, $25,000.00 cash, Assume small 
mortgage, low monthly payments. Inter- 
view arranged, Box 1389, c/o Automo- 
tive News, Detroit 7. 





ESTABLISHED DEALERSHIP handling 


Pontiac and Rambler, Midwest city 10,- 
000, Excellent farm area, Finest sales 
and service building in city, Terms. 
Write: Broker, Box 1392, c/o Automotive 
News, Detroit 7. 

Austin- 
Healey, exclusive dealership in city of 
over 500,000 population, May be had for 
inventory of parts, tools and new cars. 
Write or wire Earl Daniels, Earl Daniels 
Austin-Healey, 3570 SW Military Drive, 
San Antonio, Texas. 





DEALERSHIP HANDLING 
CHEVROLET 


Buffalo, N. Y., 1,100 new units in 1959. New 
building, excellent facilities—all in one loca- 


tion, Will sell all or take financial partner. 
Must act quickly. Box 1425, c/o Automotive 
News, Detroit 7. 








The car 
pletely equipped. A flat four, 42 HP, water 
cooled, front wheel drive, family sports 
car. Will dual with established dealers or 
aggressive used car dealers. Write or 
phone: 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING FORD, Lin- 








coln and Mercury in progressive Wyom- 
ing town (population 6,000). 
Yellowstone Park in beautiful mountain 
setting. Hunt, 
ucts. Potential 125 new cars, Present lo- 
cation available on lease basis, Total 
dealership population four, 
16,000. Box 1408, c/o Automotive News, 
Detroit 7. 


DEALER WORKING TOO HARD, Must 


slow down, Am not broke—well capital- 
ized, Desire a successful, hard-hitting 
sales manager with $75,000 to invest as 
a partner in a well established Florida 
dealership handling Rambler, Work in 
the sun and enjoy a good income on 400 
units per year. Work harder for 800 units 
per year and really live, This is a real 
opportunity for ‘‘the man with a plan.’’ 
Box 1409, c/o Automotive News, De- 
troit 7. 


OPPORTUNITY PLUS in VIRGINIA, Well 


established dealership handling Ram- 
bler, the fastest selling compact of them 
all, 
operations, no used cars or accounts re- 
ceivable to purchase, $35,000 will han- 
die. Box 1410, c/o Automotive News, 
Detroit 7. 


ARABELLA FRANCHISES 


IN PENNSYLVANIA 
NOW AVAILABLE 


with ideal engineering, com- 


THE ARABELLA COMPANY 


P. O. Box 630, Butler, Pennsylvania. 


Phone: 7-4258 


STEP IN—MAKE MONEY, with a well 


established franchise consisting of three 
popular foreign automobiles, Includes an 
excellent service absorption; also parts 
and capable management, Located in the 
center of the fastest growing city in 
Arizona, $27,000 will handle, Box 1411, 
c/o Automotive News, Detroit 7, 


IN NEW ENGLAND, well established, very 


profitable dealership handling Plymouth, 
Valiant and Land Rover. New buildings 
and carport, excellent location 
heart of the best hunting, fishing and 
skiing area in the East. Will sell as a 
complete unit or lease buildings. Reason 
for selling, doctors orders, Box 1421, 
c/o Automotive News, Detroit 7. 


CENTRAL ILLINOIS — Agency handling 


Rambler, 823 new Ramblers in 1959, For 
sale because of illness, Confidential. Box 


1417, c/o Automotive News, Detroit 7. 


DEALERSHIPS WANTED 


YOUNG MAN (under 40) wants Chevro- 


Ford or GM dual in California or 
350 units per year or more. 
interest on 


let, 
Arizona, 
Will consider buying part 
buy-out basis, All replies confidential. 
Box 1393, c/o Automotive News, De- 
troit 7. 


CANADIAN DEALERSHIP — In Ontario 


province, GM dual or full GM line, 200 
or more new car potential, Cash for 
profitable operation, Replies confidential. 
Box 1412, c/o Automotive News, De- 
troit 7, 


GM, FORD, RAMBLER — Midwest, Pay 


your price, some blue sky, for profitable 
deal or Cadillac dual, Factory approval. 
Cash, Box 1344, c/o Automotive News, 
Detroit 7. 


PONTIAC-F O R D-CHEVROLET-OLDS or 


Buick, in or near Los Angeles, medium 
or large. Have cash. Box 1402, c/o Auto- 


motive News, Detroit 7. 


WANTED: DEALERSHIP, 100-200 car, 


Northern Ohio. Pay cash. Confidential. 
Factory approved. Box 1422, c/o Auto- 
motive News, Detroit 7. 


CHEVROLET—400 cars or more. Factory 
approval. Box 3614, Columbus 14, Ohio. 


DEALER SERVICES 





MILITARY ACCEPTANCE 


WILL HELP YOU SELL MORE 


MILITARY PERSONNEL 


* Worldwide financing and refinancing up 


to 36 months . 


on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 





NEW CAR DEALER! 


management consultant will 


1423, c/o Automotive News, Detroit 7. 





Close to 


fish and sell Ford prod- 


trade area 


Modern service, parts and used car 


in the] 


. » for officers and non- 
coms of pay grades E5 and above... 


Increase your net 
profit. Top automobile merchandising and 
increase 
your sales and reduce your costs. If you 
sincerely want help to increase your net 
profits, write now for complete informa- 
tion. No obligation — Confidential, Box 


DEALER SERVICES 





1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘60 edition today for only $i0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
berty 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Tools 


Furniture—Equipment—Machiner y— 

For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
Ww ‘er 





DISTRIBUTORS WANTED 





AUTOMOTIVE DISTRIBUTOR 
WANTED FOR MICHIGAN 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Dis- 
tributor with successful sales organization. 
Top quality vehicles are acknowledged 
leaders in their field. Market is permanent 
and profitable for right sales team. Send 
complete details of your organization to 
Box 1413, c/o Automotive News, De- 
troit 7. 








CARS FOR SALE 


FOR SALE! 
Good, Serviceable Used 


TAXICABS 


THE WORLD'S LARGEST TAXI- 
CAB DEALER offers for sale 
used taxicabs at prices that 
must interest you. 

We make available to you 
large or small quantities of 
used FORD taxicabs as well 
as other makes, 1958 and 1959 
models. 

We put you in direct touch 
with the owner-operator of 
these cabs, and make no 
charge for our service. Thus 
any middieman's profits are 
eliminated. 

These cabs are now in ac- 
tual operation. They are not 
out of service rusting away 
on a lot. They are in good 
running condition, as demand- 
ed by the strict regulations 
of the New York City Hack 
Bureau. 

Exporters, too, will find this 
offer of interest! 

Write, Wire or Phone 
King Ford Motors, Inc. 


935 BRUCKNER BOULEVARD 
oe 59, te 





ee 





1960 VOLKSWAGENS 
Immediate Delivery 
America's Largest 


€ 
TODD TRADING CORP. 
ALL AMERICANIZED 
7 
On Hand at Two Lo<ations: 

1417 HAINES STREET, PHILAVELPHIA 26, PA. 
PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 





MERCEDES-BENZ 


Direct Importers—No Middle Man 


ALL MODELS 1955-1960 


Cars are serviced and cleaned, ready 
for resale. Supply on hand. 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 


Box 508, Montgomery, New York 
Telephone: Newburgh, JOhn 1-2248 
Cable: GLOIMP 
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FOR SALE: AMBULANCE and rescue 
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CARS FOR SALE OARS FOR SALE 





BUY IN MIAMI 


1959 and 1960 Models 


RAMBLERS © CORVAIRS © FALCONS 
FORDS @ CHEVROLETS @ BUICKS 
PONTIACS @ CADILLACS 


Hardtops and Convertibles, Low 
Mileage, Clean Cars. Delivery ar- 


Buy from a corporation in 


AKRON OHIO 


1959 and 1960 
CHEVROLETS 


Corvairs, Station Wagons, Hardtops, 
2-Doors, 4-Doors, Convertibles. Some 
have less than 3,000 miles. 








ranged. 
1957 and 1958 aut 
CHEVROLETS iva tea vd ae ea 
Hardteops, Station Wagons, 2-Doors, ee See 
4-Doors, Convertibles. 
1955 and 1956 AVIS OF TEXAS 


CHEVROLETS 


Station Wagens, Hardtops, 2-Doors, 
4-Doors, Convertibles. 


SOME USED TRUCKS 


Cadillac Limousines 


Clean—Fully Equipped—Low Mileage 


Don Housewright 


Dallas RI 8-701 


1958-"59-"60 
VOLKSWAGENS 





A coast-to-coast leasing corp. 
KAR PLAN Corp. 


400 W. Market St. Akron 3, Ohio 
Call Jack Kerns—JE 5-2121 


AVIS OF TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


NEW — USED 
from 


$900 to $1,375 


Delivered by the Oldest 


RI 8-701! 


Exporters of European Cars 


Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 
ROYCE - CLASSIC CARS 


RUDI ARONS International 
Agencies GmbH. 

Neue Rabenstr. 32 
HAMBURG, GERMANY 
Phone 44 15 21 
Cable addr.: RARONS 


CADILLAC 1959 Limousine, air condi- 
tioned, $7,150.00; 1957 Cadillac Limou- 
sine, air conditioned, $3,750.00; 1956 
Cadillac Limousine, brown interior, $2,- 
400.00; 1956 Cadillac 8-passenger sedan, 
$2,500.00; 1955 Cadillac Limousine, $1,- 
850.00; 1954 Cadillac 8-passenger sedan, 
$1,350.00; 1952 Cadillac 8-passenger se- 
dan, $450.00; 1950 Cadillac Limousine, 
$350.00. These cars are black with white 
wall tires. For further information write 
or wire Box 1418, c/o Automotive News, 
Detroit 7. 


wagon, completely equipped with cabi- 
nets, cots, oxygen and many other neces- 
sities. This conversion is on an English 
Ford Thames 800 Estate Wagon. This 
compact ambulance is the answer to 
economy and price, Only $2,980.00 FOB 
Springfield, Ohio. Send for full particu- 
lars, R. J. States Motors, Inc., 117 E. 
Columbia 8St., Springfield, Ohio. 


9 
1960’s 
Most makes and models — 
mileage on most below 4,500. 


1959's 


Limited number of following: 
Cadillac Sedan de Ville and 
convertibles, Olds Super 88, 
Holiday hardtop with air, 
Ford convertible and wagons. 
Rambler Super 4-door sedan, 
Renault Dauphine Sedan. 


Olin's U. Drive 


2830 N. E. 2nd Avenue 
Florida 
Gene Brett FRanklin 1-6591 





? Automotive News’ 


Need hard to get 
results. 


Went Ads get 








CARS FOR SALE 


sharp used cars! 


HERTZ 


has ’em! 


1959 models are now available at Hertz offices across 
the country. All cars in top shape, clean and sharp! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts — you name it, 
we've got it! 


Good colors — power steering, R & H, automatic trans- 
mission, many with power brakes —the works! 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact: Mr. I. E. Spatig, Hertz Car Leasing Division, 


125 N. Wabash, Chicago 4, Ill., Tel. DE 2-0420 










ACCESSORIES FOR SALE 
i aelenaieeetiniitieeaeemeeieeereneemneieniimednenel 
NEW CUSTOM 
AUTO RADIOS 
TOP BRAND NAME 
TRANSISTOR POWERED 


CARS FOR SALE 








The NEW and 


SUPERIOR 
BLUE ® CHIP 


1960 
VOLKSWAGENS 


Equipped with leatherette interiors, tool 
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kits, mileage speedometers, heaters, 32.96 

AS! windshields, turn signals, kolku a TOW.PI LOT 

rails, outside mirrors, wired for sealed 49.95 WITH LUBRICATED 

ae a a 

mbier ° anual .. a oe “ : & 
DIRECT SHIPMENT TO [| ="in reer corel oye vei oosir. | LEADS IN SALES ... 
Peace CoMN Tota || || VALUE AND... . 
PERFORMANCE 





Rego Park Radio 


46-25 58th Street, Woodside 77, New York 
TWining 9-8855 
Terms: COD, FOB Woodside, New York 


Dealers’ List Price..........-.$69.80 
Dealers’ Special Discount 25%. 17.45 


Dealers’ Net with 4 Standard 





Our prices will be quoted to you in- 
cluding cost, freight, insurance, customs 
duty and excise taxes paid. 





























































For Best Prices and Details pies 2 serge Aerie Soetes 
Write, wire, phone ACCESSORIES WANTED e 
W. ‘ED: Na- 
U. N. COMMERCIAL CORP. }} “ton ‘kit and “Beyer steering auxiliary THE FAMOUS 
lect: Callaway Motors, Inc., Decatur, MO TO-MA Tl Cc 





Georgia. Authorized Oldsmobile dealer. 


—— noses prronrunrss || TOW . GUIDE 


With Universal Swivel 





















FOR SALE Action 
tintin eee Four Clamp Hook-Up sii 
ERR AEE SEDAN PEE AN A Dealers’ List Price.........66. 
Sessien @er tee To Seat Cover Dealers’ Siecied: Ohecees 25%. 14.95 
ain Manufacturers Dealers’ Net with 4 Standard 





ples 2 lenge Adapter Clamps. $44.85 





Des’? santice your Soreton oor eventos Full U. S. Patent Rights to seat cover with ise Tax Included 
@ largest import dealer in the ; Se ee ec. ees et ee 
ie stock too Ome Gr tan timee tor as 0 padded bolster which performs same Liberal Quantity Discounts 





safety function for second and third seat 
in station wagons as padded dash does 
for front seat passengers. 


Address inquiries to Box 1414, c/o Auto- 
motive News, Detroit 7. 


handle. Write or call Bernie Gay, 


CONTINENTAL MOTORS OF READING, LTD. 


1701 Reading Road Cincinnati 15, Ohio 
VAlley 1-6115 


To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the industry 
















WANTED—ROLLS-ROYCE and BENTLEY 
motor cars—Any year or type—‘‘ 
Official retailer in U. 8S. A.’’ Messrs. 
Schaler & Waters, 2000 North Meridian 
St., Indianapolis 2, Indiana, WA 6-1334. 









SHOP EQUIPMENT FOR SALE 
MUST SELL ONE FRAME MACHINE, 
















CADILLAC LIMOUSINES—NEED CLEAN| John Bean, heavy duty, moveable heads. Since 1939" 
’56, "57 and ’58s. Franz Ridgway, BEI- Will accommodate cars or trucks, First 
mont 4-6611, 2836 N. E. Sandy, Portland class condition, Will consider reasonable Canadian Distribvtors 
12, Oregon. offer, Write or call Anderson Oldsmobile, Eastern: Western: 
PARTS FOR SALE Inc., Howard and 25th Sts., Baltimore Five Wheels Ltd. Five Wheels 
18, Maryland, Tel, HO 7-8800. 599 Y St. (Western) Ltd, 
LLOYD PARTS for all models LLOYD Verein Gates 525 Main St. 
cars and trucks in stock for immediate bg oe = Bal 
shipment by U. S8.’s oldest authorized PRESSURE!! 





Lioyd importer. Our three years’ experi- 
ence in maintaining a large Lloyd parts 
depot has enabled us to anticipate the 
needs of your Lloyd customers. If car is 
down, we ship same day. Prices by air- 
mail. For fast, dependable service try 
Foreign Cars Corporation, 1812 So. An- 


in the tires is important. 


The GERMAN DRAEGER is dead accurate, a| 1/000 BUSINESS CARDS—Raised letters, 
. $3.49 P. P. D, Samples available, L-D 
quality instrument. Retails for ee make ; | 534 Btate, H i, Indiana, 
COMMERCIAL RENTAL 
drews Ave., Fort Lauderdale, Florida. | COMPETITI CHEMICALS, iowa Fails, lew | —<$§£ i@@_ 
JA 2.9942. ae - SOUTHWEST DETROIT, over 10,000 feet 
in modern, remodeled building. Ample 


money on these fast sellers. 
chure and details. 





LLOYD PARTS NEEDED? Available for 





lus storage 

ALL models, Immediate delivery of fac- EAS room for display and office, Pp » 
tory-tested parts guaranteed. Call or Saint nn aac eee and stock rooms, Covered garage, load 
BUILD A FAVORABLE IMAGE — sell ing area. Gas heat. Reasonable lease or 


send your parts order to: Octavia Mo- 
tors, Inc., Authorized Lloyd Parts Dis- 
tributor, 5069 Broadway, New York 34, 
N. Y, Williams 2-5000, 


AUTOMOTIVE BULB #1034, price $14.00 
per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred—packed 10 
to box. Postage prepaid. Acme Sales Co., 
Box 949, Camden 5, New Jersey. 


PRINZ AND SPORT PRINZ (NSU) parts 
and: accessories. Contact your nearest 
distributor or sole U_ 8S, importer, Fadex 
Commercial Corp., National Parts Cen- 
ter, 421 Bast 9ist St., New York 28, 
N, Y. TRafalgar 6-7010. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

IN A ‘“‘BIND’’ for a slow moving Chevro- 
let part? Try Fuller-White Chevrolet, 
Tulsa, $250,000 inventory perpetually 


sale. Cail or write: Mr, Fox, 8000 W. 
advantages of doing business with your  Vinewoud 2-5776. 


firm with newsy newspaper column, I Jefferson, Detroit 17 
write for you weekly. Write Edward 
Fiske Co., 2 Depot Plaza, White Plains, 
New York. 










Advertise in 
Automotive News 


Classified Ad 


Section 





$100.00 REWARD — 1959 Ford L.W.B. 
F-100 Styleside pickup, Motor #F10J9- 
K22747, color white, Last known tag 
1959 Kansas LBT-3032. Driver known as 
Norman J, Walsh, works as a carpenter. 
Notify McKinney Motor Co., Oswego, 
Kansas. 






controlled, 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000, 


TIRES FOR SALE—High treads repaired. 
Guaranteed, 5/32 inch depth and better— 
all sizes. $4.00 per tire FOB Lakewood. 
Minimum 25 tires, Service Tire Co., Inc., 
Lakewood, N, J, FOxcroft 3-7403, 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention: Jim Hope. 


PARTS WANTED 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 
All Other Countries — One Year $13 [] or Two Years $22 [1] 





WANTED 


Automatic Transmission Planetary 
Gear Band Cores 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


All types except Borg-Warner and early mod- 
els. Bag or crate and ‘ship—freight collect. 
Ship in quantities of 100 or more, via truck. 





We will pay 25 cents each for undamaged 
cores. When shipping describe as "Brake |] seers ssrrrecerssernererestsenesssssarsuressawaaasesssseeenssar ee asee 
Parts." 
Sense Riedie & Whe, Ra. x saat vateenarr 36 Meee 
124 East Ten Mile Rd. Hazel Park, Michigan|| Street Address........ eho eeeeddedecwsceeastoneeneaees Zone No.....++++ 
| Ciisiinses ‘panslycubanas cetera vehulsats ia: Mies vaceesumeen val ‘ 
SER OCLs eA 
| TRADE CONNECTION: 
RINE 8A ARRON NO OM NS, 
Manufact 
SEE PAGE 34 j Car Dealer oO Truck Dealer [] a lacturer (] 
for the autien’s | Jobber [] Insurance ((] Financial [7] Supplier (] 
r | 
Make of Car..... MGPTPOTETTTTT CLP Cri Tre ee a ae 
TOP AUTO AUCTIONS |; “** % “* anes 
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* Stainless steel resists corrosion— 


makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 
Stainless steel maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary. rings. 


The high number of spring ten- 
sion points assures oil control in 


Sealed Power has Stainless Steal 
... the very best oil ring meta! ever used! 


STAINLESS STEEL OIL RING, U. S. PAT. NO. 2,789,872 


tapered and out-of-round bores. 

Side seals in groove—stops oil go- 
ing around back of ring—no smoking. 

End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 

Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


Scaled Power 002M %ers 


SLEEVES AND SLEEVE ASSEMBLIES +* + VALVES °* 


* WATER PUMPS -* TAPPETS 








